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Take a Tip From Me, Son/ 


















=. .«. and use STAR 
BLADES. Every one of 
the old boys who know 
tools, use them.... 
better follow their ex- 
ample, for you can tell 
a mechanic by the tools 
he uses.” 
































Hardware Dealers that 
handle STAR BLADES 
have a salesman in ev- 
ery mechanic in their 
territory. The old and 
experienced mechanics 
sell the younger ones on 
these blades, as_ they 
have been the mechan- 
ics’ favorite for over 
forty years. 


Dealers will increase 
their business by hand- 
ling STAR BLADES 

. make more profits 
and more satisfied cus- 
tomers., 











Your jobber can 
supply you. 









STAR Hi 


CLEMSON BROS. 


MIDDLETOWN. 
NEW YORK 
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jobber 


J ing plant in the Los Angeles territory methods. 
and you are almost sure to find a cata- “I can assure 


Company. Their service and the qual- materially.” 
ity of their lines have 
brought them a large share 
of the business in this dis- 





| 
| 
trict. Pes 





This concern buys Green- 
field taps, dies and screw | cu ° 


plates, about which Mr. E. 
H. McLaughlin says in a re- 
cent letter to us: 

“T should like to add another 
point in favorof Greenfield. : 
Our men have found that ANAS et 
Greenfield advertising is do- - 

ing a great deal for the re- 








tailer and manufacturer. Of 


is one step ahead in producing just the kind __ pipe tools, etc. 


New York: 
15 Warren St. 
Chicago: 
611 W. Washington 
Blvd. 


Detroit: 
228 Congress St., W. 


GREENFIELD, MASSACHUSETTS 











al “ Office and Warehouse 

of the Union Hardware 

& Metal Company, Los 
Angeles. 


STEP AHEAD... 
“Greenfield leads in consumer 
confidence,” says leading Coast 


~™O into a hardware store or manufactur- _of taps that are suited to modern production 


you that this confidence in 


log of the Union Hardware & Metal Greenfield helps the sales on the line very 


It will help your business in 
threading tools to standardize 
on the Greenfield line. Con- 
fidence created by Green- 
field advertising is making the 
name “Greenfield” strong- 
er than ever in the trade. 

Our technical engineers 
stand ready at any time to 
work with you to secure new 
business by offering the type 
of service which important 
manufacturers find valuable. 
Write us to have our rep- 
resentative call the next time 


course, Greenfield taps and dies are well he is in your vicinity, or send for a copy of the 
known on the Coast, but the advertising is new Greenfield Catalog No. 29, showing our 
also getting across the idea that Greenfield complete line of screw plates, taps, dies, gages, 


Canadian Plant: 
Greenfield Tap & Die 
Corp. of Canada, Ltd., 
Galt, Ontario. 


H. A. Nov. 21, 1929 
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Where quality 
counts everybody knows fig 
Ames Shovels. That's why Se 

Mure 2S 

AMES SHOVELS 

are used than 

any other kind 


The complete Ames “All Star” line includes the genuine 
O. Ames Four Star, the Ames 3 Star and the Ames 
2 Star shovels, spades and scoops. It will pay you to 
“look for the stars’ on every shovel you buy. 








1774 
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AMES SHOVEL AND TOOL COMPANY 
NORTH EASTON «> MASSACHUSETTS 
ST. LOUIS, MISSOURI - - + ANDERSON, INDIANA 





3416 
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NO 


get your Geb” inerease on 


Evereaay Fiashiignt business 


YEAR AFTER YEAR has shown that the average Eveready 
Flashlight dealers have a 46% gain in the flashlight busi- 
ness at Christmas time. We didn’t think that was enough. 
So last year at Christmas time we took two groups of 
dealers. Each group equal in every way. 

One group used the Eveready Window and Counter 
Displays that tied-in with the Christmas advertising cam- 
paign. The other group went along as usual and did not. 
When the campaign ended, the dealers using the displays 
showed a 73% gain! 

They got their usual 46% plus 27% more! The group 
not using the displays had only the regular 46%. 

Now, it’s Christmas again! Here’s your chance to mop 
up. There’s a big advertising campaign about to break 
loose. The large card illustrated is the one that made 
the gain last year. In addition you can get special Christ- 
mas slip-covers to go over your standard Eveready 
displays. 

Let your register-bells ring a carol of cash. Get in 
touch with your salesman or write us for the display 
material. Make your Eveready Flashlight and Batiery 
stock complete—and go to it with displays! 


NATIONAL CARBON COMPANY, INc. 
General Offices: New York, N. Y. 

New York 

Unit of Union Carbide UEE and Carbon Corporation 


Branches: Chicago Kansas City San Franciseo 





EVEREADY 


FLASHLIGHTS 
& BATTERIES 


—they sell faster 





_ 
i aes > 
3 yaa ae 


setul gift for ever, 
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Here’s how the regular 
displays look when 
they’re dressed up. Some 
others to the left. > - < os 
‘ < ” 5 2h COT THAT Sem 
INERY DAY me vee 
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**Bomeco” 


All bronze. Hem- 





med edge. Two 
styles, plain or 


ribbed. 


“Best Seal—1930” 


All cushion. 3-ply 
closed edges. 
Grease-proof _rub- 
ber. 


**Ameco”’ 


Copper _ coated 
steel, and moth 
proof felt. Double 
contact feature. 


“Heat Seal °29” 


All cushion. Best 
4-ply fabric, im- 
pregnated with 
grease-proof  rub- 
ber. 


Wi you come out of the 
woods in the Spring with 

















The Leading Wholesalers Supply Bosley’s, All Styles;—All Packaged. Buy from Your Jobber. 


BOSLEY’ 


Weather Strip 


(TRADE MARK REGISTERED) 


UPPOSE you go into a season of sell- 

ing Winter merchandise like a trap- 

per striking into the woods for a ten week 

trip. Stock Bosley’s Weather Strip now 

if you want to come out in the Spring 
feeling the game was worth the candle. 

For brands sold on price alone will 
leave you to starve among the trees. 

Go with Bosley’s. You will have price 
appeal certainly, but you will have, too, 
the pull of an advertised brand, the pull 
of a name well known for over sixty 
years. 

Best of all you will have for your 
steady reliable companion Quality at Any 
Price. 

To know that price for price, the qual- 
ity you offer is unequalled on the market 
—that in itself will carry you through a 
Winter of successful weather strip sales, 
and bring you out in the Spring with a 
worth while profit. 


THE D. W. BOSLEY CO., Chicago, 
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TEMPER 


KELLY “KAMP AXE” | perrscr ty 


A practical, serviceable, high-grade tool 










Rustless luster black finish 
14-inch Hickory handle 
stained walnut or forest 
green 


Genuine, high grade leather 
Sheath 


CHRISTMAS GIFT 
for Hunters 
Campers 


and 
The Boy 


A Handy Tool for 
the Automobile Kit 
and for 
General Household 


Use 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 
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Compare U.S.Poultry Fence 

































































Makers Also of os = 
IMPERIAL Peoce with any other netting! 
Gates----Steel Posts 

A Complete Line of W RITE today for a miniature 
Farm Fence Hog Fence sample roll of U. S. Poultry Fence! 
Poultry Fen Lawn Fen ‘ js a . 
ia 2 7 Examine its modern design and construction! Note, 
PGs tee Cae that like in farm fence, the line wires run parallel! Note, 
too, how the interlocking hinge joints lock the line wires 
Steel Posts so securely that they can not slip, spread or unravel. 
\\ iasetenter Triille See how uniformly this superior netting is woven; 
‘\ how even its tension. Then, judge for yourself why 
= 3 U. S. Poultry Fence is breaking all records for sales and 
\ profits everywhere! 
\ = + U. S. Poultry Fence is the original straight-line netting. 
Ne | Today, as always, it is sold only through the regular 
ANY : wholesale and retail channels. If you are not already 
ASE ‘‘cashing in’’ on the amazing demand for this fast-selling 
BA \ ERE r line, write for the FREE sample roll and catalog. 
Nia _ Indiana Steel & Wire Company 
x Muncie, - - Indiana 
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THE GEM FOOD CHOPPER 


tested and approved on its own merits by 
Good Housekeeping Institute, Priscilla 
Proving Plant, Delineator Home Institute. 





THE LATEST MODEL GEM 


WILL GIVE YOU VOLUME SALES 


IF YOU USE THESE SELLING POINTS 





QUICK CUTTING 





Exclusive Sargent double-cutting feature. The 
milled end of the forcer makes a preliminary cut 
and chops the food small enough to feed rapidly 
through the final steel cutter. 


Both stationary and revolving cutters are of cold- 
rolled steel. The sharp shearing edges cut without 
tearing. 





LEAK-PROOF 





The bottom of the barrel slopes downward. All 
juices follow the food through the cutters into the 
dish. 

Closed end is cast solid. The shaft and bearing are 
a machine fit. It is impossible for the juices to leak 
out around the shaft. 





EASILY CLEANED 





a 


No stationary web across the mouth of the barrel. 


When the handle thumb-nut is removed the forcer 
and all cutters come out together. The barrel is 
left free for washing. 


All corners are rounded. No crevices or hard-to- 
get-at places. 


The Gem Food Chopper has been approved by 
well-known testing laboratories. Sargent & Com- 
pany, New Haven, Conn.; 94 Centre Street, New 
York; 150 North Wacker Drive (at Randolph), 
Chicago, Ill. 





SARGENT 


LOCKS AND HARDWARE 














spate 


BRR AR REALE: 


ERNeI 
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APOLIN ¢ Shoving 
an Old Seller off the 


SHELF” 








says Mr. Grizzell, of 
BOURNE & GRIZZELL 
Murphysboro, Ilinots 


i eiatieaieats over his sweeping 
success in the East, “Speedy” smiled 
his way one morning into the store 
of Bourne & Grizzell, 1339 Walnut 
St., Murphysboro. Greetings had 





scarcely been exchanged before Mr. 
Grizzell started in to  eulogize 
SAPOLIN. 








“TI want to tell you that your Speed Enamel ts a real winner’, he remarked, 
“our sales are increasing right along! ... And SAPOLIN Speed Varnish 1s 
going good, too. It ts rapidly taking the place of an old staple brand of 
varnish stain which we had been handling for fifteen years.” 


Action—profit—for every dealer! ... SAPOLIN Speed Enamel and SAPOLIN Speed Enamel 


SAPOLIN Speed Varnish are making money for paint retailers all ovér is so easy to use that even a 
the country! In every section the rapidly-increasing popularity of eee a 
7 : . ‘i & popularity o lacks the offensive odor of 

these amazing quick-drying products is resulting in a tide of orders lacquers ; flows smoothly from 
and re-orders that rises higher and higher. the brush; leaves no brush 
marks, laps or streaks; re- 

Compare SAPOLIN with any other similar products—éar none! Dis- quires no special thinner; 


cover for yourself why thousands of dealers will handle no other line. contains no grit; is less ex- 
pensive than regular enamel; 


If you're really interested in making profits, take the first step by costs about one-half as much 
mailing the coupon—now/ as lacquer. 


SAPOLIN {5 
SPEED ENAMEL - 


Dries Glass-Hard in Four Hours! 


I am “SPEEDY” 


the new Home Decorator! 












SAPOLIN CO., Inc., 229 East 42nd Street, New York City 
Gentlemen: I am a dealer and you'll have to prove it to me! Send me a 
full-size can of SAPOLIN Speed Enamel (state color) without charge or 
obligation and I’ll tell you what I think of it. 
Name of Store............ 
Fast enough for quick results— 
slow enough to handle easily. 


In 17 beautiful modern colors. 


AGOPEEE  necnccece iss 


Gil. 


Signed . C11 
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Not How Much 
But How Good 


HE metal used in our Tubular and 
“ Clinch rivets is absolutely “right,” 
for quality has always been our first 
? consideration. Great care is exercised 
in the fabrication of the metal into the 
finished rivets insuring driving and 
setting qualities that have never been 
excelled. You can recommend our 
product to your customers without 
fear of apology or regret. Quality 
holds goodwill—and allows no chance 
for complaint. 





Pacific Coast Representative 
J. T. McDEVITT 
Postal Telegraph Building, 
San Francisco, California. 


y oe Otpproved | 


———by the keenest 


buying brains in the country 








“TUBULAR RIVET & STUD 
COMPANY 


BOSTON 






‘The largest 





world devoted 
lo the manu~ 
facture of 
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at One Critic Thinks 
of the 
Inside Advertising Story 





i ‘to Advertises 
- Nicholson File A 
aa iia a Dozen Markets 


captured by selective 





erse of markets 
advertising appe’ 


By C. B. Larrabee 





One of the most div 






The quality of Nicholson Files is an even bet- 
ter one. Keep them on hand for your custo- 
sCHOL So mers in shapes and sizes for every demand. 


Sse % 


U.S.A. NICHOLSON FILE COMPANY 


Providence, R.1., U.S.A. 


{TRADE MARK) 







T is not always easy to 
write impartially about 

one’s own advertising. 
For this reason, we call 
attention to what an 
outside and impartial 
critic thinks of an earli- 
er edition of the “Inside 
Story of Nicholson Files.” 


Under the heading, “How 
the Nicholson File Com- 
pany Sells to a Dozen 
Markets,” he points out, 
in an advertising trade 
journal, how effectively 
and economically Nich- 
olson advertising is build- 
ing tool sales for you. 





Nicholson advertising is a 
good reason why you 
should sell our product. 











A FILE 


FOR EVERY 


PURPOSE 
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e “A” on the head 





and~ 





what it means 


It is important that the dealer point 
out to his customers the ‘A’? on the 
head of Bethlehem Bolts. The ‘*A”’ 
means that Bethlehem wishes to become 
known as the manufacturer of these 
bolts. It indicates this Company’s con- 
fidence in Bethlehem Bolts, and entire 
willingness to stand back of them. 


The dealer who carries Bethlehem Bolts 
and Nuts is very likely to convey to his 
customers a favorable impression of his 


BETHLEHEM 


entire store—for the customer knows 
that the dealer who carries a high-grade 
product in one line is almost certain to 
carry dependable merchandise in other 


lines as well. 


The customer quickly discovers the 
superiority of Bethlehem Bolts and 
Nuts. By pointing out the ‘A’ on the 
head and thus making them easy to 
identify, the dealer is laying the founda- 
tion for many a profitable future order. 


BETHLEHEM STEEL COMPANY 
General Offices: Bethlehem, Pa. 
District Offices: New York, Boston, Phila- 
delphia, Baltimore, Washington, Atlanta, 
Pittsburgh, Buffalo, Cleveland, Detroit, 
Cincinnati, Chicago, St. Louis, San Fran- 


cisco, Los Angeles, Seattle, Portland, and 


BOLTS ano NUTS = 


Bethlehem Steel Export Corporation, 
25 Broadway, New York City, 


Sole Exporter of our Commercial Products. 
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PREVENTS RUST 
LUBRICATES ~LUBRICATES 
CLEANS AND CLEANS AND . jj 
POLISHES POLISHES 
TALKING MACHINES TALKING MACHINES [it 
SEWING MACHINES SEWING MACHINES 
TYPEWRITERS & TYPEWRITERS & 
ELECTRICFANS ELECTRIC FANS 
RAZORS & STROPS \ RAZORS & ame iy 


UN MAGNE TDAGOMMUTA ArORS he 
Mow, CASH REGISTERS & LAWN fj 
RS, LIGHT MACHINERY, ETC § 
PANOS Fun TURE & WOO 





Ps 





Let this Counter Stand 
Work for You 


“Small in size but great in sales ability,’ say thousands of 

merchants who are using our attractive lithographed 

counter stands to hasten their turnover on 3-in-One. We 

: are supplying these stands free in two styles — designed 

to display either 4-dozen Handy Oil Cans or 4-dozen 
l-oz. bottles of 3-in-One. 


Put these sales-makers to work. Mail the coupon below. 


3-in-One 


Made Since 1894 


aene 


Three-In-One Oil Co., 130 William St., New York, N.Y. 


Send free and postpaid, 3-in-One Counter Display Stands as follows: 
To hold !4-doz. 3-0z. Handy Oil Cans 
To hold !4-doz. 1-oz. bottles 

D (Check either or both) 


Firm Name 
Address 


Town RO a ae OCR a Ee 





ustententenintententententententestententententet | 





1 
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T412 will cut 


or a STRAIGHT 
LINE 

















Hardware dealers find No. T412 and 
No. T47 both popular tools. They appeal 
to a variety of your tool customers. If 
you are not already stocked your jobber 
will furnish you. Crescent Tool Co., 
Jamestown, N. Y. 


CRESCENT fenenway TOOLS 


Made under the supervision of and guaranteed by the originators of the Crescent’Wrench 


CURVES 


ECHANICS find this Crescent 

Combination Snip No.T412 an 
unusual tool. It will cut curves, 
circles and intricate designs, yet it is 
equally adapted to straight line 
cutting. 


This snip is heat-treated by an ex- 
clusive Crescent method. That ac- 
counts for its strength, toughness and 
its lastingly keen edge. Its extra- 
ordinary cutting power is the result 
of a new blade design. Fully open or 
partially closed, the shearing angle 
is always perfect. It cuts full length 
of blade with equal efficiency. 


ais 






No. T412—Price, $1.50 
also T47—7 inch, $1.00 
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Gray-Wick 
Wire Cloth 





WEAVING WIRE CLOTH 


Weaving is the final stage in the making of fine Wire 
Screen Cloth. This photo shows one of our giant 
Looms in operation. An automatic shuttle carries the 
cross wires back and forth through the lengthwise wires, 
to form a perfect mesh. 


12 Mesh, No. 33 gauge each way 

14 Mesh, No. 33 gauge each way 

16 Mesh, No. 33 gauge filler 
No. 34 gauge warp 

18 Mesh, No. 34 gauge each way 


Our Other Brands of Screen Cloth 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Copper 





—— 


“AL OLPeCoe 















Made RUST-RESISTING 
With COPPER BEARING Steel 


Wickwire GRAY-WICK Screen Wire 
Cloth is made to resist rust. The wire used 


* is drawn from Open Hearth Copper Bear- 


ing Steel which tests have proved to be far 
more rust-resisting than ordinary steel 
wire. This wire is also drawn one-quarter 


gauge OVERSIZE. 


In GRAY-WICK the electro plating is of 
8 to 10% Zinc Coating, enameled with a 
heavy coat of White Transparent Varnish 
—a double protection against corrosion. 


Every operation from raw material to fin- 
ished product is controlled by us in our 
own plants. 


GRAY-WICK is one of the most popular 
and best-selling Screen Cloths on the mar- 
ket. Made in all widths in even inches 
from 18” to 48” inclusive, double selvage. 


Extra wide widths, 54” and 60”. 
Your Jobber Will Supply You 


ATED 1692 
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Height 54 in. 
Depth 12 in. 


Width 23 in. (open) 


VALUABLE 
husiness-getting helps 
& for PISBURGH FENCE 
on DEALERS 





The merchant who owns his own business, 
either” wholly or in part, deserves the? 
whole-hearted support of every fair minded 


manufacturer. His initiative, loyalty and 


leadership should be rewarded « « « 


KS Whkhacs 


PRESIDENT, PITTSBURGH STEEL CO. 





LH} i] | HH syd 
inal kal A 


HN 


a i 


2913 





Here is one of the most practical 
display racks for lawn fence ever 
devised. Small, compact, and solidly 
built, it takes up very little floor space, 
yet is plenty large enough to make a 
good sales-building display of each 
style of fence. We have a plan 
whereby you can obtain one of 
hese racks without cost. 


In addition, we are offering a 
very unusual piece of advertising on 
lawn fence in the unique booklet 
shown below. This is one of the 
most elaborate printed sales helps 
we have ever distributed. Write 
for complete information on how to 
obtain both of these valuable busi- 
ness-getting helps. 
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Pittsburgh Fences 





[ Pittsburgh Steel Co.) 





New York Pittsburgh 
San Francisco 


Chicago Detroit 
Dallas Memphis 
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| SHEAR BEAUTY 


cn 


STAINLESS 
STEEL 


Shears for the medicine 
chest, the kitchen cabinet 
or the sewing table... 
Shears that will not rust, tarnish or corrode 
.>« Shears of exceptionally fine cutting qual- 
ities... There is an ever growing market for 
them... Why not take advantage of it? 


Stainless Steel is not plated . . . That bril- 
liant lustre is one of the exclusive “Stainless” 
features ... Another exclusive “Stainless” 
feature is the fact that the “lustre” lasts as 
long as the shears last. 


Stainless Steel is many times tougher than 
ordinary steel. That is why “Stainless” 


scissors and shears have such wonderful 


durability and retain their remarkable 
cutting edge so long in service. You will 
find that all “Stainless” 
Hardware wins instant 
customer acceptance. ~ » 


Genuine Stainless Steel is manufactured only under the patents of 
AMERICAN STAINLESS STEEL 
COMPANY 


Commonwealth Building, Pittsburgh, Pa. 


" STAINLESS 
STEEL 











Razor blades and Cutlery (table, 
kitchen and pocket) .. . Scissors 
. . - Hammers ... Squares... 
Rules... Tapes... Golf Clubs 
. .. Builders Hardware . . . Kit 
Tools ... Screws... Nails... 
Skates .. . Bolts and Nuts are 
made better when they’re made 
of **Stainless.”’ 
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CORNING GLAss WorKS 


CORNING, NEW YORK 


PYREX HOUSEWARES DIVISION 
J tL. PEDEN, STEUBEN ART WARE DIVISION ALANSON B. HOUGHTON 
Director oF SALES M J. LACEY, SALES MANAGER ALEXANDER D. FALCK 


GEORGE B HOLLI STER 


MAG Se i il st Cl cc ld C(I a ee 
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_. Sheffield 


laichin D- 


AY 7 


Introductory Offer gives you 


FASTER SALES—BIGGER PROFITS 
i 
2 Twenty-four 2-0z. bottles of 

Thinner, for use in thinning 


<5 Brushing Lacquers as well as 


ALL processed woods. 
















Two 1-lb. cans to retail, 75c each. 










Sturdy Lacquered Wood Cabinet. 


FREE 4 Twenty-four 1/4-lb. cans to retail 


at 25c each—an unequalled 

















(left) Stunning 


streamline _parti- 

tion-hanger with value. 
self - ejecting fea- 
ture. Holds 6 cans. 


05 


Special Feature: Fitting snugly 
in top of ALL cans is an illus- 
trated circular, and a handy top- 
lifter-and-spreader—an exclusive 
Colorful Counter D‘splay Card Sheffield feature. 


wf 











& (right) 








“If it’s a SHEFFIELD product—lIt Sells Quicker—You Make More on It—and It Repeats” 


eRe 





DIE-CUT 
DECORATIVE 
STENCILS 





Sheffield Comb. PACK GOLD or 
ALUMINUM BRONZE PAINT Shefield DECORATIVE STENCILS 





NS pene Every item in the Sheffield line is a big profitmaker. The fastest selling 
5 oe line of profitmakers on the market. Don’t postpone your share of profits. 
* Order from your jobber NOW. And write us for complete catalog. (If 

Sheffield KLEEN-A-BRUSH dealer, mention jobber’s name.) Shefield BRONZE POWDERS 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
Sheffield Bldg., 5817 Kinsman Road, Cleveland, Ohio 
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peoreninelte 
ONEsshov hima 
SET 


Aay mechanic, farmer, or home 
owner who asks for one small drill can 
now be sold an entire set of eight more 
easily and in less time than it took 
you to find the required size and sell 
him the one! You’ll also 
profit — eight times 
over the old method and 
speed up your turn-over! 
Ask your jobber for Carbon 
Steel Sets {Carton No. 260} 
or Cle-Forge High Speed 
Steel Sets {Carton No. 570} 


TWIST DRILL COMPANY 


Cleveland 


New York, Chicago, London 
) San Francisco 




















EISER’S£E— 
HEDGE SHEARS 
in ACTION = 
Y /°,,. Show Your 


j the 
SERRATED 















for Next 
Year’s Orders 


Hedges are becoming 
more popular each 
year, and there is a 
M la growing demand for 
> hedge shears. 


% 4, . F 
2 IZ Your customers will value 








4 @ the features of Keiser’s 

we a@ =oihigh carbon steel shears 

> with the serrated edge. 

: > Place your order now for an early 

-¢ Fee /) shipment and be ready to meet next 
42 


* 
Hf year’s big demand. 
7 We urge you to write at once for the interesting 
prices on the Keiser line. ~ 


KEISER MANUFACTURING CO. 
READING, PA. 
Wiebusch & Hilger, Limited, 


Distributors 
106 Lafayette St. New York 


Maasai 
“+ LEVEL CUT 
| GRASS SHEARS 
tiby | f 
\ ak, Ma, Ai sep! 


Easy to operate, no friction; does 
not tire the hand, cuts smoothly, 
evenly. Highest quality steel 
blades, hollow ground. Packed in individual boxes. 
Weight 16 ounces. 
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No. 9875% Wrought Steel, Black Japanned case, 
Nickel-plated:.shackle. 


No. 09875 All Brass case and shackle. 
Raised surfaces polished. 


Size, 2 inches. 4 secure levers. 
144 changes. 





Our catalog will give you a most complete line of 
locks for Drawer, Cupboard, Wardrobe, Locker, 
Chest, etc. A size and type for every purpose. 


Ta} ae 








No. 1932 No. 2112 
Card Holder Hinge 
No. 3060%4 No. 1764 No. 03700 
Friction Catch Shelf Rest Corner 


Many items of interest to the Hardware trade is 
contained in our Miscellaneous catalogue. Have you 
a copy? One sent on request. 


Padlocks, Cabinet Locks, Trunk, Suitcase Locks 

and Trimmings. Miscellaneous Hardware, Keys 

and Blanks, House Letter Boxes and Home sav- 
ings Banks 


CORBIN CABINET LOCK CO. 


THe American HarpwAre CoRPORATION of Successor 
NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 




















Let experts 
tackle that storage 
problem 


es 






ERE is a service designed to 

provide your business with ade- 
quate, convenient, organized storage 
at lowest cost per year. 


GF maintains a department ot men 
who know storage. They will survey 
your requirements and prepare a plan 
for you—a plan that will save you 
money in first cost, in operation and 
in upkeep. 


For GF Allsteel Shelving is a perma- 
nent investment—easy to install, easv 
to move or alter without depreciation, 
adaptable to changing needs and 
fire-resisting. 


It stays new under hard usage and 
promotes better stock keeping. 


Let the GF storage experts advise 
you. There is ‘no obligation. 


THE GENERAL FIREPROOFING Co. 
Youngstown, Ohio - Canadian Plant; Toronto 
BRANCHES AND DEALERS 
IN ALL PRINCIPAL CITIES 


The GF Alisteel Line: Desks + Tables - Filing Cabinets 
4] Sectional Files - Document Files - Filing Supplies |> 
Transfer Cases + Safes - Storage Cabinets - Shelving 








SHELVING 





Attach this coupon to your firm letterhead 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 


Please send me a copy of the GF Shelving Catalog. 


Name = eee 





Firm ag ee eee 
Address 
City. 
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“Because 

they do 
more 

work” 


Pie hed eedeite who 
has used different kinds of 
drills does not have to be 
sold on Morse Drills. 

If you ask him why they 
are his first choice, he will 
probably answer, “Because 
they do more work.” 

The experienced tool user’s 
preference for Morse Drills 
makes them sell with less 
work on the dealer’s part. 


The Morse Line includes 


DRILLS REAMERS 
CUTTERS TAPS AND DIES 
SCREW PLATES ARBORS 
CHUCKS COUNTERBORES 
MANDRELS TAPER PINS 
SOCKETS SLEEVES 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS..U.S.A. 


Allith 


























Once in 
a long 
while 


Cheap products of poor quality are made for folks 
who like to buy things every once in a while in place 
of only once in a long while. 

A-P Nos. 66 and 68 are not that kind—they give ser- 
vice that outlasts the building itself! And because 
doors are a garage’s most important feature, the best 
hangers only are good enough. 

A-P hangers Nos. 66 and 68 fulfill their long time 
jobs, troubleless, frictionless, sagless—making every 
builder, architect and owner still warmer friends of 
A-P building hardware. 

No. 66 for straight sliding doors has double truck 
saddle and 1% inch roller bearing wheels. Double 
aprons give both sides of door even bearings, are 
adjustable for door thickness and distance from walls. 
Vertical adjustment locks in any position. Round 
trough track, 16 gauge, with interchangeable brackets. 
Will carry 400 Ib. doors. 

No. 68 for single or parallel straight sliding doors, 
carry 1,000 Ibs. easily. Both vertical and lateral ad- 
justments, with double aprons taking 2% to 3% inch 
thick doors. Roller bearing wheels 3 inches in diam- 
eter on a double truck saddle of single piece certified 
malleable. Track is 13 gauge, high carbon steel, with 
heavy malleable brackets. 

Hardware merchants make money selling—owners 
save money buying—builders and architects save grief 
in choosing—A-P hangers. Write for A-P catalog 
No. 97. 


ALLITH-PROUTY COMPANY 


DANVILLE [ILLINOIS 
Manufacturers of 

Garage Door Hardware Fire Door Hardware 

Rolling Ladders Overhead Carriers 

Spring Hinges Door Hangers 

Airport Door Hardware Malleable Iron Washers 

Industrial Door Hardware Stadium Seat Brackets 


Certified Malleable Iron Castings 
Manufacturers of the finest line of Airport and Garage Door Hardware 
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Nov. 17th to 23rd 


cThe. “Power 
of Suggestion’ 4 


You don’t have to be a hyp- 
notist to use the power of 
suggestion and you can use 
it to most excellent advan- 
tage at this season. 


Most people, for example, 
do not think of a hardware 
store as an ideal place for 
Christmas shopping. But 
you can put the thought in- 
to their mind. 


The best way to do this is 
not simply to say—**Come 
here for Christmas Gifts ”’ 
—but to actually suggest a 
list of useful and handsome 


- gifts that you can sell for 


men and boys, women and 
girls. 


That’s just what we have 
done in the Winchester ad- 
vertisement reproduced 
here. It suggests, in gen- 
eral, why hardware store 
products make appreciated 
gifts and then proceeds to 
list definite sift sugdes- 
tions for all members of 
the family. A reprint of this 
advertisement, printed in 
two colors, will be furnished 
on request. Paste it in your 
window or under the glass 
of your counter and watch 
results. 
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Paste This in Your 
Window to Suggest 


—an appropriate hardware or sporting goods gift 
for every man, woman or child who passes your 
store. It is a reprint of a full-page two-color 
advertisement which will appear in the Nov. 30th 
issue of Collier’s Weekly. Advertisements of sim- 
ilar nature will appear in Saturday Evening Post, 
American Magazine, farm papers and other pub- 
lications (reaching more than 15,000,000 fam- 
ilies). Its use in your window or under the glass 
of your counter will connect your store with the 
entire Winchester Christmas gift campaign and 
will exert the power of definite gift suggestion at 
the actual point of sale. Use this coupon to request 
as many reprints as you can use for window or 
counter. 





Advertising Department, 


Winchester Repeating Arms Co. 
New Haven, Conn., U. S. A. 


Gentlemen: Please furnish me ........ reprints of your 2-color 
Christmas gift advertisement described in Hardware Age. 

UA 6G Ale 8 Bie acd 0,sh biol Wess hal Wierd STATS cd ate, ble eddie aitadea alo 0.5 oC 
Firm 


Street 
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Any one of half a dozen TRIMO selling points 
is frequently sufficient to clinch a sale. 


ALL-STEEL 
REPLACEABLE JAWS 

HEAT TREATED HANDLE 
—ss : j DROP FORGED, not cast : 
Me NUT-GUARDS E 
ot SIDE LUGS | é 





Aalto € HOY eo 


But to our way of thinking the biggest point in 
TRIMO’s favor is the steady volume of sales — 
year in, year out for over forty years. 


More TRIMO wrenches will be sold in 1930 than 
ever before. Let some of those sales be over 
your counter. 


All Steel 


TRIMO 


Pipe Wrench 


Made by 


TRIMONT MFG. CO., INC. 
Roxbury (Boston), Mass. 


Bote ae 





CO. ROXBURY. MASS. U iy 4 ve 


MFC. 












Hardware Age 


With which is combined cinemas 


ware Dealers’ Magazine 239 West 39th St. 


New York City 
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Each year you've got a tough job selecting specials to hold 
the eager-eyed shoppers in your store. (Feminine fripperies, 
perfumes and lace pillows do seem out of place amid paints, 
hardware and kitchen utensils!) But every season sees an amaz- 
ing advance in the variety of your offerings, your holiday dis- 
plays and your store-trim ideas. 


Given a proper setting, many of your staple lines with little 
apparent gift appeal, actually blossom anew as sales specials. 


Last year many hardware stores gave display space to a series 
of forged iron hardware items by McKinney: — knockers, mail 
boxes, foot scrapers, lanterns, fireplace equipment, etc. There 
is always a large number of sane shoppers, each of whom looks 
for the practical as well as the unusual gift. They received these 
McKinney specialties enthusiastically. 


We suggest for this year a modest table or shelf display of these 
beautiful pieces of forged iron; and perhaps a few specials in the 
window. They will pay their way handsomely during the shop- 


ping season. McKinney Mfg. Co., Pittsburgh, Pa. 


MCKINNEY 
HARDWARE 




















TRADE - 


WINDS 








By Llew S. Soule 


BUSINESS AS UN-USUAL 


USINESS cannot combat unusual conditions 

with usual methods. The usual methods of 

ten years ago are obsolete today. The usual 
methods of one month ago will not suffice in meeting 
the conditions which the merchandising interests of 
this country are now facing. Right now “Business 
as Usual” is not a winning slogan. 

The condition which confronts us is a peculiar 
one; it differs greatly from any condition business 
has faced in the past. To begin with, it embodies 
two distinct phases—the stock market situation and 
the regular business situation. Heretofore these sit- 
uations have merged. When there has been a stock 
market collapse, there has also been more or less of 
a business collapse. 

But the present situation is different. For the 
past two years business has been pursuing one 
course, while stock speculation pursued an entirely 
different course. That speculation was not based on 
business. It was an exhibition of gambling. Stocks 
were not bought and sold on a basis of earnings. 
The stock speculator merely gambled on the pros- 
pect that somebody would buy from him at a higher 
price. The man to whom he sold gambled that 
someone would pay even a higher price, and so on 
until prices asked were beyond all reason. Then the 
crash came. 

Meanwhile business was pursuing its regular 
course, growing normally, even though it was han- 
dicapped by the fact that money was more :avail- 
able for stock speculation than for legitimate busi- 
ness. The only connection between business and 
stock boom was that a few business men speculated, 
and a few of their customers speculated. Business 
was basically sound. Stock market speculation was 
basically unsound. 

This time there is no logical reason why business 
should suffer materially from the depression in stock 
values. Money is not tight. As a matter of fact, 
there is more money than ever available for legiti- 
mate business. Interest rates are comparatively low. 
And remember this: There has never been a busi- 
ness panic with interest rates as low as they are 
today. 

Buying power in the average community is not 
materially impaired. Only about 1 per cent of the 
individual consumers were in the market. There 


is little actual over-production, and inventories of 
merchants, wholesalers and manufacturers are com- 
paratively low. The agricultural situation is better 
than for some years past. Labor is well employed 
at good wages. Basic conditions are very largely 
favorable. If business suffers to any great extent, 
it will be the fault of business men themselves. 

About the only thing that could hurt business 
materially at this time would be a lack of confidence 
in business by business men. But—it is not a time 
for “business as usual.” Rather it is a time for un- 
usual methods and unusual efforts. 

The hardware retailer should make a special ef- 
fort to keep up his range of stock; to add new 
attractive items that will tempt purchasers. He 
should put more thought and effort into unusual 
window and interior displays. Those displays should 
give the impression of quantity as well as value. He 
should stress merchandise of the practical, every- 
day kind, and at the same time diplomatically inject 
novelty items or stock brighteners. He should make 
his store reflect prosperity and confidence in the 
future. At+the same time his advertising should 
be increased and perceptibly “pepped up.” Sales 
leads should be followed up persistently; needs 
should be emphasized ; values stressed. 

It is a good time to repaint the store front, brighten 
up the salesroom and flood thé windows and inte- 
riors with light. It is a good time to stage mer- 
chandise demonstrations; to send out sales litera- 
ture; to employ telephone selling and house-to-house 
merchandising. Instead of sitting back and letting 
business run “as usual,” this is the time for such un- 
usual methods and efforts that your store will stand 
out from the other stores in the town. 

The censensus of opinion in the hardware indus- 
try is that, while there may be some slackening in 
purchases of luxury items, business as a whole will 
continue good. In individual cases, it will be as 
good as the individual merchant makes it. The 
business of the live dealer will be better than usual; 
the business of the dead ones will be deader than 
usual. And—there will be little, if any, difference 
in the actual amount of hardware sold. 

Let your slogan be not “Business as Usual,” but 
“Unusually Good Business for Unusual Merchants.” 
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Why the SCHLITT HARD 


IXTY-EIGHT linear feet of valuable wall space is 
My dedicated to the display of mechanics’ tools in the 

bright and progressive retail establishment of the 
Schlitt Hardware Co., Springfield, Ill. Be sure, how- 
ever, that there is nothing dead about such dedication. 
On the contrary! 

Any real mechanic or any person whoever had the 
slightest streak of the mechanic in him would have to 
be in a mighty big hurry to pass that display of re- 
splendent tools without giving it some kind of a fond 
once-over. If merchandising is the dramatization of 
merchandise, which it is largely, here is a genuine con- 
tinuous tool drama with plenty of action. 

Tools move out of the Schlitt store at the volume 
rate of about ten thousand dollars a year. The monthly 
movement varies from seven hundred and fifty to a 
thousand dollars. Good display, adequate stock and in- 
tensive selling are the chief factors in this accomplish- 
ment. The carpenters of Springfield and vicinity know 
they can find what they need here and they know that 
all elements of quality will be intelligently discussed by 
the Schlitt man who sells them. 


Ix the fall of 1929 the Pillsbury people had a big 
flour mill under construction in Springfield. Numerous 
mechanics were on that big job. It didn’t take them 
long to learn that they could get the right sort of selling 
service at the Schlitt hardware store. The effect on the 
tool business was immediate and substantial. 

Some of this trade, no doubt, arose from the fact that 
the firm was in selling touch with the contractor ; even 
so, that fact signifies much with respect to the mer- 
cantile activity of Fred P. Schlitt and his 
two sons, Fred P., Jr., and Franklin C. 
The sons came into the firm in the spring 
of 1929, though they had had plenty of 
previous experience in the store. 

Since the accompanying picture was 
taken the glass has been removed from 
the tool cases along the wall on the left 
side of the store not far from the door. 
It was removed after deliberate thought. 





“We can see,” says Fred P. Schlitt, “that the tool 
customer feels himself in a more familiar atmosphere 
now. There is none of that stand-offishness that some- 
times affects the buyer when glass is placed between him 
and the goods in which he is interested. Even though 
transparent, such a partition is a cold signal to him that 
the store management prefers that he keep his hands 
off the merchandise. To plant that kind of an idea in 
the customer’s mind repels him; he has to be a fairly 
hot prospect if the presence of the glass does not cool 
off his buying ardor. 


‘é 

O F course, we can’t say exactly how much of this 
effect is negative, but we know that some of it is. So 
we took out the glass and the results satisfy us that we 
did right. 

“A carpenter wants to feel the saw that takes his 
attention. He wants to balance the hammer in his own 
hands. Merely to see the tools is not enough. Feeling, 
we feel, is the sensation that goes a long way toward 
making the sale, regardless of how well the quality of 
the article has been presented by word of mouth and 
regardless of how attractively it glitters through the 
glass. 

“Tt is true that some damage is done to the steel blades 
and surfaces when thus handled by the casual comer, but 
we believe that damage is far more than offset by the 
increased interest he takes in the tool when he can finger 
and fondle it. Instead of contempt, such familiarity 
breeds sales. We are convinced of it. 

“In our wall cases, of course, we show our best me- 
chanics’ tools. Their setting stresses their quality. 














WARE DOES 


Electric lights inside each case illuminate every number 
thus displayed. But we believe there is considerable 
business to be had in the tools of cheaper grade, so we 


A Tool $ 


Volume of 


10,000 a Year 


are going to show hammers, hatchets, squares, planes 
and braces of that grade on our open-display tables. 
This, we are sure, will also help our tool volume.” 





OINTERS on the use 

of wood working tools 
are set forth in the accom- 
panying article by H. Rossiter Snyder, which is re- 
printed through the courtesy of the Save the Surface 
Magazine. While most hardware salesmen are familiar 
with the proper use of tools, many novices are not, and 
this or a similar article, if presented to tool prospects 
through store papers or other mediums, should prove 
helpful to inexperienced tool users. Mr. Snyder writes: 

We hear people sometimes described as “cross- 
grained.” We hear of fur being “rubbed the wrong 
way.” These are hints which might well have originated 
in the use of the simpler cutting tools such as planes, 
chisels, jack-knives and sandpaper. If we use them 
with the grain of the wood we are cutting, instead of 
across or against it, we may find real joy in making 
repairs around the home. 

When a board is placed firmly in a wood clamp ready 
for planing its edge, we should examine it carefully to 
see which way the grain runs. We will find that the 
plane makes a clean, smooth cut in one direction, with the 
grain. If we use it in the other direction, it sputters and 
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How to Use Tools 


besocmma, yt | 


jumps and tears up chunks 
of wood much deeper than 
we wish. The pressure 
should be on the front of the plane when the stroke 
is begun, and on the heel of the plane at the end of the 
stroke. 

Whether planing or chiseling, one should be careful 
not to round an edge which should be square. All 
furniture made by professionals has good, square edges 


and tight joints. (Continued on page 70) 














A tool chest properly equipped saves 

the home owner many dollars in depre- 
ea ciation. Tools should be returned to 
Bia y the chest when not in use. 
nied § 


HIS picture shows how much the 
Schlitt Hardware Co., Springfield, 
Ill., think of their tool department. 
Recently the glass was removed from 
the wall cases so that the customer can 
handle whatever “takes his eye.” 





Don’t Bite Off 
More than You 


Can Chew 


By SAUNDERS NORVELL 


now passing, is one of the most curious panics 

within our recollection. We can remember the 
great panic that was precipitated by the failure of Bar- 
ing Brothers in London. That failure followed a wild 
era of speculation. This panic spread all over the world. 
Money could not be had at any price. Thousands of 
business houses failed, and thousands of men were 
ruined. The savings of lifetimes were swept away. 

The panic of 1907-08 followed an era of rising prices 
and wild speculation. At that time, money was very 
high, and in many cases impossible to obtain at any price. 
This panic, as I remember it, was largely a banking 
panic. It followed the failure of a large trust company 
in New York City. During this panic, throughout the 
West, money could not be obtained at all. The banks 
even stopped issuing money and used “John Doe” 
checks. 

In the case of the present stock market panic, while 
we have had a wild era of stock speculation, in common 
with the periods that preceded other panics, this panic is 
different in the fact that money is comparatively cheap, 
and that the fundamental business situation of the 
country seems to be in an absolutely sound condition. 

The merchant who has attended strictly to his busi- 
ness, who has held down his expenses, who has at- 
tended to the selling of his goods and to the collecting of 
his accounts, has not suffered from this panic. The 
people who have suffered are those who have been dab- 
bling in stocks and who have been buying these stocks 
at inflated prices. 

We all know that thousands and thousands of people 
in every walk of life have been speculating. The common 
subject of conversation at different parties all over the 
country has been the prices of stocks, tips on the market, 
and stories of enormous profits, with the natural result 
that these stories have stimulated people to speculate 
who have never speculated before. 

At a dinner party here in New York, a charming 
lady appeared with a new string of pearls. Were they 
real or were they imitation? They were real. The 
necklace cost $25,000. This woman told her friends 
at the dinner party that she had cleaned up on a certain 


5 ie Wall Street collapse, through which we are 


stock, had made a profit of a great deal more than 
$25,000, and so had treated herself to a string of pearls. 
Imagine the effect of this upon the other ladies in the 
party. No doubt the others decided to take a flyer in 
the market. 

It is surprising how many women have been specu- 
lating on Wall Street, and how many of them were 
caught in the recent break. Women, as a rule, are con- 
fiding creatures. Down through the ages they have 
been more or less dependent upon men. They have 
confidence in men. Whether they will admit it or not, 
the average woman looks upon the average man as being 
of the superior sex. Of course, they will not admit this, 
but how could it be otherwise when one considers how 
dependent women have been upon men throughout the 
ages. Whether we admit it or not, all of us are af- 
fected by influences that are a part of our heredity. We 
are affected more than we imagine by such influences, 
and these influences are more powerful simply because 
they are not classified or fully appreciated. 


"Tuese remarks lead up to the point that woman is 
very susceptible to the fine art of salesmanship. All 
over this country, there is a network of stock selling or- 
ganizations. These organizations may be banks or trust 
companies, or the new investment trusts or investment 
brokers, private bankers, or just plain brokers, but the 
fact remains that in this country there is an organized 
army of salesmen employed in the gentle art of selling 
stocks and bonds. 

These men are attractive. They know human nature. 
They know how to talk and when not to talk. Many of 
them are of very high social standing. Their social 
acquaintances are the stock in trade of many of these 
salesmen. They go out in society. They seek out 
people with money. They are members of the most 
exclusive clubs. They play golf at country clubs. 
Everywhere that people with money meet, you will find 
the more or less disguised stock salesman. He may 
be just an official of a financial corporation. He may 
not take stock orders himself. If he finds a prospect, 
one of his salesmen may call the next day. 

Banks have organized trust companies which work 
with them. If you open an account in a well known 
bank, do not be surprised if a day or two afterward a 
representative of the trust company connected with that 
bank will call to see you in regard to investments. The 
word of the large cash balance is passed on from the 
bank to the trust company, and so you are honored 
with a visit from a very aristocratic looking salesman 
with the most charming smile and the most seductive 
tongue. 
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So we find that not only have men been drawn into 
the meshes of Wall Street, but we find that the ladies 
have also taken a hand in the game, and of course we 
know the recent effects have been most disastrous. Easy 
money naturally causes easy spending. Those who have 
been fortunate in the stock market are usually the good 
spenders in their neighborhood. Others who have been 
going along attending to their regular business, only 
earning their regular incomes, have not had such spec- 
tacular profits, nor have they been so spectacular in 
building fine houses, in furnishing fine houses and in 
buying the most expensive cars. These conservative 
people have been looked upon with some pity by Mr. 
and Mrs. Spender. Mrs. Thrift, for instance, appears 
at a party with one of her old dresses that has been 
considerably worn. This is not a good advertisement 
for Mr. Thrift. Possibly the house in which Mr. and 
Mrs. Thrift live is not nearly as expensive and lavishly 
furnished as that occupied by Mr. and Mrs. Spender. 

All of us are familiar with these conditions, and they 
of course have been very much emphasized in the past 
two or three years. There has been an orgy of house 
building, and of house furnishing, and it is a common 
thing to hear people in their neighborhood gossip and 
express wonder where Mr. and Mrs. Spender get all the 
money they are spending. 

As I have written before, most of the spenders are 
people who have risen to the top financially in the last 
few years via the bull market. They have speculated 
recklessly, and as the market went up and up, they could 
not help but win. There have been millions of people 
throughout the country whose paper profits were so 
great that they were afraid to sell, because it would 
have been necessary for them to turn in to the Govern- 
ment such enormous income taxes. This class of people 
were mainly the younger set. I mean by that men and 
women up to forty and fifty years of age. Most of 
them had never been through a panic. They did not 
know what a panic meant. 

It is, of course, never popular to be a pessimist. It 
is never popular to issue warnings. The prophet, Jere- 
miah, was not a popular man in his day, but a good 
many things that he foretold came true, and the people 
who did not listen to him suffered. 

So, as I have written before, the young man said to 
the old man, “Go to. You are a grouch. You are a 
pessimist. You are a tightwad. You have been pre- 
dicting trouble, but the trouble has never occurred. Just 
look at the money I have made. You could have made 
a good deal more money if you had just loosened up a 
bit.” The old man just shook his head and said, “Some 
of these days, my dear boy, you will have an awaken- 
ing,” and the young man laughed, and put in his orders 
for more stocks, figured up his paper profits, and like 
Jack Horner, stuck his thumb into the pie and cried out, 
“What a great man am I.” 


In the fulness of time, we had the primary break in 
stock prices. Then the secondary break. Then the 
terciary break, followed by the landslide. Since then, 
up to this date, we have had a creeping market, just 
creeping downward every day. There seems to be no 
bottom. Where is the lady with the string of pearls? 


No doubt she kept on speculating. No doubt she was 
caught in the downward plunge. Not only where is the 
lady, but where are the pearls? 

I priced apartments here in New York recently, lux- 
uriously furnished, which can be leased at very low 
figures. Expensive automobiles can be bought at a 
bargain. The standard of living among certain sets has 
suddenly and drastically changed. Some of the gentle- 
men and some of the ladies, who have been disporting 
themselves in the market, have decided to take trips to 
places where they can lead the simple life, and also, in- 
cidentally, the inexpensive life. 


B UT the humorous side to many of the tragic situa- 
tions that exist is how Mr. and Mrs. Spender and all of 
the younger set have rushed to Mr. and Mrs. Thrift 
and all of the old fogies, pessimists and grouches to 
help them out of their difficulties. That is just the point 
—all over the country people who have been careful, 
prudent and conservative, people who knew just what 
was about to happen, are now compelled to open their 
pocketbooks and save a lot of these former high flyers 
from failure and disaster. The old ideas of thrift, econ- 
omy and cash on hand are not such bad ideas in days 
like these through which we are now passing. 

I met an elderly friend of mine on Broadway, who 
had a large brown package under his arm. This pack- 
age was tied with common string. It might have been 
the week’s washing. This elderly man was not especially 
well dressed. His clothes were not too well pressed. You 
would not have picked him out for a financier, at least 
not one of the modern variety. 

Not having seen him for some time, I stopped to chat 
with him. He shifted his burden from one arm to the 
other. ‘Well,’ I inquired, “how is everything? Did 
you get touched up in the market?” “No,” he replied. 
“You know I never speculate. What I buy is always 
for cash, and then it goes into my tin box for invest- 
ment.” ‘Then he remarked, “Do you know what I have 
in this package?” When I shook my head, he smiled 
and said, “Wrapped up ‘in this paper is $500,000 worth 
of gilt-edge securities. I have just taken them out of 
my safe deposit box. I am just going to meet one of 
my young friends and am going to use these securities 
to prevent his failure. It’s a great thing,’’ said he, “to 
be careful and economical and save up, because some 
fine day when somebody else gets into a hole, it is very 
nice to be able to help them out.” 


"Swe he shifted his laundry bundle, worth $500,00C 
under the other arm and started walking up Broadway 
through the crowd. What struck me was the fact that 
he didn’t even hire a taxicab. Possibly because it would 
have cost him too much. He was carrying half a million 
dollars’ worth of securities to save a friend, but he was 
doing it on foot. Habit is a wonderful thing! 

So while we, as observers, are watching the passing 
show, what are our conclusions? We gather just two 
things from what we see every day down here in the 
neighborhood of Wall Street. One of them is that 
when a person sits down to think, they should think in 

(Continued on page 72) 









FOR THe 
BUsIwEss WEEK 


ARDWARE men have not lost faith in the 
stability of their business. This is clearly 
shown in the letters from prominent readers 
which continue to indicate a firm belief that hard- 
ware being essential the demand will not suffer 
from the Wall Street deflation. There appears 
to be a general opinion that luxury items may 
become inactive even throughout the Christmas 
holiday season and that people generally will 
return to the more vital necessities of life. If this 
be true the hardware outlook is indeed promising 
and merits consideration in a fairly optimistic 


way.—The Editor. 
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Cannot Help But Be Optimistic 
for the New Year 


EvansvIit_e, Inp.—The stock market 
has certainly given a gteat many people 
a jolt from which they will not recover 
very quickly. 

This, no doubt, will af- 
fect the Christmas busi- 
ness, especially on lux- 
uries. The fundamental 
conditions in the country, 
however, are very sound § 
and we are inclined to§ 
believe that the break in 
the stock market is going 
to have a good effect in the country for 
the long pull and that it will relieve 
money for legitimate purposes which 
has been used up to this time for specu- 
lative purposes, 

If this is true it should help the hard- 
ware business as there are a great many 
cases where people have been unable 
to build because they have not been able 
to secure mortgages from their bank- 
ing connections. 

Stocks generally in the country are 
in good shape; business men are watch- 
ing all angles and are keen to competi- 
tive conditions. We cannot help but 
be optimistic for the next year. 

We would like to see Congress get 
busy and complete the tariff bill and 
then take a good long rest. 

(Signed) Irvinc S. Kemp, 

President, 
Evansville Tool Works, Inc. 





IRVING S. KEMP 





Real Purchasing Power Continues 
on High Level 


PirtspurGH, Pa.—TI have talked with 
a number of business men, hardware 
jobbers and manufacturers during the 
past week and they do not 
*' seem to be alarmed over the 
B possible effect the recent 
| stock market collapse would 
have on their own particular 
business. 

All authorities seem to 

G.T. agree that the stock catas- 

BAILEY trophe was purely a specula- 
tive stock market panic and was a psy- 
chological break rather than a disor- 





Continue 
to Reflect 











HARDWARE STABILITY 


der due to a collapse of essential 
values. 

The only one that was hurt was the 
speculator and not the investor. 

The release of capital from stock 
market speculation to direct productive 
enterprise would no doubt have a bene- 
ficial effect and should lead to stricter 
attention to business and less attention 
to stock speculation. 

The purchasing power of the gen- 
eral public continues on the high level, 
although the recent break may lessen 
the demand for luxuries. 

So long as American business is on 
a sound basis, with the exception of 
minor set-backs for adjustment pur- 
poses, we will continue to have pros- 
perity. 

(Signed) Grorce T. Barry, 
Oliver Iron & Steel Co. 


January Inventories Will Be 
Lower Than Usual 


CINcINNATI, Onto—I am sorry I 
cannot give you an optimistic opinion. 
The silver lining of the cloud will not 
be very long delayed. 
Buyers of merchandise 
will take a little time to 
think. In the meantime, 
stocks are being  con- 
sumed. Inventories Janu- 
ary first will be lower 
than usual, which will be 
w.F. a healthy situation. There 
ROBERTSON will be plenty of money 
available at fair interest rates. Be- 
tween now and January 1 there will 
be plenty of advertising to get rid of 
stocks at reduced prices. Business will 
get back to reasonably normal basis 
long before the stock market finds its 
proper level. There is just as much 
money in the country as ever but it is 
in fewer pockets, but not so much so 
as to seriously cripple buying power. 
Furthermore, interest rates are such as 
to prompt the keeping of money in 
circulation. Looks like unemployment 
will be increased and this, naturally, 
reduces the buying power. This coun- 
try has had a jolt, notwithstanding the 
fact that everyone does not speculate, 
and it is going to take some little time 
to properly set up the pins again. Use 








your head, be cautious and awake, but 
do not try to get more than your share 
of business when there is not sufficient 
to go around to make everybody work 
full time. What anybody can tell you 
at the moment is nothing more than an 
expression and a guess. 
(Signed) W. F. Rosertson, 
President, 
W. F. Robertson Steel & Wire Co. 








HERBERT HOOVER 


ROBABLY the most re-’ 

assuring news since the 

recent Wall Street hulla- 

baloo started is the an- 
nouncement of the conference 
called by President Herbert 
Hoover. Fully sympathetic with 
those who lost savings and reserve 
funds in a form of speculation (in 
which they had no place) and 
thoroughly conscious of the in- 
jurious emotional effect that can 
easily follow a drastic deflation 
of stocks, priced far above their 
earning power values, the Presi- 
dent thoughtfully finds basic in- 
dustrial conditions sound. He has 
called into immediate conference 
men in positions and fields which 
he and the country recognize 
and respect as key men. The 
principal purpose of Mr. Hoover’s 
conference is to help sustain 
business progress by reviving the 
construction work which has been 
impeded by the diversion of capi- 
tal into speculative channels and 
to aid in stimulating other prac- 
ticable methods for sound busi- 
ness expansion. 














General Business Looks Forward 
With Confidence 


CLEVELAND, On1o—Optimism often 
breeds optimism, so likewise pessimism 
breeds pessimism. In a time like the 
present you will find plenty 
of the latter view who are 
only too ready to read the 
fall in security values as a 
forerunner of a general col- | 
lapse of business. 

This would seem to be as 
unsound a viewpoint as the 
unmitigated optimism which, an 
disregarding all storm sig- GAEHR 
nals, continued to push stock prices far 
above any previously accepted standard 
of value in relation to either yield or 
earnings. 

Somewhere in the middle ground you 
are more likely to find an index to the 
true state of affairs. Business, on the 
whole, except for over expansion in 
some lines, is sound and should con- 
tinue to be. Former panics have been 
caused by a business depression. The 
present one was evidently started by a 
gradual distrust in the ability of stock 
values to climb indefinitely. A break 
had to come and once started, carried 
everything before it. Naturally there 
will be a curtailment of “luxury” buy- 
ing by those who were counting on 
“paper profits.’ The average wage- 
earner, however, is earning as much 
now as he was three weeks ago. Those 
who have invested their money in 
sound securities are receiving the same 
return. Neither source of income has 
been endangered by the present panic. 

In fact, with much of the credit now 
released for other operations, which 
was formerly tied up in the stock mar- 
ket, it would seem that general business 
might look forward to the coming 
months with confidence. 

Someone has said, “Never sell the 
United States short,’ and our history 
has proved this to be pretty sound ad- 
vice. 

(Signed) A. J. GaAEnr, 
Treasurer, 
The Geo. Worthington Co. 
(Continued on fallowing page) 
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Faith in Good Common Sense 
of the American Public 


Wuee.inc, W. Va.—We cannot see 
how it will have any serious effect on 
price levels. If we agree that mass 
production lowers 
the cost, then cer- 
tainly lessened con- 
sumption will not 
lead us to a lower 
price level. Hence 
we do not anticipate 
any collapse in the 
price structure re- 
sulting from the de- 
cline in quoted mar- 
ket values of pieces w. F. 
of paper. KENNEDY 

Commodities represent in most in- 
stances real physical value—which are 
not greatly influenced one way or the 
other by the manipulations of the stock 
market. 

We know of very few cases where 
the responsible local merchant has been 
denied such financial aid as was legiti- 
mately needed or was desirable for the 
development of his business. We can’t 
then see that the release of additional 
cash will make any very great differ- 
ence in the average commercial lines. 
It may aid building projects, exten- 
sions, etc., but the wisdom of using it 
for such purposes in the near future is 
open to question. 

Very few merchants of our acquain- 
tance have neglected business in order 
to watch the ticker. Possibly a lot of 
their customers have and this may 
make collections a little slower. 

We have, however, an abiding faith 
in the good common sense of the 
American public. Alas, too large a 
percentage have taken a little journey 
into a realm hitherto unexplored by 
them. Taken all in all we do not be- 
lieve this will have any very serious 
effect on legitimate, substantial busi- 
ness. On the other hand it may lead 
to a little revival of interest in many 
of the more necessary and stable lines 
carried by the hardware merchant. 

This is not the time to throw up the 
hands, become discouraged or turn 
pessimistic. Rather does it call for the 
taking of a new grip and the tackling 
of the job before us with vigor. The 
varied line should enable us all to 
maintain a satisfactory volume of busi- 
ness and to make of 1929 a satisfac- 
tory year, despite the ups and downs 
of the stock market. We long since 
concluded that the stock market had a 
whole lot less to do with actual busi- 
ness or conditions in general than some 
individuals would have the public be- 
lieve. , 

“Keep your feet warm and your 
head cool,” and go forth in the true 








American spirit and the result will be 
satisfactcry business. 
(Signed) W. F. Kennepy, 
President, 
Ott-Heiskell Co. 


Natural Soundness of the Country 
Will Prevail 


Avusurn, N. Y.—We as a company 
have every faith in the future of the 
business of’this country and particu- 
larly as it affects such a 
large and important in- ti, | 
dustry as the hardware & 4 
trade. 

Generally speaking, we 
believe most industries as 
well as most of our job- 
bing connections have ex- 
perienced a very satisfac- 
tory business during the F. M. 
past ten months, and even sieeeneaial 
though the present conditions may tem- 
porarily slow up business, we believe 
that this will only be temporary and 
that the natural soundness of the 
country and of most every line of 
business will prevail. Perhaps the most 
beneficial effect will be the general 
lessening of interest in the stock 
market and the advisability of paying 
more strict attention to our own busi- 
ness, both from a manufacturing and 
selling standpoint. 

(Signed) F. M. Everett, 
Vice-President, 
Columbian Rope Company. 








Present Readjustment Will Have 
Beneficial Result 


Cuicaco, Itt. — Perhaps too few 
business men have realized in the past 
that inflation of values while in proc- 
ess actually was injuring J 
general business; not the 
luxuries but the vast 
amount of staples which 
volume in the total exceeds 
the luxuries. 

Money used in specula- 
tion is taken away from 
general business and the 
sooner this condition is 8.8. 
reversed .the better. JI, VAUGHAN 
therefore, feel the present readjustment 
will result in being beneficial and do 
not look for any serious effect on busi- 
ness generally. The one factor which 
always causes most of the trouble in 
periods of readjustments, this time is 
lacking, namely, “excessive inventories” 
and as long as the country does not 
have to wait for this process of reduc- 
tion, no extended recession is likely. 

(Signed) Sanford S. Vaughan, 

President, 
Vaughan & Bushnell Mfg. Co. 








Fast Approaching Normal 
Conditions 


RicuMonp, Va.—As I see the situ- 
ation today, I believe that all lines of 
business will be more or less affected 
by this decline. I be-: 
lieve that commodities 
will be more or less af- 
fected in price, showing 
more or less a substan- 
# tial reduction in the next 
= few months. I am con- 
fident that for the sake 
of safe business meth- 
ods, that hardware deal- 
ers should be exceedingly 
careful in the purchase of all merchan- 
dise until conditions are in a more 
stable shape. Even though we may 
suffer for a few months with the cur- 
tailment of some volume of business, 
I feel satisfied that this is going to have 
a very fine effect on the entire country, 
and we will in a few months see money 
go back into legitimate channels which 
will react most favorably to all lines 
of business. 

My own opinion is, that we are fast 
approaching normal conditions. We 
have been living in a state of hysteria 
ten or twelve. years, and this shake up 
will probably bring a great many of 
us to our senses. 

(Signed) Tuomas B. Howe t, 

Secretary, Virginia Association, 
Director, N. R. H. A. 
Howell Bros. 





THOS. B. 
HOWELL 





Do Not Look for Pronounced 
Recession 


New Yorx Citry—The stock market 
gyrations have not unsettled sound 
business conditions, but it would be 
unwise to conclude that 
trade would be unre- 
sponsive to the drastic de- 
flations of securities prices, 
yet the immediate results 
in mercantile and indus- 
trial channels have not 
been such as to cause 
acute disorder. 

The collapse in stock values will un- 
doubtedly have some effect on holiday 
trade, with sales in the luxury and 
semi-luxury class feeling the falling 
off mostly, but it seems unlikely that 
the swift, severe bear market of the 
last seven weeks will turn the mild 
business recession into a 1930 depres- 
sion. 

Employment and wages are on a high 
level. There has been no appreciable 
increase in stocks of manufactured 
goods, while the general level of whole- 
sale prices, in fact, has declined some- 
what, indicating a close balance be- 





W.B. PAULS- 
CRAFT 
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tween production and consumer de- 
mand. 

Indications suggest an extended pe- 
riod of easy money with much brighter 
credit prospects. Some of the best 
posted authorities predict a material in- 
crease in the volume of new construc- 
tion which has been held back so long 
on account of the stringent monetary 
conditions. 

While industrial and commercial ac- 
tivity will be affected to some extent 
by the decline in stock market prices, 
we do not look for any pronounced 
recession. What is desirable under the 
circumstances is for the rank and file 
of business men to forget the stock 
market and give their business the at- 
tention that it demands, if it is to be 
successful and profitable. 

(Signed) Wma. B. Pautscrart, 

Vice-President, 
RK... Carter -& Co. 





Released Money a Benefit to 
Merchandisers 


Otrumwa, Ilowa—The decline in the 
stock market will not have an appre- 
ciable effect on volume of hardware 
business in this agri- 
cultural territory. We 
expect our business to 
be normal through the 
winter. Agricultural 
conditions are im- 
proved and our con- 
sumers of hardware 
who are chiefly farm- 
ers will not be affected 
by stock market con- 
ditions. 

The release of money from specula- 
tion will, within a few months, be of 
benefit to us who are engaged in mer- 
chandising. 

(Signed) C. S. Harper, President, 
Harper & McIntire Co. 





C. 8S. HARPER 





People Will Pay More Attention 
to Business 


CLEVELAND, On10—I personally can’t 
see how it is going to affect business. 
To my way of thinking, it will make 
people pay more atten- 
tion to business instead 
of devoting so much 
time to the stock mar- 
ket, golf, etc. 

The writer receives 
many reports daily from 
our different salesmen, 
traveling from coast to 
coast, and they are call- 
ing on dealers and job- 
bers as well as consumers, in a most 
varied line of industries. 

True it is that some manufacturers 
are down at this or that period of the 
year, but on the whole, they are all 





W. P. ROSS 











busy, excepting as we all know, those 
in the automotive industry and they 
are slack every year at this time. They 
are generally very much swamped with 
a tremendous volume for about eight 
months and then the opposite for the 
rest of the year. 

Crops have been good in all sections. 
There is peace with all countries and 
no pest, so what can put a stop to a 
good turn-over in all lines. The mill 
supply business has had an exceptional 
year and hardware jobbers, as to 
volume and profits, are exceedingly 
well pleased. Those jobbers having an 
industrial department, which is more 
or less new to some of them, are very 
much pleased and some are sorry that 
they were a little slow in getting into 
this end of it. 

I really believe that prices will re- 
main firm, just as they are now. There 
are many large orders placed, but there 
are still many that have not had re- 
leases, but every indication points that 
these goods will be lifted soon. In- 
ventories are not top heavy, many job- 
bers have told me that their stocks are 
the cleanest they have ever been. 

(Signed) W. P. Ross, 
Manager of Sales, 
The Standard Tool Company. 





Effect Will Not Be Permanent 


Boston, Mass.—In the first place 
we might say that we think the break 
was justified by the unreasonable 
height attained by many ogee 
investments which were © 
intrinsically very good, 
but were not earning a 
reasonable return on ™* 
the high prices paid. | 
The break was simply | 
a correction of this - 
fatuous buying and will | 
have only a temporary 
effect on general busi- 
ness. 

We think it ought to tend to hold up 
orders for our goods a little for a 
while, though it is true that up to this 
date we haven’t yet experienced any 
lack of orders this fall. The reason 
we think the effect will not be perma- 
nent is that there is too much money 
and energy in the country and too safe 
a banking situation to keep people from 
buying for any length of time. 

It is just as important as ever to 
keep stocks up to a point that will 
avoid loss of orders, due to being “all 
out.” There is little chance of loss 
on price today, because with the ex- 
cessive competition of the last few 
years all prices are very close to cost 
of production. 

(Signed) F. J. CoaKtey, 
Secretary, 
Samson Cordage Works. 





F. J. 
COAKLEY 








Watching Business More Profit- 
able Than Watching Ticker 


Warren, Pa.—We are planning for 
the largest Christmas trade in the his- 
tory of our business and expect to 
work our plans to 
completion feeling the 
business is here, and 
we will get it, if we go 
after it. 

Warren has, for the 
past nine months, been 
very active. The 
School Board had a 
building program of a 
half million dollars, the 
Commonwealth is completing a three 
hundred thousand dollar addition to the 
State Hospital with other building 
projects our construction work has 
been more than a million dollars. Our 
oil refineries operated three shifts of 
eight hours full time. Our oil pro- 
ducers enjoyed during the fore part of 
the year the highest price for crude 
oil for the past eight years. Some of 
our furniture factories entered the 
Radio Cabinet field and one was com- 
pleted to equip another factory and 
worked several months three shifts of 
eight hours. Our direct mail order 
house, one of the largest of its kind in 
America, has been busy and has had 
a large force at work. So, with full 
payrolls for labor, tradesmen and 
craftsmen, there is plenty of money for 
buying during the Christmas season. 

Our citizens, who invested in the 
Stock Market, paid for their stocks 
and the losses sustained were paper 
profits and not losses of income. 
Though today they may feel poorer and 
have a tendency to retrench, yet their 
incomes have not been affected. Our 
job as merchants is to sell them 
through advertising, publicity and sales 
promotion, a Christmas consciousness 
and the happiness that is one’s through 
participation jn making “The Christ- 
mas Spirit.” 

Our business for the ten months of 
the year has increased more than 20 
per cent over 1928 figures, showing 
that watching your own business is 
more profitable than watching the 
stock ticker. Business men that have 
been caught in the topple of unreal 
values will devote their time and brains 
to their own business with basic fun- 
damentals and conditions as sound as 
our Bankers tell us they are, the wreck 
of the past few weeks should be 
cleared and a right of way of sound 
business should be ours for the last 
months of 1929. 

(Signed) 





W. T. KELLY 


W. T. KELLy, 
President, 
Pickett Hardware Co. 
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Gambling Will Now Stop— 
Legitimate Business Will Benefit 


RicHMonp, Inp.—The demand for 
certain merchandise classed as luxuries 
will be temporarily affected. I refer 
to high priced automo- 
biles, jewelry, furs, etc. 
Those handling such 
commodities will un- 
doubtedly find a certain 
slackening in demand, 
especially in larger com- 
munities. 

The release of capital 
from stock speculation 
and the chastening effect 
upon many new speculators should 
cause them to turn from gambling and 
be more inclined to invest in legitimate 
business. Many business men will now 
have time to devote more attention to 
their customary affairs. 

For many months banks have been 
pressed for money, as the demand in 
general has been just a little ahead of 
supply, and it will be some relief to 
borrow less money from the Federal 
Reserve. 

There hasn't been any evidence of 
over-production during 1929, and there 
has been a good demand for all classes 
of merchandise. 

We are looking forward to and ex- 
pecting about the same conditions dur- 
ing the first half of 1930 as during 
1929, and are optimistic enough to be- 
lieve that the stock market situation 
is not going to have a detrimental af- 
fect on the average purchasing ability. 

(Signed) C. A. McGurtre, 
Secretary-Treasurer, 
Dille & McGuire Mfg. Co. 





C. A. 
McGUIRE 





Hardware Trade as a Whole 
Extremely Fortunate 


RicumMonp, Va.—I cannot but feel 
that the recent break in the stock mar- 
ket will within the next two or three 
weeks prove favorable to 
the hardware manufac- 
turer, jobber and retailer, 
because it will enable 
them and their customers 
to obtain money at a rea- 
sonable rate of interest to 
conduct legitimate busi- 
ness, whereas, said money 
previously was sent to 
New York and loaned out 
in Wall Street at large rates of interest. 

It strikes me that the hardware peo- 
ple, as a whole, are extremely fortu- 
nate, in that they sell mostly necessi- 
ties, and for that reason, even though 
this break should prove depressing to 
some lines of business, it would not 
affect the hardware dealer anything 


Cc. R. 
WATKINS 








like as much as it would the merchants 
who sell, almost exclusively, luxuries. 

Speaking for this company, we in- 
tend to keep our stock right up to the 
minute, our salesmen traveling every 
day, and we see no reason in the world 
why we should not enjoy even a larger 
business than we did last year. 

Our Credit Department expects col- 
lections to show big improvement 
within the next few weeks and we are 
looking forward to a big improvement 
in business just as soon as we have 
a little cold weather. 

(Signed) CrarporNne R. WatTKINS, 

Vice-President, 
Watkins-Cottrell Co. 





Essential Business Should Secure 
Sufficient Money for Operation 


PittspurGH, Pa.—Legitimate busi- 
ness always could secure sufficient 
money regardless of the Stock Market. 
Instalment selling has 
numerous finance com- 
panies to take care of 
this line. Collections 
have been rather indif- 
ferent for some time 
past. 

Perhaps some money 
has been released from 
stock speculation, but 
as stated above, the 
legitimate business could borrow at any 
time, regardless of the stock business. 
Perhaps some merchants have neglected 
their businesses for attention to the 
stock quotations, but it would seem to 
me they would be an exception, rather 
than a rule. 

The entire market, it would seem, is 
endeavoring to level over-priced stocks 
that had been on a small income basis 
because of their abnormally high prices, 
and when such stocks get to a point 
where they give a fair return on their 
market price in the way of dividends, 
a steady and less fluctuating market 
will be produced. 

The hardest thing the hardware in- 
dustry has to butt is the large com- 
bination that swallows up the smaller 
unit and releases large amounts of 
help both office and manufacture, that 
must be absorbed in other lines of man- 
ufacture or commerce. 

The writer has in mind two such 
combinations in this locality that have 
released upward of one thousand em- 
ployees, executive, office, selling and 
manufacturing. To my mind, this is 
a most serious outlook if these com- 
binations are to continue. 

(Signed) Hucxu F. McKnicut, 

President, 
Samuel McKnight Hardware Co, 
N. R. H. A. Director, 


HUGH F. 
McKNIGHT 














Will Lead to More Normal 
Demand for Necessities 


SEWICKLEY, Pa.—Reports for the 
past year have been favorable, pro- 
duction has been above normal, em- 
ployment has been good 
and business in good 
shape, generally. Yet re- 
tailers have known that 
their business has been 
“off color’ for several 
years, notwithstanding 
these encouraging reports. 

Two factors have con- 
tributed to the difficulty 
of the retail trade. The 
demand for luxuries by the American 
people has relegated the requirements 
of necessities to a minor consideration. 
The purchase of automobiles, radios 
and other luxuries by deferred pay- 
ments has deflected business from the 
necessities distributors. Second, more 
people have been interested in the stock 
market than ever before. The quest 
for quick riches has consumed the at- 
tention and desires of vast numbers of 
people and has diverted their incomes 
from the usual channels, and their lives 
from the normal manner of living. The 
retailers have suffered immeasurably 
from these factors. 

The recent unfavorable upset of the 
stock market has disciplined the inex- 
perienced. Upon recovery, the inter- 
est in playing the market will not be 
so popular. Rather the contrite and 
docile public will be more apt to look 
for things closer at hand and to keep 
within the confines of their income, 
with a stricter attention to business 
and less to stock quotations. 

In a large measure this will lead to 
a more normal demand for merchandise 
of the necessity type. The retailer 
should be prepared for this business 
with complete assortments. Holiday 
business should yield a larger volume 
and the demand should be greater. 

The collapse of the one factor may 
influence the other, that people may 
give more serious consideration to the 
expenditure of their income, to enjoy 
all that can be afforded without preju- 
dice to their credit and without inter- 
ference or interruption of their plans 
for the establishment of financial in-. 
dependence. 

Let the retail trade give the exam- 
ple by sane merchandising and sane 
and sensible manner of living. 

(Signed) Frank A. HEGNER, 
President, PASHA, 
Hegner Hdwe. Co. 


FRANK A. 
HEGNER 
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ALL TOGETHER THEY CAN DO IT!» curroro surnam xntcrr 


























The National Association of Chain Stores has formally launched a publicity cam- 
paign designed to educate the public in regard to virtues of chain stores. The 
association declared unanimously in favor of a proposed budget of $250,000 to 
finance the program of education during the coming year. It is an organized, sys- 
tematic effort to overcome the tremendous advantage which the average inde- 
pendent merchant now holds as a community factor. 














If You Are Selling Tires 


PROVE IT BY SHOWING THEM 
Where People Can See Them 


buys his tire, takes it out and puts it on at home. 


UST before the shooting started in Europe fifteen 

years ago E. N. Warnick & Son, Warrensburg, Mo., 

added automobile tires and tubes to their long line 
of hardware. Today their t. and t. business hovers 
around $10,000 a year; the firm’s over-all hardware 
volume seldom fails to reach $75,000. 

Elbert N. Warnick, the head of this Missouri retail 
house, has been associating intimately with hardware 
In 1891 he became a proprietor. His 
3ruce, is in the store with him, as an 


ever since 1886. 
son-in-law, J. C. 
effective factor. 
Almost from the start the firm has handled the same 
line of tires, although experiments have been made with 
competitive lines. At one time four makes were sold. 
Concentration on a single line is now the Warnick tire 
Plugs and wrenches are among the chief acces- 


policy. 
sories sold. 

Warrensburg merchants enjoy a big rural trade. Most 
of the farmers with small cars do not require tire ser- 
vice ; at any rate, this statement aligns with E. N. War- 
The average farmer comes in, 


nick & Son’s experience. 





There are exceptions, of course. The exceptions have 
the work done by a man with whom the firm has made 
arrangements for such service. 

Truck tires are usually put on by the truck driver. 
“Do you sell many truck tires?” the visitor from Harp- 
WARE AGE inquired. “Just sold one this minute,” re- 
plied Mr. Warnick. “It was a thirty-by-five; twenty- 
five dollars. Yes, we have a good truck tire trade. One 
fleet owner, the Bethel Transfer Co., has about twenty 
trucks on the road. Most of them, sooner or later, are 
equipped with tires out of our hardware store.” 

The question of tire profits.came up. “Our net, in 
percentage, is just as attractive as it used to be,” said 
Mr. Warnick. “Of course, when it comes to gross, 
that is a different matter. When tires were much higher 
and gave much less mileage, our tire volume would go 
as high as $25,000. It took capital to keep a tire stock 
then. It still does, though not so much.” 

With the increase in paved roads the truck tire busi- 
ness is growing. The Bethel line has some trucks with 


Tires occupy conspicuous space in the Warnick hardware store’s window display 
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bodies 10 feet wide and 20 feet long. Nearly 50 head 
of hogs are sometimes hauled to the St. Louis market 
in a single load. Similar truck shipments are made in all 
directions. This constant grind on the slab wears out 
tires, many of which are replaced out of the Warnick 
stock. 

Probably half the tire business done at this store is in 
truck tires. The Turnbow fleet of trucks, centering at 
Warrensburg, furnishes another considerable outlet for 
tires. The big ones sell for $60. “I would advise any 
hardware merchant, who does not already handle tires 
and tubes, to take them on,” says Mr. Warnick, “and 
to make some good service arrangement.” 

On one order, signed last spring, Mr. Warnick bought 
fifteen hundred dollars’ worth of tires and tubes. He 
keeps that much of a stock on hand most of the time. 
More recently he bought 75 assorted tires in the smaller 
sizes and about 500 tubes to meet every reasonable need. 

Tires are like everything else that broadly classifies 
as hardware in that they must be displayed to be sold. 
“Hide it and keep it; show it and sell it.” Mr. Warnick 
makes that merchandising maxim his own. 

When the Harpware AGE man called on the firm he 
found tires occupying conspicuous places of honor in 
the show window; but the display didn’t stop there; at 
least 75 new casings were piled near the front of the 
store and the tube stock, which would invoice at about 
$350, was in plain sight on shelves near by. 

Surplus tires are stored in the rear. A big stock of 
tires requires relatively little space. If racks are not 


used, they can be piled as high as the ceiling, according 
to Mr. Warnick. 

“If you are selling tires,” he advises, “prove it by 
showing tires where the customer can see them. Just 
a half dozen or so won’t impress him. When he wants 
a tire he wants it right now and it is up to the hardware 
merchant to demonstrate that his tire stock is large 
enough to afford real selection. 

“Stock actually on hand, in any line, is what con- 
vinces the public that the merchant conducts a real mer- 
chandising service. Customers turned away, because 
you’re out of this or out of that, get the habit of going 
to other stores and staying out of yours, even if they 
like you. We are careful about the frequent purchase 
and effective display of tires. Unseen goods are hard to 
sell.” 

Old tires are never “traded in” at the Warnick store. 
Formerly an allowance was made for discarded casings. 
But it didn’t work. It was hard for Mr. Warnick to get 
his money out of the used tires. 

Any hardware man who can stock and display tires 
and furnish what service is necessary, should handle 
them. That, in brief, is Mr. Warnick’s word to his 
fellow hardware merchants who have had less experience 
with tires. 

Just to show how he buys them: Even after his big 
spring purchase of fifteen hundred dollars’ worth his 
wholesale tire bill has never been less than three or 
four hundred dollars a month. 





Government Experts Predict Heavy Christmas Trade 


HE fall requirements of trade and industry have 

started the seasonal increase in money circulation 

which will reach its maximum the day before 
Christmas. 

Treasury officials, commenting on the circulation fig- 
ures showing $4,837,987,000, or $40.23 per capita, in 
the hands of the public at the end of October, said that 
a gradual increase might be anticipated the remainder 
of the month and then a rapid jump as the Christmas 
buying season gets under way. 

Money circulation increased $18,000,000 in October 
and was $31,000,000 greater than October 31, 1928. A 
part of this increase was due to the new small-sized cur- 
rency issued in July, which, at the maximum, boosted 
normal circulation $100,000,000 ; the remainder probably 
was due to increased population and generally heavier 
requirements for cash. The population, however, was 
increasing more rapidly than circulation during the year, 
since the per capita holding of cash declined in this 
period by Zlc. 

Treasury officials predicted that the Christmas buying 
season would be one of the heaviest on record, possibly 
surpassing those of 1927 and 1928, when retail trade 
was abnormally high. They felt that a good Christmas 
business was assured in spite of the heavy losses suffered 
by a sizable section of the public in stock exchange spec- 
ulations. 


Experts pointed out that the American people, since 
the war, have enjoyed increasingly higher standards of 
living from year to year, and that despite some pinch 
for cash that probably-will come in some quarters as the 
result of market losses there will be buying on credit, 
with a confidence that future improvements will net ‘suf- 
ficient funds to liquidate the debts. Many officials think 
that the time has passed when temporary losses will in- 
fluence the standards of American living. 


Tw total volume of money in the United States Oc- 
tober 31 was $8,768,777,000, an increase of $517,000,000 
during the year due to imports of gold. Of this sum 
$3,861,431,000 was held by the Treasury and $1,724,- 
837,000 by the Reserve banks. The monetary gold sup- 
ply was $4,385,656,000, of which $3,341,286,900 was in 
the Treasury, and $1,044,370,000 held by Reserve banks 
and in circulation. 

Federal Reserve notes, forming the greatest part of 
the paper circulation, were $622,527,000, gold certificates, 
$845,936,000, silver certificates $414,950,000 and United 
States notes $266,502,000. Silver dollar circulation had 
fallen to $42,624,000. 

Estimates were made that nearly half of the paper 
money circulation is made up of the new small sized 
currency. 





Use 


ommon 


ense 


competing with 


Chain Stores 


' By A. WALLACH 
Retail Hardware Merchant 


Harrison, N. J. 


all this bally-hoo about chain 

stores is just a filler for maga- 
zine space or the general cry of those 
hardware merchants who are doing 
business along 1776 lines. 

The old saying, “You can’t teach 
an old dog new tricks,” is a lot of 
bunk, for if the boss hardware man 
will take stock of himself it wouldn’t 
be long before his business will in- 
crease, and he will make more money 
than ever before. 

The chain store has done nothing 
more than to ring a great big bell to 
awaken us hardware dealers on how 
to do business in modern times. 

The average crier hollers chain 
store prices and if he had the same 
prices as the chain stores he wouldn’t 
increase his business. 

The increase in overhead in a chain 
store over the independent dealer 
puts us both on the same basis when 
profits are concerned. The chances 
are they don’t make as much money 
per unit as an independent hardware 
merchant. 

A certain grocery chain averaged a 
net profit of one hundred dollars per 
month for an entire year. The man- 
aging clerk made forty dollars 
weekly. This would make a total of 
$3,280 for the corporation and clerk. 


[oa this batl wonder whether 


AA 


Let’s assume the volume of the av- 
erage store was $35,000 annually. 

Now, Mr. Hardware Dealer, who 
would make the most money, based 
on these figures ? 

Education is one of our greatest 
possessions. If the chain store has 
educated your trade to deal with them, 
then educate them to come right back 
home and trade with us. 

We have hundreds of items that 
can’t be bought at the average chain 
store, so why not let the trade 
know it. 

This can be done by advertising, 
clean stores and nicely trimmed win- 
dows. Naturally we must be cour- 
teous and give service. 

These facts have been proved be- 
cause when a customer ’phones or 
calls and asks about these advertised 
articles, and even says “I didn’t know 
you kept this or that,” you readily 


Clean Stores, Good Windows 

and Advertising form a mighty 

attractive trio that will help 

bring back customers from the 
chain store 








know what has helped to bring these 
customers to your store. 

We all get what we pay for and 
we don’t expect an article that costs 
$1.00 to be as good as one costing 
$2.00. Neither does the customer. 
A well posted hardware man never 
lets price get his goat. First get the 
customer in the store, and if price is 
questioned, talk your quality guar- 
antee, etc. Very rarely does anything 
come back and when it does don’t 
argue; refund the money cheerfully. 

Here is an example of price: A 
certain man came to me for advice in 
regard to opening a housefurnishing 
store, paints, hardware, etc. 

I frankly told him his location was 
very bad; that there being two simi- 
lar stores on the street, three could 
not be supported. He said he was 
going to undersell both stores. He 
did, and now he is trying to under- 
sell his creditors with 40 cents on the 
dollar. 

We have no set rule on how to do 
business, on account of the different 
conditions existing in the different 
territories, but what we do is to take 
a little time and express our views 
through HarpwarE Acre. Who’s 
next? 


Get the Prospect to Smile 


You often hear people talk about this 
or that salesman having a magnetic 
personality. What is usually meant is 
that he likes people and people like 
him. He likes to help others, and 
others like to help him. He treats cus- 
tomers kindly and receives kind treat- 
ment. He smiles, they smile. He 
makes sales because people like to help 
him. 

People always respond to friendli- 
ness because deep down in their hearts 
people are friendly, even though they 
may not always appear so. 


AA 
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Can the 


anufacturer Help 


the Independent Hardware Dealer? 


By H. E. VAN PETTEN 


OME dealers feel that this is a period of great un- 
certainty in retailing. Perhaps it is. There are 
plenty of problems, and if any one person held the 

solution to all of them, he would indeed be a miracle 
worker. But we may surely assume that any dealer 
who keeps up with his trade papers has stopped specu- 
lating about whether he is going to pass out of the pic- 
ture just because he is an independent dealer. He knows 
better. But he is mighty busy working out his plans 
for making money, which involves meeting competition, 
chain-store and otherwise. He is giving thought and 
study to merchandising methods as never before. 

It is a good sign that he often asks questions of his 
distributor and manufacturer. He should have all the 
help they can possibly give him, for his problems are 
theirs. 

There are two questions which, perhaps, are asked 
more than any others. First, what about prices? Will 
anything ever be done so he can buy at lower prices 
than at present? The manufacturer’s answer to this 
isn’t very encouraging. Prices can’t be reduced by a 
twist of the wrist. If they are reduced, quality is re- 
duced, and there you are. 


As a matter of fact the chain stores don’t have such 
a price advantage from the manufacturer as many inde- 
pendent dealers believe. In some instances it is surely 
hard to figure whether they have a price advantage at 
all and, if so, how great. Of course it’s true that 
quantity buying of any commodity usually means a lower 
original price—how low, depends on how great the 
quantity. But if the chain buys at a lower price, it also 
assumes the distribution cost to its different units. In 
making this distribution it performs the same function 
the jobber performs for the independent. And here is 
a big point. For evidence is lacking that it does this at 
any less expense than the modern, efficient jobbing or- 
ganization. True, the systems are different. Analysis 
of their differences point by point is complicated. The 
chain system has some advantages. But, similarly, the 
jobber system has other advantages. The independent 
who can see only the advantages of the other side should 
hear some of the conversations of chain store men who 
wish they could do some of the things the independent 
can. 

The jobber is a specialist in distribution. He has to 
distribute efficiently in order to make a profit. And 


a profit on distribution is certainly justifiable. The chain 
must make the same distributing profit in order to show 
a proper return on its whole investment. 

The second question asked by the dealer is a differ- 
ent matter. “What can you do to help me sell your 
goods against competition—and to make money on 


them?” The question isn’t always asked in just this. 


form, but this is its general meaning. 


Ll: involves more than national advertising, though 


advertising shouldn’t be overlooked entirely in answer-.. 


ing it. In the hardware field, unlike the drug field, the 
chain stores have so far left most of the field on adver- 
tised products to the independent store. This means 
that the independent dealer has behind him the great 
force of national magazine advertising. He should 
capitalize on it. But he needs more. He needs to be 
able to merchandise and advertise efficiently if he is to 
be successful in these modern days. 

For here is one of the chain store’s real advantages. 
It has a unity of control; it formulates merchandising 
and advertising plans and it carries them through. Its 
organization includes merchandising and advertising 
men who study its problems just as sales problems are 
studied in manufactuting organizations. And here is 
one point where the manufacturer can help the indepen- 
dent retailer—at least that is the belief of some manu- 
facturers. 

No plan will ever do away with the necessity for in- 
dividual thought and effort on the part of the dealer, 
but the manufacturer can furnish plans which the 
aggressive dealer can apply and which will be a tremen- 
dous help to him in selling and in making money. 

For example the B. F. Goodrich Rubber Co., Akron, 
Ohio, manufactures Goodrich Maxecon garden hose, 
sold through many thousand hardware stores. New 
selling plans of this company include not only more and 
better national advertising but also a merchandising 
plan which offers a fair example of what the manu- 
facturer should be able to do for the independent dealer. 
A brief description may be interesting. 

A fundamental point was decided on before the plan 
was built: it must be a plan for the dealer—not just a 
plan to sell a product. Garden hose is a very small 
part of a hardware store’s sales. The dealer’s interests 
must be considered first, and therefore the plan must 

(Continued on page 71) 





icine anelien ceae oe 








SPECIALIZED 
APPEAL 


Puts Extra Selling 





Power Into Space 


N a way any hardware ad with an item or items priced 

I and described has specialized appeal. But unless 

something is done to emphasize the appeal, much 
selling power is lost or wasted. 

Specialized appeal means just what it says—inten- 


Beginners Golf 


Attention! 


A Special Reach 
Golf Outfit 





of the —— 
game 









Here is your greatest op- 
portunity to buy a real— priced complete at 
“Honest-to-goodness” outfit—com- 
plete with—a three stay Bag—Your 
choice of driver or brassie—a mid iron, x 50 
mashie, putter; 2 balls and a score book. Think e 
of it—the price is only $8.50 complete. 

Start your golf game with this very efficient outfit— 

your will understand why golf is becoming one of the 

most fascinating and leading games. 


—" Look Here! 


If you're a real red-blooded 
young boy or girl you will 
want a bicycle, coaster wagon, 
velocipede or a pair of skates. 
You will find your greatest de- 
sires fulfilled here in our com- 
plete Sporting Goods Dept. 


Monarch 
Motor Bikes 








Sidewalk 
Bicycles 
For the kiddie who 
is too young to own 





Kiddie Cars 
Sturdily constructed, 
and painted in 
bright, attractive 








sdetalk bicycle will Pull $99” colors. Moderately 
fill the need. size Ty * se $4 50 





$15.50 to $25. 








Velocipedes 
Various bright col- 
ors and many sizes 
and styles. All mod- 


Roller Skates 
These are the new 
style Roller Skates 
made by Barney & 
Barry, famous mak- 


Coaster Wagons 
All-8teel and 
well constructed 
coaster wagons. In 
various bright col- 


ored paint ‘:jobs."’ ers of roller skates. erately priced from 
Priced from +©.50 Moderately $ $2.75 to $ 50 
$3.75 to priced, at pr 2 6 17 











Michigan’s Largest Exclusive Sportings Goods Dept. 
Main Floor. 


SMITH-WINCHESTER CO. 











Four examples illustrating 
four methods of linking 
goods to customers: 
specific needs. Try to 
have a high spot in 


every ad 


By GUY HUBBART 


sified interest in ad or goods or both. Any device that 
brings out the value, utility, quality or timeliness, or 
whatever is advertised, gives the ad specialized interest. 
There are many ways to treat copy and layout so as to 
put this extra attention power into your store’s space. 
And if it is put in, every ad will not only sell more 
goods but sell them better than if nothing is done to 
enliven the items. 

Four of the best and simplest methods of giving 
hardware ads increased interest and therefore increased 
sales power are illustrated by the four Smith-Winchester 
ads reproduced here. Also these ads are examples of 
other points of merit that always put extra strength 
into small space: careful type display, layout that fits 
type area, headlines and captions with ideas in them, 
cuts skillfully utilized to amplify text descriptions of 
items and, best of all, the right amount of material in 
each ad., No overcrowding, the correct number of items 
and prices for the space, which averages three columns 
wide by 10 inches, 30 newspaper inches per ad. 


Tas is a good average size if a store has volume 
enough to advertise three to four times weekly and is 
right for a lesser schedule once a week or twice at the 
outside. Space is not costly at this rate if care is taken 
to put in items that sell and attract customers to other 
or non-advertised items and sections. 

Now, about the four methods of specialized appeal : 

In ad No. 1 the emphasis is put on golf outfits, to- 
gether with six items of toys. In a sense this ad has 
two appeals: (1) specialized goods and (2) seasonal 
goods. Anyway, customers who read this one will have 
two special reasons for remembering it until they reach 
the store, which they would not have if items were just 
put in with no idea of the time toy and golf needs arise. 


Four types of specialized goods—toys and golf 
supplies—featured as a device to increase volume 
on seasonal lines 
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In ad No. 2 the specialized appeal is quality—stated 
in the main caption and reflected in the items—an appeal 
that not only sells goods but builds prestige for the 
store and, by the way, for its advertising, for people 
finally become accustomed to thinking of such ads as 
always having quality in them. 

In ad 3 the extra appeal is on a specialized kind 
of goods, radio tubes, one of which there is now uni- 
versal demand. A store does well to let people know 
it features radio and supplies. This type of ad brings 
in repeat or follow-up sales, a fine thing for volume. 











Visit Michigan’s Most Modern 
Builders’ Hardware Section 








Buy the Best 
Hardware for 
Your Home 


te) 


et 
Mor ce! C327 


Carminghiarn 
RADIO IUBES 


CX 326 








“Such a pleasant, friendly home,” people 
say. It did not simply happen so. 
ni 


doors and smiling windows know how 
carefully they had to plan — in every 
single detail. Yet the fiper you plan, 
the greater your satisfaction will be in 
Corbin Locks and Hardware. 





Builders Hardware—Second Floor 


Universal Cleaners 


UNI-VAC 
CLEANERS 


$31.75 avticnmens 


Complete with attach- 
ments, $36.50. 
SUPER-VAC CLEANERS 
$39.50 without attachments. 
$49.50 with attachments. 









The New Rubber Soles 


Attractive, durable 
ond a : 


Viens SOLES 60c pr. 


Men, Women and 

Children for only— 
These new rubber soles are the last word in 
comfort—they keep your feet dry—prevent slip- 
ping—and their Extra-Long Wearing qualities 
are decidedly economical. 





; 


Build for Tomorrow and 
Use the Best in Builders 


Hardware-Corbin! 





Made by Loewe Brothers. 
Designed especially for 
woodwork, fursiture, metal 
work, toys, etc. Dries ready 
to re-coat in four hours. 


—Comes in beautiful, 
striking colors. 


—Flows freely and 
works easily. 


—Produces a rich, 
durable, semi - gloss 
finish. 


—Has good hiding 
power, one coat will 
ordinarily serve. 


Come in and get a 
Color Card. 


Paint Dept. 
Main Floor 





Here in Smith-Winchester s new, beautiful, 
modern Builders’ Hardware Sales and Dis- 
play Room you will find the best grades of i” 
builders’ hardware displayed Pian thr 
amasing part of all—you will find Smith- : H 
Winchester's Builders’ Hardware MODER.- Radio Réception 
ATELY PRICED. With such excellent 
quality you would think such moderate 
prices impossible—yet here they are. 


A Complete Line of Majestic 
Building Specialties 
A few are listed here: 

Two types of Majestic Milk and Package 
Receivers. 
Majestic Coal Chutes. 
Majestic Underground Garbage Receivers. 
Here you may select such leading makes of 
bnilders’ hardware as Cofbin, McKinney, 
Sargent and others. Hardware displayed 
against: backgrounds similar to those upon 
which they will later be used. 


Builders’ Hardware Depart- 
ment-—Second Floor. 


SMITH-WINCHESTER CO. 


THESE cwo cypes pieced in the 

correct sockets of your A C vet 
will bring it up co its ighes perfor 
mance 


Radio Dept.—Main Floor 



































On Mother’s Day 


Give Her a Useful Gift 


To aid and lighten her household tasks—give gifts of electrical appli- 
ances, Mother will appreciate them the most. Here in our complete 
Electrical Appliance Section you will finda host of suggestions in 
beautifully designed Urn Sets, efficient Automatic Toasters and many 
other modern gift ideas. 








Hardware Department—Main Floor 


Smith-Winchester Co. 














In ad No. 4 a day is linked to special offerings, a 
day having specialized interest for every family— 
Mother’s Day. This puts intensified selling power into 
what might otherwise be merely a set of advertised 
items. 


Tas set of ads taken out of a series can profitably 
be studied as a general guide by any store using spacc 
regularly and the methods outlined fit any store carrying 
lines featured. And, of course, is applicable to any other 
lines if copy and headlines are written to fit. There 
are many other specialized appeals and ways to apply 
them. These are only examples but excellent ones. This 
type of advertising is the very best for the big selling 
season now opening—November to Christmas. 





Electric Special 
Toasters Prices 
— 





on all 
Urn Sets 


Moderately Priced 
from $ 
up 


Electric 














Mother will appreciate a 
In various designs and fine gift like $ 

styles, $P7.75 this ....... ese up 
up from 











These modern, efficient 
toasters make 8 | _ 
excellent gifts 


Electrical Appliance Dept.—Second FYoor. 


SMITH-WINCHESTER CO. 
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ITY shoe stores are now showing colored shoes 
for men. Sales haven’t been at all heavy as yet, 
but almost anything can happen. We have seen 

staid and sober men wearing knee pants, sweaters as 
highly colored as Joseph’s coats, and socks that out- 
tinted a Highlander’s kilts. Look out, fellows, shoe 
manufacturers must have been scouting around the golf 
courses. wml 


Profits gleaned from style have often been sunk in 
fads. 


Many Americans breathe five times their weight in 
soot and dirt each twelve months. An average of three 
pounds per day. That may account in part for the aver- 
sion of people toward a dirty store; they get enough dirt 
without it. It won’t be long now until some enterpris- 
ing merchant will be advertising: “Come in and get a 
breath of clean air while you shop.” 


* * * 


* * * 
It’s hard work to make a clean profit in a dirty 
store. oa ee 


Printer’s Ink says that many a manufacturer has 
drifted into dangerous waters by keeping one eye on 
his competitors and the other on his distributors, and 
forgetting to cast a glance now and then toward the 
consumer. On that basis we know of retailers who 
should be equipped with at least three eyes. At present 
they are keeping one eye on jobbers and manufacturers, 
one on their rivals in the same line of business, and the 
chain stores. An extra eye would allow them to do more 
than cast occasional glances at consumers, who, after all, 
can make or break them. 

ep 

Some merchants get their eyes so full of competition 

that there isn’t room for sales. 
x * * 

Collection letters are necessary adjuncts to a credit 
business. However, it is doubtful if tricky, sarcastic or 
“smart Alec” collection letters are ever in order. A well- 
written, business-like letter is always better, and while 
it should be courteously written, it can be as firm as the 
situation warrants. An appeal to the sense of fair play 
often helps to get results. Debtors are human, and 
naturally resent a lot of the foolish twaddle that goes 
into collection letters. Why should a merchant try to 
make himself appear on the verge of bankruptcy in order 
to collect a legitimate account? The debtors don’t be- 
lieve him, and resent the insult to their intelligence. 





IGN POSTS 


Poor business policies are the ones on which you pay 
a premium. 


The management of a New York apartment house re- 
cently hired a new doorman. One of his duties was to 
answer the house ’phone when tenants called. The new 
man was well mannered, courteous and knew the duties 
of a doorman, but—he was a newcomer in this country. 
He talked brokenly, and it was hard for him to under- 
stand questions addressed to him in English. In less 
than a week a dozen tenants were complaining and back- 
ing up their complaints with threats of moving out, 
unless the service improved. He didn’t understand, so 
he had to go. We wonder how many hardware custom- 
ers have quit because of retail salesmen who couldn’t 
understand—not the language, but the goods they were 


supposed to sell? 
* * * 


A machine can “vend” chewing gum, but it wouldn’t 
get very far selling builders’ hardware or washing ma- 


chines. 
xk * x 


We have always contended that prison-made goods 
should be marked as such. The merchant and the con- 
sumer both have a right to know whether the goods they 
buy are made in prisons with enforced labor, or in fac- 
tories with voluntary labor. There is little incentive for 
the prison inmate to put his best effort into the work 
he is forced to do. Also—manufacturers should not be 
forced to put their products in competition with goods 
on which there is no labor charge. 


ov. 
You can’t tell a “short filler” cigar by the wrapper. 
* * xX 


Many a merchant has failed because he did not talk 
as the customer talks, or think as the customer thinks. 
After all, selling is merely inducing the customer to 
think so favorably of what you have to sell that he 
would rather have it than the money its price represents. 
Until a merchant can think from the customer’s view- 
point, he is not a salesman. He belongs to the army of 


order takers. 
* * ok 


Any merchant could afford to pay his employees more 
money and sell his goods cheaper tf it did not cost so 
much to make people think. 
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This Year's 


Christmas Chest 


Placed at 


$600,000,000 


INE thousand persons carry- 

ing Christmas funds in 8000 

banks in the United States 
will receive, within the next two 
weeks, an average of $59.50, or a 
total of $600,000,000. This, of 
course, does not account for another 
large number of people who have 
been saving money in other ways to 
spend at Christmas time. 

It has been stated that this year’s 
Christmas savings constitute a record. 
They are 10 per cent greater than last 
year and five times greater than the 
amount accumulated in 1920. The 
above average was struck by the 
Christmas Club division of the Na- 
tional Bankservice Corporation, 
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which compiled the statistics after a 
number of special accounts, running 
in some cases as high as $25,000, had 
been removed from the calculations. 

New York will lead all others in 
the distribution of $141,000,000 of 
the total; Massachusetts with $70,- 
000,000; Pennsylvania, $65,000,000 
and Illinois, $56,000,000. A special 
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inquiry showed that about $228- 
000,000 of the total will be spent on 
gifts and other holiday purchases, 
while the balance will go to perma- 
nent savings or investments, year- 
end bills and other commitments, in- 
surance premiums, mortgage pay- 
ments, taxes, education, travel and 
charity. 





Christmas Tree Shipments to the Cities 





A typical Christmas tree shipment 


thn «A 


to New York City 





oe the month 
of December tremen- 
dous shipments of Christmas 
trees will enter the larger 
cities for redistribution to 
the smaller cities, towns and 
villages. This picture, show- 
ing just a small part of the 
trees shipped through New 
York, emphasizes the enor- 
mous number of trees which 
are used every year as an im- 
portant part of the Holiday 
celebration of the average 
American family. Every tree 
needs a tree stand, tree light 
sets, ornaments, base decora- 
tions and other incidental ac- 
cessories, the total volume of 
which represents a market 
worthy of early and consis- 
tent cultivation. 











46 HARDWARE AGE for NOVEMBER 21, 1929 





Two Hundred Chicago Dealers 
Attend November 8 Meeting 


The regular monthly meeting of the 
Chicago Retail Hardware Association was 
held in the Hotel Sherman of that city 
on the evening of Nov. 8 More than 200 
members were in their places when Presi- 
dent Oscar Fisher called the meeting to 
order. 

Following the routine business of the 
evening, President Fisher introduced as 
the speaker of the evening Llew S. Soule, 
editor of HARDWARE AGE. 

Speaking on the subject, “The Human 
Element in Business,” Mr. Soule said that 
the problems of any business were largely 
individual problems. 

“Regardless of the other manifold func- 
tions of hardware distribution,” he de- 
clared, “the hardware merchant can’t make 
a cent until the goods are sold out of his 
store. Above all other factors in the proc- 
ess, the customer is the most important. 

“Price is by no means the main con- 
sideration. Many competing hardware 
stores make virtually the same prices on 
their merchandise, yet some of them get 
far more business than others. Why? In 
my opinion it is the variation in the human 
element that makes the difference. Neither 
location nor quality outweigh that factor. 
Some dealers attract a heavy patronage, 
even though their stores are somewhat out 
of the way. 

“As for quality, few customers know 
values. They have their impressions of 
quality, but these are seldom accurate. As 
a matter of fact, the dealer himself has no 
positive measure for quality. If you doubt 
that, destroy your price marks and try to 
mark your goods without cosulting their 
cost. 

“The reason the customer picks your 
store is because he has a friendly feeling 
toward you or some one else on your staff. 
There is a real cash value in the right kind 
of human contact between retail salesman 
and customer. The salesman generally re- 
flects the same sort of feeling toward the 
buying public as he receives from his em- 
ployer. 

“At the average store meeting—when it 
is held at all—the boss usually does most 
of the talking. Often he fails to maintain 
the right sort of human attitude toward 
those who have to listen. He should make 
the salesman feel free to do some of the 
talking. If he is friendly with his retail 
salesmen, they are likely to be friendly 
with him and with the customer, whose 
friendship must be won if profitable results 
are to follow. 

“Too often the traveling salesman is not 
given a real opportunity to tell the retail 
salesmen about his line. In most cases 
he would be delighted to meet them after 
hours and go into the merit and selling 
methods involved in his product and his 
work in order that the retail salesmen may 
have the benefit of his own special knowl- 
edge and experience. 

“These things can be corrected. 
they have to be recognized first. 


But 
This 


human factor is the uppermost factor in 
any business. It deserves the keenest study. 
When the customer is treated right he 
wants to come into your store again; if 





not he never wants to see it again. I am 
convinced that there is nothing the matter 
with the hardware business which cannot 
be remedied.” 

It was voted to hold the December meet- 
ing in closed session for a discussion of 
the differences which have arisen between 
the association and the Illinois Retail 
Hardware Association regarding insurance 
matters. 

The president announced the appointment 
of the following dealers to the nominating 
committee: G. W. Friedrich, chairman; 
John Fish and Frank Zobac. The evening 
closed with an entertainment. 





Hibbard, Spencer, Bartlett Co. 
Issues Christmas Flyer 


Another colorful holiday flyer, issued by 
Hibbard, Spencer Bartlett & Co., Chicago, 
Ill., went into the mails recently. It is a 
compilation of Christmas suggestions for 
the retail hardware merchant. O. W. 
Long, in charge of the company’s catalog 
department, planned this booklet. The 
booklet contains more than a hundred 
illustrated pages, many of them in various 
attractive colors. The whole miscellany 
of gift goods is covered. Toys, household 
and sporting items are effectively empha- 
sized. Some of the lay-outs are printed 
on stiff, super-calendered paper stock. 





Auditors of Premier Vacuum 
Cleaner Co. Held Convention 


A three-day meeting of division account- 
ing heads of the Premier Vacuum Cleaner 
(Co. was held at the Cleveland, Ohio, fac- 
tory from Nov. 11 to 13. Its purpose was 
to discuss various phases of the company’s 
auditing work, with emphasis on the stand- 
ardization and simplification of company 
accounting routines. 

Day and night sessions were held. Only 
one night was devoted to recreation, that 
being Monday night, when the group dined 
at the Excelsior Club and ‘attended the 
musical play “Nina Rosa,” together with 
accounting department heads and company 
executives. 

The division men who attended these 
meetings were J. W. Hoskins, J. L. Rippe- 
toe, H. R. Lippe, A. T. Cochrane, H. S. 
Laskey, H. W. Meyer, L. R. Wright, C. C. 
Pace, D. F. Williams, and R. J. Davies. 





Johnson Motor Co. Appoints 
Two Sales Executives 


The Johnston Motor Co., manufacturer 
of outboard marine motors in Waukegan, 
Ill., announces the appointment of Louis E. 
Wagner as sales supervisor. He is as- 
signed to assist the distributor salesmen 
in the Chicago, Des Moines, Omaha, 
Minnesota and Milwaukee territories. 

Mr. Wagner was recently connected with 
the United States Rubber Co. 

The Johnson Motor Co. also announces 
the appointment of O J. Harms as sales 
manager in charge of the distribution of 
Johnson pump units. Mr. Harms has had 
a wide experience in this field, in both 
foreign and domestic markets. 





Republic Brass Corp. Becomes 
Revere Copper & Brass, Inc. 


On Nov. 12 the corporate name of 
Republic Brass Corp., 230 Park Avenue, 
New York, N. Y., was changed to Revere 
Copper & Brass, Inc. This change in title, 
it was learned, has been made to per- 
petuate the name of Paul Revere in the 
business which he founded in 1801. 

No changes in policies or personnel ac- 
company this adoption of a new name. The 
six companies which were consolidated 
about a year ago as Republic Brass Corp. 
will continue to function as heretofore 
with the same executive personnel. These 
companies are: Baltimore Copper Mills, 
Baltimore; Dallas Brass & Copper Co., 
Chicago; Higgins Brass & Mfg. Co., De- 
troit; Michigan Copper & Brass Co., 
Detroit; Rome Brass & Copper Co., Rome, 
N. Y., and Taunton-New Bedford Copper 
Co., Taunton and New Bedford, Mass. 

George A. Allen, president of Revere 
Copper & Brass, Inc., in announcing the 
change in name, stated that new historical 
information revealed that Paul Revere was 
the first American to roll copper in 1801. 
His firm of Revere & Son was the first 
of American copper rolling companies and 
furnished sheet copper for Old Ironsides 
when she was reconditioned for the War 
of 1812. In -1828 Revere & Son, after 
taking over another firm, was rechartered 
the Revere Copper Co., which thrived as 
a separate entity until 1900 and has since 
continued as part of Taunton-New Bed- 
ford Copper Co., a division of Revere 
Copper & Brass, Inc. 

FE. H. R. Revere, great-grandson of 
Paul Revere, is chairman of the board of 
Taunton-New Bedford Copper Co. 





Brooklyn Association Hears 
Analysis of Consumer’s Dollar 


The Brooklyn Hardware Association 
convened for their regular monthly meet- 
ing in the Johnston Building, Nevins 
Street, Brooklyn, on Nov. 14. 

President Edward F. Daily presided at 
the session, which was well attended. A. H. 
Grafenstadt, past president of the Brook- 
lyn association, presented the second chap- 
ter of the analysis, “Where Smith’s Hard- 
ware Dollars Go,” as the principal feature 
of the program, and the usual business was 
transacted. 

An informative, informal discussion of 
hardware problems was held after adjourn- 
ment of the regular business session. Many 
members participated in the discussion, 
which, together with the other features of 
the program that had preceded it, made the 
meeting helpful and interesting to those 
present. 


Henry A. Coles Is Dead 


Henry A. Coles, district manager in At- 
lanta, Ga., for Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa., died re- 
cently in New Orleans, La. He was born 
in Virginia on Aug. 17, 1870. He joined 
the Westinghouse organization in 1891 and 
was with the company until his death. 
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F. E. Van Buskirk, President 
Kansas City Hardware Club 


F. E Van Buskirk was elected president 
of the Hardware, Implement and Tractor 
Club of Kansas City, Mo., at its annual 
meeting held on Monday night, Nov. 11, 
at the Hotel Muelebach. Mr. Van Buskirk 
is associated with Richards & Conover 
Hardware Co. He succeeds Ellis Chad- 
wick, of the J. I. Case Co. 

The other officers elected were: William 
H. Oliver, division sales manager, of the 
John Deere Plow Co., first vice-president ; 
Roy Butters, manager of the U. S. Wind 
Engine & Pump Co., second vice-president ; 
L. A. Lincoln, of the Implement Trade 
and Tractor Journal, secretary-treasurer. 

J. N. Russell, former president of the 
Kansas City Board of Trade, was the 
principal speaker of the evening. His 
address was on the operations of the Board 
of Trade. 


Regional Census Conferences 
Planned for Business Men 


A series of seventeen regional confer- 
ences extending from coast to coast have 
been decided upon by the Census Bureau 
Advisory Committees as an effective means 
to acquaint business men and citizens gen- 
erally with the importance of the coming 
decennial census and to obtain national 
cooperation in making the work successful. 


Representatives from nearly every com- 
munity within a hundred-mile radius have 
been invited to attend the first of the re- 
gional conferences to be held in New York 
City on Nov. 22. According to present 
plans, similar conferences will be held at 
Philadelphia, Nov. 25; Atlanta, Nov. 27; 
Detroit, Nov. 29; Buffalo, Nov. 30; Pitts- 
burgh Dec. 2; Cleveland, Dec. 4; Chicago, 
Dec. 5; New Orleans, Dec. 7; Dallas, Dec. 
9; St. Louis, Dec. 11; Omaha, Dec. 12; 
Denver, Dee. 14; Seattle, Dec. 17; San 
Francisco, Dec. 19; Los Angeles, Dec. 20, 
and the final meeting at the Boston Cham- 
ber of Commerce, Jan. 4. 

The importance of the Censuses of 
Manufactures and Distribution will be 
stressed at each of these meetings with 
the hope of arousing sufficient interest and 
cooperation to make the results available 
on a timely basis and in a form of maxi- 
mum value to all concerned. 

Dr. Julius Klein, Assistant Secretary of 
Commerce, has agreed to open the first 
conference in New York. 


Col. L. S. Horner, of the Niles-Bement- 
Pond Co., chairman of the Advisory Com- 
mittee on Manufactures, is also scheduled 
to address the meeting. He will point out 
from the standpoint of an experienced 
business man the value of census data and 
the need for greater understanding of the 
growing importance of statistics to busi- 
ness. 


Fred M. Feiker, managing director of 
the Associated Business Papers, Inc., of 
which Harpware AGE is a charter mem- 
ber, as chairman of the Advisory Com- 
mittee on Distribution, will discuss the po- 
tential value of the Census of Distribution 
as a whole and will indicate the practical 





possibilities of this data to national and 
local distributors. 

John E. Palmer, chief in charge of 
Census Information, will outline the plans 
which have been drawn up to date to 
arouse national interest in the work by 
way of the seventeen regional conferences, 
radio talks, public statements, and asso- 
ciated activities. 

Arrangements have been concluded to 
broadcast the New York meeting over a 
nation-wide hook-up provided through the 
courtesy of the Columbia Broadcasting Co. 


R. H. Geiser Co. to Represent 
Electrical Manufacturers 


R. H. Geiser Co. has been formed as 
a manufacturers’ representative, with offices 
at. 3565 Hickory Street, St. Louis, Mo. 
The firm will promote the sale of elec- 
trical products in southern Illinois, Mis- 
souri, Kansas, and Arkansas. 

R. H. Geiser has for 20 years been affili- 
ated with the Conifiercial Electrical Sup- 
ply Co, of St. Louis, Mo., having ad- 
vanced from a minor position to purchas- 
ing agent, during the 20 years. 


Coleman’s Radio Suggestions 
Should Aid Hardware Dealer 


A radio broadcasting program on more 
than 30 different stations scattered through- 
out the United States and parts of Canada 
is now being sponsored by the Coleman 
Lamp & Stove Co., Wichita, Kan., manu- 
facturers of gasoline lighting, heating, and 
cooking appliances. 

From three to seven different stations 
will broadcast a Coleman program some 
time during the day, every day in the week 
except Saturdays and Sundays. These 
programs consist of musical selections from 
light operas, and are dedicated to the dis- 
tributors and hardware and house furnish- 
ing dealers who handle Coleman gas pres- 
sure appliances. In the announcements 
all listeners are directed to go to their 
hardware dealers and ask for a demonstra- 
tion of Coleman products. 

The purpose of the Coleman radio broad- 
casting program is to effect a closer sales 
relation between Coleman dealers and 
prospective purchasers of Coleman prod- 
ucts. 

The radio audience is told how the hard- 
ware and house furnishings dealer is a 
vital factor in his local community. As 
a taxpayer and civic supporter, he in turn 
is entitled to the support of the hardware 
and house furnishing consumer. Phrases 
like the following are frequently heard 
from over 30 radio stations: “Did you 
ever stop to think of your own local dealer 
as a most vital contributing factor to your 
daily comfort and convenience?” ‘“Con- 
sider the service your hardware dealer has 
ready and waiting for you at all times. 
His store is right within easy reach at 
all times, and his counters and shelves are 
loaded with household utilities and the 
hardware supplies you need and use daily.” 

The Coleman company is furnishing at- 
tractive display material for dealers’ use 


’ been 





to tie up with these radio programs, and 
is also furnishing lists giving time of day 
and stations over which Coleman programs 
are being broadcast. 


Stanley Electric Tool Co. 
Acquires Unishear Company 
The Stanley Electric Tool Co., sub- 

sidiary of The Stanley Works, New Brit- 
ain, Conn., has purchased the trade name, 
stock on hand, tools, jigs, fixtures, etc., of 
the Unishear Co., 270 Lafayette Street, 
New York, N. Y. 

The line comprises motor powered 
shears for outside and inside cutting of 
sheet material of every description. Dis- 
tribution will continue through regular es- 
tablished jobbing channels. Inquiries re- 
garding service, repairs as well as tools 
should be addressed to the Stanley Tool 
Co., New Britain, Conn. 

The Stanley Electric Tool Co. has also 
purchased the trade name, stock on hand, 
tools, jigs, fixtures, and business of the 
Ajax Hammer Corp., 117 West Sixty-third 
Street, New York, N. Y. 

The line 
used extensively 
maintenance work. 

The Stanley organization will continue 
the manufacture and development of the 
items of the Unishear Co. and the Ajax 
Hammer Corp. at its main plant in New 
Britain, Conn. 


hammers 
and 


electric 
construction 


consists of 
for 


Hardware Dealers Distributing 
Johnson Motor Co. Products 


The Johnson Motor Co., manufacturer 
of outboard marine motors in Waukegan, 
Ill., will merchandise its complete line of 
“Sea Horses” and Johnson boats for 1930 
through a nation-wide organization of ex- 
clusive distributors. 

Among those firms that have recently 
appointed distributors of Johnson 
products are Baird Hardware Co., Gaines- 
ville, Fla.; Stubbs Hardware Co., Savan- 
nah, Ga., and Hopkins-Carter Hardware 
Co., Miami, Fla. 


Ohio Varnish Co. Will Hold 


National Sales Convention 


The Ohio Varnish Co., 9001 Kinsman 
Road, Cleveland, Ohio, is meeting with the 
entire national sales force of its Chi-Namel 
Division on Nov. 22 and 23 at the Hotel 
Hollenden in Cleveland, Ohio, to inaugu- 
rate a big sales expansion program which 
has recently been announced by the new 
management. 

William C. Swift, general manager, and 
J. J. Donnelly of the Chi-Namel Division 
will be in charge of the conference, as- 
sisted by their advertising agency, The 
John S. King Co. In addition to the ap- 
pearance of these gentlemen on the pro- 
gram, there will appear national advertising 
authorities. 

Approximately fifty out-of-door repre- 
sentatives of The Ohio Varnish Co. will 
attend the two-day meeting. 
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Stanley Bench Grinder No. 557 


The ball-bearing bench grinder No. 557 
which the Stanley Rule & Level Plant, 
New Britain, Conn., has placed on the 
market has been designed for factory or 
garage use where a heavy-duty grinder is 
required. 

It is furnished with two 7 by 34-in. Nor- 
ton wheels, one coarse and one fine. There 
are adjustable tool rests, the wheels are 





well guarded, adaptable for use with wire 
brushes and buffing wheels. This grinder 
is furnished for A. C. or D. C. current. 





A New Combination Padlock 


This padlock is easy to operate, strong 
in construction, and is said to meet a long- 
felt want for an item of this character. 





It is readily operated by turning the dial 
to the combination numbers and the end 
dial downward. It may also be opened by 
touch. This is done by turning the dials 
upward until they stop, which is zero, and 
then by touch turning the dials to com- 
bination. 

Greene Tweed Corp. of New Jersey, 
9 Liberty Street, Newark, N. J., the manu- 
facturer of this padlock, states that it will 
be produced in an assortment of sizes and 
combinations, in wrought and cast brass or 
bronze. 


The Meyer Auto Snow Plow 


A light snow plow for use on passenger 
automobiles and light trucks has been 
placed before the trade. This standard 
model plow, weighing about 200 Ib., is 
attached to the front of a car by axle 
clamps, which may remain on the car all 
season. Two hinge bolts connect the plow. 
The weight is carried on a self-steering 
runner at the front of the plow. This holds 
the plow from one to four inches from 
the ground, as desired. 

The blades of this Meyer auto snow plow 





are 24 in. high and are said to be so con- 
structed to roll the snow, making a path 
well beyond the car wheels with very little 














resistance. Its manufacturer, The Empire 
Plow Co., Cleveland, Ohio, states that 
this plow saves shoveling, does not inter- 
fere with the steering of a car, and auto- 
matically takes the direction of the car at 
slightest turn of the wheel. Four models 
are produced. 


Apex Products in Color 


S. & A. Metal Products Co., Inc., 421 
Oneida Street, Syracuse, N. Y., is offering 
the trade new items in its Apex line, in- 
cluding all-metal window screens, all-metal 
louvered ventilators, and combination ven- 
tilators with screen backs. 

The window screens are constructed so 
that each strand of wire cloth is firmly 
held both horizontally and vertically. A 
narrow frame provides maximum air pas- 
sage. This item is both rigid and durable. 
Frames can be had in a variety of colors 
as well as black enamel. 

The louvered ventilators have specially 
designed louvers to allow free passage of 
air. They can be secured with wire-cloth 
backs, making a combination screen and 
ventilator for year-round service. The 
ventilators can also be secured in many 
different color finishes. 


Two Items for Table Use 


Of the new items placed on the mar- 
ket recently by Buffalo Lamp & Mfg. Co., 
Inc., 346 Ellicott St., Buffalo, N. Y., are 





several sugar bowls and cream pitchers. 
All the numbers in the line can be fur- 
nished nickel-plated or polished copper, 
silver-plated with either gold or tin lined. 
Cream pitcher No. 726 is illustrated. 








New Small Carpet Sweeper 


The Polly Prim Pick-Up Carpet Sweep- 
er has been placed before the trade by Pat- 
ent Novelty Co., Fulton, Ill. 

Weighing less than a pound, this sweeper 
is said to be so constructed that its action 
is positive and it is practical for use on 
rugs, carpets, linoleum or wood floors. 
This sweeper, designed as an auxiliary 
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cleaner for the home, is finished in crackle 
green and has a handle a yard in length. 
Packed in an individual carton, 24 to a 
shipping container. 





Long Handled Grass Shear 


Trimming the grass without kneeling or 
crouching is now possible when this new 
grass shear with the 36-in. handles is used. 
The 7-in. blades are of tempered cutlery 
steel, full polished. Handles are of hard 
wood with red waxed finish. These han- 
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dles are detachable, being put on by screw- 
ing to shank of the shear. Individually 
packed. Seymour Smith & Son, Inc., Oak- 
ville, Conn. 
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WASHINGTON NEWS LETTER 


Some Important Changes in Metal Schedule of Tariff Bill Pertain to Hardware 
Items.—Leaders of Both Political Parties Have Tentatively Indorsed Tax Reduc- 


(Washington Bureau of HARDWARE AGE) 
HE coalition of Democrats and ir- 
regular Republicans in the Senate 

made numerous important changes in 

the metal schedule of the tariff bill, 
including a number of hardware items. 

The regular Republicans, finding them- 

selves helpless, made no effort to pre- 

vent the coalition from _ dictating 
changes in rates, the revision generally 
being below those reported by the Com- 
mittee on Finance. There were excep- 
tions, however, where rates were in- 
creased through the action of the coali- 
tion. It was quite noticeable that in- 
creases it made applied to products of 
their sections of the country, a pro- 
cedure common to tariff making, and 
remindful of General Hancock’s classic 
that the tariff is a local issue. The co- 
alition affected to be especially solicitous 
regarding the welfare of the agricul- 
tural community and demanded a slash 
in rates on industrial products which 
the farmer uses—except where the 
products were important in the baili- 
wick of members of the coalition. 
Wire fencing and netting was one 
of the first hardware items to come in 
for a cut under the Finance Commit- 
tee rates. The Senate restored the duty 
of 50 per cent, existing in the pre- 
vailing law and continued in the House 
bill. The Finance Committee had pro- 
posed rates ranging from 5/16c. to 
9/16c. per square foot. The Senate 

Committee reduced the House bill rate 

on electrical products from 40 per cent 

to 30 per cent and the lower rate was 
adopted. The present rates range from 

30 to 40 per cent. The present rate of 

25 per cent on wood screws, continued 

by the House bill, was adopted. The 

Senate Finance Committee had pro- 

posed to transfer this item to the bas- 

ket clause, taking a rate of 45 per cent. 

Table, household, kitchen and hospital 

utensils and hollow or flat ware, com- 

posed of iron or steel, were left un- 
changed from the present law by both 
the House and the Senate, but the pro- 
posal of the Finance Committee to fix 

a common duty of 65 per cent on such 

ware when plated with platinum, gold 

or silver was defeated, and the House 
duties of 65 per cent for platinum or 
gold plated ware and of 50 per cent for 
silver plated ware were adopted. 

The Senate adopted the Finance Com- 
mittee amendment to eliminate drill bits 
in the hardware drill paragraph and to 








tion Program. 


By L. W. MOFFETT 


insert drills with a duty of 50 per cent, 
the present and House bill rates. The 
Senate limited the increased duty or ac- 
count of the alloy content to tools suit- 
able for use in cutting metal. Present 
rates on penknives, pocketknives, clasp 
knives, pruning knives, budding knives, 
erasers, and other knives which have 
folding or other than fixed blades, were 
adopted by the Senate. The Finance 
Committee had proposed increases to 
4c. each and 50 per cent ad valorem on 
knives valued at not more than 40c. per 
dozen as against the present rate of 1c. 
each and 50 per cent, while the House 
proposed a rate of 2c. each and 50 per 
cent. On knives valued at more than 
40c. and not more than 50c. per dozen, 
the Senate Committee proposed a rate 
of 7c. each and 50 per cent, as against 
the existing rate of 5c. each and 50 per 
cent, which the House bill continued. 
On knives valued at more than 50c. and 
not more than $1.25 per dozen and 
higher values rates adopted by the Sen- 
ate and continued by the House were 
left unchanged by the Senate. The 
House rate and present rate of 40 per 
cent on butts and hinges was adopted, 
while the Finance Committee had pro- 
posed a duty of 50 per cent. A flat rate 
of 60 per cent was adopted by the Sen- 
ate for pliers (other than slip joint), 
pincers, nippers and hinged hand tools, 
a reduction from the proposed duty of 
75 per cent. Present rates are stepped 
up according to value but are lower 
than those proposed by the Finance 
Committee. 

Muzzle-loading muskets, shotguns, 
rifles and parts were transferred to the 
free list by the Finance Committee, as 
against the House bill and present rate 
of 25 per cent, and in this instance the 
committee amendment was accepted. 
The committee also of its own volition 
reduced its former rates on shotguns. 
rifles and combination shotguns and 
rifles, and the reductions were accepted, 
so that the rates are practically the 
same as the House bill and present law 
provide. For guns and rifles valued at 
not more than $5 each, the rate adopted 
was $1.50 each; valued at more than $5 
and not more than $10 each, $4 each; 
valued at more than $10 and not more 
than $25 each, $6 each; valued at more 
than $25 each, $10 each; and an addi- 
tional 45 per cent on all of these guns. 
The House bill and present rate on pis- 
tols and revolvers was left unchanged, 





but the Senate adopted the Finance 
Committee amendment providing a duty 
of 50 per cent on parts and fittings. 

Shovels, spades, scoops, scythes, 
sickles, grass hooks, corn knives and 
drainage tools were left at a duty of 30 
per cent, carried in the present law and 
the House bill, but the Finance Com- 
mittee proposed an amendment, which 
was adopted, striking out forks, hoes 
and rakes, transferred to the free list. 

Because of fundamental differences 
in the Senate and House bills, such as 
that relating to the flexible provision, 
and also because the Senate has adopted 
the previously rejected debenture plan, 
there is a great deal of speculation as 
to whether or not the bill will ever 
come out of conference. Many are of 
the opinion that it will be killed, and 
Senator Reed of Pennsylvania has gone 
so far as to declare that tariff legisla- 
tion is already dead. 


Whatever may be the attitude of busi- 
ness toward the tiresome tinkering by 
Congress with the tariff, the announce- 
ment by Secretary of the Treasury 
Mellon of tentative approval by Re- 
publican and Democratic leaders of the 
Senate and House of the plan of the 
Treasury to enact a tax reduction pro- 
gram through a joint resolution of Con- 
gress has been hailed with pleasure. By 
cutting taxes down through such a res- 
olution prompt action may be expected, 
a proposal which is in striking con- 
trast to the long-drawn-out system of 
revision of the revenue law. The pro- 
gram, it will be seen, is one which 
ought to appeal generally to the pub- 
lic inasmuch as it was stated that the 
Treasury’s recommendation will prob- 
ably call for a 1 per cent reduction of 
the normal tax on the incomes of indi- 
viduals and corporations applicable to 
1929 incomes and payable in the cal- 
endar year. Under such a plan the first 
$4,000 taxable income will see a slash 
from 1% per cent to % per cent; on 
the second $4,000 from 3 per cent to 2 
per cent, and on the balance the present 
5 per cent will be reduced to 4 per 
cent. The corporation tax rate will be 
reduced from 12 per cent to 11 per cent. 
The total reduction of taxes to be col- 
lected during the calendar year 1930 
will amount, it is estimated, to approx- 
imately $160,000,000. 
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GENERAL MARKET NEWS 








Unseasonable Weather Retards Hardware Demand 
More Than Stock Market Liquidation 


NEW YorRK, Nov. 19.—Unseasonable weather has had a more de- 
pressing effect on the nation’s hardware demand than the liquida- 


tion in the stock market. 


Activity in holiday merchandise is the 


outstanding feature of the hardware trade at the present time. 
With Christmas rapidly drawing near orders for gift merchandise 


are being received in the customary healthy volume. 


Evidence of 


curtailed buying is almost entirely lacking. The demand for staple 
and shelf hardware has been well sustained at recent levels. 

The fact that necessities comprise the major portion of hardware 
stocks is the reason most often advanced by wholesalers and retail- 
ers in explaining why the recent downward trend in stocks has had 


but little effect upon the hardware industry as a whole. 


The light 


average of existing retail stocks is another factor. 
Prices are generally steady, although an easier tendency is ap- 


parent in some instances. 


The credit situation retains a satisfactory status. 


Collections, in 


the main, have a normally good average and some improvement is 


reported in certain sections. 





Price Average Week Nov. 3 
Was 93.3%, Says Fisher 


According to an announcement made by 
Prof. Irving Fisher of Yale University on 
Nov. 9, wholesale commodity prices for the 
week of Nov. 3, based on Dun’s quota- 
tions, averaged 93.3 per cent. 

The October average was 94.4 per cent. 
The purchasing power of the dollar was 
107.2 cents on a 1926 basis of 100 cents. 
The October average was 106.1 cents, says 
the Journal of Commerce. 

Crump’s index of English prices for the 
week on the revised 1926 level was 89.7. 
The October average was 90.6. 

The Italian index on the revised 1926 
basis for week ended Nov. 2 was 71.7. 


Crosley Lowers Screen Grid 
Radio Retail Prices 


Substantial reductions in the retail prices 
of five Crosley screen grid models and the 
Dynacoil speaker were recently announced 
by the Crosley Radio Corporation, of Cin- 
cinnati, Ohio. Reductions in the list prices 
range as high as $19.50. 

The Crosley 31-S, a seven-tube screen 
grid table model incorporating the Mono- 
trad receiving unit, which formerly re- 
tailed at $67, is now priced at $56.50. 

The Crosley 33-S, a console model also 
incorporating the Monotrad screen grid 
receiving unit, has been reduced from $115 
to $112. 





The Crosley 34-S, another console with 
swing doors housing the Monotrad unit, 
which formerly retailed at $125, is now 
listed at $116. 

The Crosley 41-S, a table model incor- 
porating the eight-tube Unitrad screen grid 
receiving unit, has been reduced from $85 
to $65.85. 

The Crosley 42-S, a console model 
housing the Unitrad unit, which formerly 
sold at $140, is now listed at $126. 

Prices on all five models do not include 
accessories. 

The Dynacoil table speaker, which for- 
merly retailed at $28, is now listed at $21.10. 

Western prices are slightly higher. 


Business Failures Declined 
Week of November 7 


Business failures for the week ended 
Nov. 7 number 319, as compared with 
338 last week, 334 in the like week of 
1928, 405 in 1927, 343 in 1926, and 
340 in 1925, according to Bradstreet’s. 
The Western States, which had the great- 
est number of failures last week, amount- 
ing to 84,, were superseded by the Middle 
Atlantic States, whose failures totaled 93, 
in comparison with 71 last week. In addi- 
tion to the decrease of failures in the 
Western section of the country, the figures 
for the Far West show a drop from 61 to 
2. 

R. G. Dun’s Review says: “With re- 
turns covering five business days only, fail- 
ures in the United States this week num- 
bered 402. That total compares with 414 





defaults reported for six days last week 
and with 363 insolvencies for five days a 
year ago. Comparing with the statement 
for this week of 1928, a rise appears this 
week in each geographical section, the in- 
creases ranging from 6 in the West to 
14 in the East. With the larger total of 
failures this week, the number with lia- 
bilities of more than $5,000 in each case 
was higher at 219, as against 183 similar 
defaults a year ago. 

“Numbering 49, Canadian failures this 
week compared with 40 last week and 50 
defaults reported a year ago.” 


Bank Debits Show Decline 
Week Ended Nov. 6 


Debits to individual accounts, as reported 
to the Federal Reserve Board by banks in 
leading cities for the week ended Nov. 6, 
which included but five business days in 
some of the reporting centers, aggregated 
$24,608,000,000, or 15 per cent below the 
total reported for the preceding week, and 
58 per cent above the total reported for 
the corresponding week of last year. 

Aggregate debits for 141 centers, for 
which figures have been published weekly 
since January, 1919, amounted to $23,579,- 
000,000, as compared with $27,948,000,000 
for the preceding week and $14,729,000,000 
for the week ended Nov. 7 of last year. 


Kolster Radio Corporation 
Reduces Brandes Prices 


Major price reductions in the list prices 
of Brandes console radio receivers have 
been announced by L. T. Breck, vice- 
president of the Kolster Radio Corporation. 

The Brandes B-15 model, formerly list- 
ed at $125.50, is now $97.50. The Brandes 
B-16 model has been reduced from $165 
to $136. 

Kolster receivers, in three console models 
incorporating remote control features, are 
priced from $175 to $500. 


Bank Clearings Show Gain 
of 56.7 Per Cent 


Bank clearings in the United States for 
the week ended Nov. 7, as reported to 
Bradstreet’s Journal, aggregated $17,487,- 
066,000, as against $21,575,765,000 last week 
and $11,158,844,000 in this week last year. 
There is here shown a decrease of 18.9 per 
cent from last week, but a gain of 56.7 
per cent over the like week a year ago. 
Canadian clearings aggregated $524,197,- 
000, against $513,388,000 last week and 
$490,113,000 in this week last year. 
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CHICAGO: 


(Chicago office of HARDWARE AGE) 


CHICAGO, Nov. 19.—With a rather weak market, here and there, 
hardware volume continues to hold its lead over last year and the 
holiday business, actual and in prospect, continues to develop in 


highly satisfactory fashion. 


Considering all angles, the trade is ap- 


proaching the end of the year amid optimism substantially based on 


orders. 


Retailers generally report steady patronage and many of them 
are making ready to reap extra business from the rush of holiday 
buying. Hardware merchants are taking more interest than ever 


in Christmas merchandise. 


Nearly every up-to-date line of juvenile 


goods is active and within the next few weeks will become more so, 
Makers of toys are operating 
at capacity to make delivery on present and prospective business. 

Building in Chicago and 43 suburbs is active, October having 
shown a gain of 70 per cent over September, but a loss of 27 per 


judging by every normal precedent. 


cent as compared with October of last year. 
tion in October was $28,373,895; September, $16,807,788. 


The value of construc- 
In the 


metropolitan area for October, 1928, however, the building volume 
wa $36,012,575. Builders’ hardware is moving currently at a fair 


rate; 


mostly modernistic to suit the swing of popular taste. 


Wire cloth is down. Leading manu- 
facturers in that line have announced 
reductions, now effective. Price tension 
on steel sheets is sagging somewhat 
and the mills are running at about 75 
per cent capacity, as compared with 85 
per cent a few weeks ago. But no 
lower prices on sheets have been an- 
nounced as yet for the open market, 
though concessions are obtainable for 
large mill orders. 

Rope trade is quiet, but, on account 
of the sisal shortage, there is some 
talk of an advance before spring ship- 
ments begin. There is a firmer feeling 
in the market for nails and wire and 
volume is fair. Anti-freeze solutions 
are showing their usual mid-November 
activity. 

Axes are moving at a good rate; 
both wood choppers’ and farmers’ axes 
are in positive demand. Bolt and nut 
volume is receding somewhat, though 
the market remains steady. Chain is 
strong and active. It is much the same 
in the poultry netting trade, which is 
developing future as well as current 
business. 


ALARM CLOCKS.—Volume continues 
to climb, particularly on colored clocks. 
No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Big Ben, plain dial, $27.48 per doz.; 
Big Ben, luminous dial, $37.92 per 
doz.; Big Ben, De Luxe Nickel, $31.68 
per doz.; Big Ben, De Luxe ‘Nickel, 
luminous dial, $42. ‘94 per dozen; Big 
Ben De Luxe colored, plain _ dial, 
$31.68 per doz.; Big Ben, colored, 
luminous dial, $42. 24 per doz.; Baby 
Ben, plain dial, $27.48 pet doz.; Baby 
Ben, luminous dial, $37.92 per doz.; 
Baby Ben De Luxe, nickel plain dial, 
$31.68 per doz.; Baby Ben De Luxe, 
$42.24 per doz.; 


nickel, luminous dial, 





Baby Ben De Luxe, colored plain dial, 
$31.68 per doz.; Baby Ben De Luxe, 
colored luminous dial, $42.24 per doz.; 
American, plain dial, $12.60 per doz.; 
American, luminous dial, 
doz.; American Colored Clocks, $12.60 
per doz.; Sleepmeter, plain dial, $16.80 


per doz.; Sleepmeter, luminous dial, 
$25.20 per doz.; Ben Hur plain dial, 
$21.12 per doz.; Ben Hur, luminous 
dial, nickel, $29.52 per doz.; Ben Hur, 
plain dial, colored, $21.12 per doz.; 
3en Hur, luminous dial, colored, 
$29.52 per doz.; Tiny Tim, nickel or 
colored finish, $18.00 per doz. New 
Model Pocket Ben atches, $12.60 
per doz.; New Model Pocket Ben 
Watches, luminous dial, $18.96 per 


doz. Lots of 2 dozen or more, all one 
kind or 
extra discount of 2% per cent. In 
lots of 6 dozen or more, all one kind 
or assorted, are subject to an extra 
discount of 5 per cent. Westclox and 
Watches, plain and luminous dials, 
may be assorted to obtain quantity 
discounts. 


AUTOMOBILE ACCESSORIES.— 
Though no nipping temperatures have 
come as yet, the thermometer has gone 
low enough to precipitate the annual 
November demand for anti-freeze solu- 
tions. 


They are moving rapidly. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO 

Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 3280, 
$6.50 each. 

Chains.—Nonskid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in., 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 


cylinder, 


duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13 oe 32 x 6.50, 
$27.60. Tubes, 30 x 3%, Mansfield, 


4.40, Mansfield, $1.50 


$1.30 each; 29 x 
Liberty, $1.05 each; 


each; 30 x 3%, 


$18.96 per 


assorted, are subject to an, 


some of the manufacturers are bringing out new designs, 





| former level. 





Volume Retains Lead Over Last Year—Prices 
Are Easier in Scattered Instances 


20 x 4.40, Liberty, 32 x 
6.50, $2.70 each. 
Less 10 per cent on 
12% per cent on tubes. 
Anti-Freeze Solutions. — Prestone, 
$3.80 per gal, in less than full case 
lots; in full case lots, $3.60 per gal. 


$1.29 each; 


casings and 


AXES.—Two classes of axes are mov- 
ing well, the warranted lines for wood- 
choppers and the service lines for farm 
yard and similar use. No early price 
changes are expected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

First quality axes, single bit, han- 
dled, 3 to 4 Ib., $18.75 to $20.00 per 
dozen; double bit, $23.75 to $25.00 per 
doz. Competition grade, single bit, 
handled, 3 to 4 Ib., $15.60 per doz. 


BICYCLES.—The early approach of 
the holidays is beginning to affect the 
movement of bicycles. The Christmas 
business in this line looks promising. 
Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Double Bar Motor-Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $22.60. 


BOLTS AND NUTS.—Volume for a 
week or so has not been quite up to its 
Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Carriage bolts cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 
All discounts are quoted from ‘‘full 
case”’ lists. 

BUILDERS’ HARDWARE.—Manufac- 


turers are now bringing out a number 
of new designs. Most of them are done 
in the modernistic fashion with narrow 
escytcheons. Prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper or 
dull brass finish, $2.16 per doz. pair 
in case lots; less than case lots, $2.34 
per doz. pair; 4 x 4 steel butts, old 
copper or dull brass finish, $3. 00 per 
doz. pair in case lots; less than case 
lots, $3.12 per doz. pair. Heavy steel, 


bevel, inside sets, $6.00 per doz. sets 
in case lots. Steel, bit-keyed front 
door sets, $1.55 per set. Wrought 
brass, bit-keyed front door sets, $2.60 
per set. Cylinder front door sets, 
$6.00 per set. 

CARPET SWEEPERS.—The sweeper 


business is considerably better than a 
year ago. Current trade is running in 
good volume. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bissel’s Standard, $36.00 doz.; Uni- 
versal Japanned, $42.00 doz.; Univer- 
sal, nickeled, $46.00 doz.; Grand 
Rapids, Japanned and colors, $44.00 
doz.; Grand Rapids, nickeled, $48.00 
doz.; American Queen, $54.00; Parlor 
Queen, $56.00. 


CHAIN.—Prices continue firm. Sales 
are active, though little more so than 
last fall. 


JOBBERS’ tap bye ed TO RE- 
TAILERS, F.O.B. CHICA 


%-in. proof coil chain, perk 00 cwt., 
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base; trade-marked coil chains, 40-10 
per cent list. 


COAL HODS.—Heavy-gage hods are 
getting the bulk of the demand. Prices 
well established. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Galvanized, 16 in., open $4 doz.; 
17 in., $4.30 doz.; 18 in., $4.70 doz. 
Japanned, open, 16 in., $2.95 doz. 
17 in., $3.25 doz.; 18 in. $3.65 doz. 
Galvanized, funnel, 17 in., $5.35 doz. 
18 in., $5.80 doz.; Japanned, funnel, 
17 in. $4.10 doz. 


COPPER RIVETS AND BURRS. — 
Sales equal those of last year at this 
time. Prices seem fairly firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Copper rivets and burrs 30 and 5 
per cent discount. 


ELECTRICAL GOODS AND RADIO 
EQUIPMENT.—Business on appliances 
is now under full swing, with no mar- 
ket changes. Radio is reported as sell 
ing well and at an increasing rate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Electrical Merchandise.— No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 ft.; 
in 1000 ft. lots, $10.50; %-in. brush 
brass key socket, 13c. each; lots of 
25, 12%c. each; two-way (Hemco) 
plugs, 30c. each; in lots of 10, 20c. 
each; two-piece attachment plugs, 5c. 
each; dry cells, boxes of 55, 32%c. 
each; less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; in lots of six, $3.90; 
Sunbeam, $5; in lots of six, $4.75; 
Percolator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batterie S, 
D 779 E, $1.40 each; case lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 771, $2.06 each; packages 
of 5, $1.92; No. 486, $3.20 each; pack- 
ages of 5, $2.97; No. 485, Layerbilt 
battery, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 75c.; UX- 
199, $1.20; WxX-227, $1. 50; UG-171A, 
$1.35; UX-250, $6.60 each; UX-245, 
$2.10 each; UX-224, $2.40 each. 


FLINT PAPER.—Demand is still sat- 
isfactory. Prices continue unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

9 x 11 sheets, in bundles, No. 9, 
$4.05 per ream; same No. 1, $4. 85 per 
ream; 8% x 10% sheets, in bundles, 
No. 0, $3.65 per ream; same, No. 1, 
$4.40 per ream; 9 x 11 sheets, in 
boxes, No. 0, 100 sheets per box, 84c.; 
9 x ll sheets, in boxes, No. 1, 75 
sheets per box T6c.; 8% x 10% 
sheets, No. 0, 101 sheets per box, 
76c.; 8% x 10% sheets, No. 1, 75 
sheets per box, 67c. 


FOOTBALL AND BASKETBALL 
SUPPLIES.—Business this week re- 
sembles that of a year ago in point of 
volume. Current movement is good. 
No price changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Goldsmith official seamless water- 
proof footballs, $9.35 each; Confer- 
ence footballs, $8.00 each; Scholastic 
footballs, $5.35 each; Amateur foot- 
balls, $1.70 each; boys’ footballs, 
genuine cowhide, $7. 75 per doz.; Spe- 
cial basketballs, 14.95 per doz.; 
Goldsmith official basketballs, lace- 
less with rubber valve, $14.00 each. 


FURNACE SCOOPS.—Trade continues 
brisk without price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
D-handle, competitive grade, $5.50 
per doz.; good grade, hollow-back, 
$9.00 to $10.00 per doz. 


GLASS AND PUTTY.—Sales have 








been keeping up steadily, although the 
annual slackening is likely to develop 
soon. Standard goods continue steady 
in price. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $3.90 per 100 Ib.; 
commercial $3.15 per 100 Ib. 


GRAIN SCOOPS.—Sales are still reg- 
istering a good volume. No price 
changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
No. 8, $14 per doz.; No. 10, $15 
per doz.; No. 12, $16 per doz.; No. 
14, $17 per doz. 


HAMMERS AND HATCHETS.—Prices 
and sales volume are about on a par 
with last year, with some improve- 
ment in nail hammers and holiday busi- 
ness. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 
Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50. 


HUNTERS’ SUPPLIES.—Though de. 
mand is fairly strong, colder weather 
will intensify it. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Drybak waterproof coats, $58.65 
per doz.; Drybak waterproof pants, 
$40.00 per doz.; Red Head brand 
coats, $61.35 per doz.; hip rubber 
boots, $5.00 per pair; mackintosh 
wading pants, $16.00 per pair. 


ICE SKATES.—Volume is moving out 
briskly, with excellent prospects for the 
winter. Prices seem likely to remain 
firm throughout the season. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Union Hardware skates, No. 1624, 
75c. per pair; No. 524%, $1.15 per 
pair; No. 624, $1.00 per pair. Chil- 
dren’s extension bob skates, 35c. per 
pair; Nestor Johnson Flyer skates, 
$5.25 per pair. 


NAILS, WIRE AND STAPLES.— 
Prices seem more stable and mills are 
evidently putting forth an effort for 
more attractive returns. Sales are 
about normal. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

L.c.l. quantities, common wire and 
cement coated nails, $2.95 base, car- 
loads, on application; steel cut nails, 
$4 base. 

No. 9 black annealed wire, $3.30 
per cwt.; No. 9 galvanized, plain 
wire, $3.75 per cwt.; catchweight 
spools, galvanized cattle or hog wire, 
$3.85 per cwt.; polished fence staples, 
$3.65 per ewt. 


PAINTS AND OILS.—tTrade is at its 
usual low seasonal ebb. Linseed is down 
2c. and turpentine is off a cent. An 
advance of 50c. a hundred pounds has 
taken effect on white lead. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Linseed Oil, Raw.—Barrel lots, 
$1.34 per gal.; 5 barrel lots, $1.31 
per gal. 


Linseed Oil, Boiled.—Barrel lots, 
$1.37 per gal.; 5 barrel lots, $1.34 
per gal. 

Denatured Alcohol.—Barrel lots, 
63c. per gal.; steel drums, extra, 
$10; returnable. 

Turpentine. — Drum lots, 69c. per 
gal., net. 

White Lead.—100 lb. kegs, $14.25 
per cwt.; 50 lb. kegs, $14.50 per 
cwt.; 25 lb. kegs, $14.50 per cwt.; 
12% lb. kegs, $14.75 per cwt. 

Shellac (4 lb. cuts).—White, $2.48 
per gal. in barrel lots; orange, $2.08 
per gal. in barrel lots; second grade 
white, $2.17; second grade orange, 
$1.82. 

English Venetian Red.—In barrels, 
54%4c. per Ilb.; in 100-Ib. lots, 6%c. 
per pound. 
oe Paste.—Barrel lots, 7%c. per 


POULTRY NETTING.—Both futures 
and current orders are active. Prices 
remain steady except on large mill 
shipments. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Galvanized before 61% per cent off 
i galvanized after, 56% per cent 
off. 


PYREX WARE.—tTrade is increasing 
and an attractive volume is looked for 
throughout the rest of November and 
December. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Round casseroles, 1 qt., $12 per 
doz.; 1% qt., $14 per doz.; 2 qt., B 
per 4doz.; ‘Oval casseroles, same 
prices as round; 8-in. pie plates, $6 
per doz.; 9-in. pie plates, $7.20 per 
doz.; small utility dishes, $8 per 
> large utility dishes, $14 per 
OZ. 





ROPE.—It seems possible that the sisal 
fiber shortage may yet affect rope 
prices before spring shipments begin. 
Current business is quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best manila, standard brands, base, 
22c. per Ib.; No. 2 manila, 20c. per 
lb.; finest sisal, 15c. per Ib.; No. 2 
sisal, 14%c. per lb 


STEEL SHEETS, FLAT OR CORRU- 
GATED.—Prices are not strong and 
mills are not a8 busy as they could be. 
Loose stock prices remain unchanged, 
though larger orders for mill shipment 
are shaded. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

24-gage, galvanized sheets, $4.90 
per 100 lb.; 24-gage black sheets, 
$4.05 per 100 Ib. 


TOYS.—Orders are being received in 
good volume. Some shortages seem 
sure to develop. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO 


Electric trains, from $4.15 to $30.00 
per set; Structor trucks, $8.00 per 
doz.; Erector sets, No. 1, 67c. each; 
No. 2, $3.33 each; Spirit of Saint 
Louis construction sets, $8.00 per 
doz.; Lincoln Logs, 65c. per set; 
double sets, $1.35 each. 


WIRE CLOTH.-—Leading manufactur- 
ers have reduced both painted and gal- 
vanized steel cloth; these new prices 
are now effective in this market. Some 
future orders are being booked. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Black, 12-mesh, $1.60; galvanized, 
14-mesh, $2.00; galvanized, 16-mesh, 
$2.30. Quantity orders command a 
suitable discount from these figures. 




















HARDWARE AGE for NOVEMBER 21, 





1929 





53 





(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH, Nov. 19.—Business continues to be rather sluggish, 
but this condition is attributed principally to weather conditions and 
the failure of holiday items to become active, rather than to outside 
influences. Jobbers in this territory do not yet see any definite ef- 
fect on their business brought about by the recent stock market 
break, but most of them feel that it is still too early to estimate what 
final results may develop. Sharp declines in the markets on primary 
metals, such as lead and zinc, will undoubtedly result in eventual 
reductions in prices of some hardware items, but probably not until 
after the first of the year. At present prices on a number of items 
may be defined as rather soft, although lower quotations have not 
become general. There is a general feeling that collections may be 
slowed up by recent financial developments, but any tendency in this 
direction has yet to make itself felt definitely. 

Jobbers who sent out lower prices on fence wire, both galvanized 
and annealed, have been forced to withdraw these prices because 
mills have refused to grant the usual parity between nail and wire 
quotations. Recent mill price reductions on nails are fully reflected 
in jobbers’ prices, but No. 9 annealed wire is again quoted at $2.90 
per 100 lb. Ammunition is still very active, as also are game traps 
and hunting supplies. Articles which depend upon cold weather 
for their most active movement are still comparatively dull, but im- 
provement is usually expected before the end of the month. 


The Pittsburgh iron and steel indus- a et tie tuer. oo Ey 
try has been rather sharply depressed tubes, $2.00; 31 x 5.25, "312.50; tubes, 
by the stock market decline, and busi- $2.05; 29 x 5.50, $12.65; tubes, $2.25. 
ness as well as operations have fallen Pera le te aay = se: 
off considerably since the beginning of 30 x’ 6.00, $16.65; tubes, $2.25; 31 x 
the month. Prices generally are weak, 6.00, $18.65; a 9 oe: eae 1h oe 
but rather untested in large tonnage tubes, $2.55... ee ae 
transactions, and seem to be holding on Prices in all instances are each 
the small orders which are reaching the and are subject to discounts of 12% 


z : 2 z per cent on tires and 15 per cent on 
mills in fair volume. The railroads and tubes. 


rail equipment builders are still ac- ‘ 
BATTERIES.—Demand for flashlight 


counting for a large part of the steel ngue s 
tonnage which is now being placed, but batteries is seasonably good, but radio 


activity in this line can hardly offset dry cell units are quiet. 





the greatly curtailed shipments to the - Anne F. oY attaaunen, 
automobile industry. The lack of busi- sin “— 
ness from Michigan companies has been Saeenaee Paainaee 
felt particularly by the manufacturers 22 $2.06 
of flat rolled steel products and steel ee 
bars, and some steel companies whose 2.80 
products are not widely diversified are = 
not running at more than 50 per cent of .97 
capacity. = 
9 
ARMS AND AMMUNITION.—Ammv- 79 
nition sales are still very active, but No. 6 dry cells, ignition type, unit 
jobber business is now mostly in fill-in packages, 36c. each. 
orders. This business is expected to we S50 eae: gee Pag as 
keep up well past the first of the year. 191%%c.; No. 750, 13%c.: No. 791, 13c. 


Hot Shot.—No. 1461, $1.67; No. 1661, 
AUTOMOBILE TIRES AND TUBES. $2.37. 
—This line is very quiet and special 
dating terms being offered by some job- 
bers are not developing a great deal of 
business. 

JOBBERS’ QUOTATIONS TO RE- 


expected to move in any quantity at | 











31 x 5.00, $10.65; tubes, $1.85; 32 x and antique copper, less than case 














this time of the year, and the present | 


TAILERS, F.O.B. PITTSBURGH: season is no exception. Prices are un- | 
Mansfield tires, Ae A ey YRS changed. 

29 x 4.40, $7.40; tubes 5 x - 

$8.25; aoe $1.60; 29 x 4.75, $9.55; JOBBERS ap gle tne BY RE- 

tubes, $1.70: 29 x 5.00, $9.90; tubes, TAILERS, F.O.B. PITTSBURGH: 

$1.75; 30 x 5.00, $10.20; tubes, $1.80; Butts.—Ball tip, plated, dull brass 


p | +T S B U R ? Unseasonable Weather Retards Sales— 
2 Some Prices Have Been Reduced 


lots in 3 x 3 in., $18.50 per 100 pairs; 
3% x 3% in., $10; 4 x 4 in., $30. 
Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.85; 10 in., $4.80; 
extra he avy T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in.,. 
$11.60; light, 2, 3 in., $11 per pair; 


4 in. $12.60. 

Hasps.—Hinges without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; 6 in., $1.05; safety, 3 in., 


97c. per doz.; 4% in. $1.14; 6 in., 
$1.60. 


Garage Sets.—Swinging hinges, 10 
in., $3 per set. 

Lock Sets.—Heavy beveled, brass 
inside, $17 per doz.; front door, $2.50 
per set; steel inside, $5.25 per doz.; 
front door, $1.65. 


COAL HODS AND SHOVELS.—Busi- 
ness has not yet reached the volume 
which might be expected at this time 
of the year, but a period of cold 
weather would stimulate sales consid- 
erably. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Coal Shovels, Monongah, No. 1, 
$14; No. 2, $14.50; No. 3, $15 per doz. 
Gail black, No. 1, $12; No. 2, $12.50; 
No. 3, $13 per doz, Gail polished, No. 

i, $13; No. 2, $13.50; No. 3, $14 per 
doz. Pacemaker ‘black, No. i, Glas 
No. 2, $12.50; No. 3, $13 per doz. 
Pacemaker half polished, No. 1, $13; 
No. 2, $13.50; . ig 3, $14 per doz. 
Black gold, No. $18; No. 2, $18.50; 
No. 3, $19; No. i? $20 per doz.; Coal 
Hods, Japanned, No. 5, 16 in., $3.25; 


17 in. $3. 60 per doz.; Galvanized No. 
10, 16 in., - 30; 17 in., $4.75; 18 in., 
$5.2 25; 20 in., $7 per doz. Galvanized 
No. 76S, $8. and galvanized No. 86S, 
$8.40 per doz. Galvanized No. 25, 
15 in., $5.50; 17 in., $6 per doz. 


GAME TRAPS.—The trapping season 
will also benefit from colder weather, 
but jobbers are shipping a considerable 
number at this time, and daily sales are 
improving. 

“JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 

Diamond No. 21, $1.35 per doz.; No. 
2114, $2.44 per doz.; No. 22, $3.36 per 
doz. 

Victor No. 1, $1.38 per doz.; No. 
1%, $2.44 per doz.; No. 2, $3.36 per 
doz. 

Triumph No. 1, $1.32 per doz.; No. 
%, $2.20 per a 


| LANTERNS.—A steady demand con- 


tinues at unchanged prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Gasoline Lanterns.—No. 220, $5.95 
each; No. 228, $6.30 each; No. 327, 
$4.70 each. 

Kerosene Lanterns.— Monarch 
Clear, $8 per doz.; Monarch Ruby, 
$10 per doz.; Junior Tin, $8.50 per 
doz.; Junior Brass, $15.75 per doz.; 
Little Wizard, $8.50 per doz.; D-Lite, 
$13 per doz.; Junior Wagon, $17.25 
per doz. 


BUILDERS’ HARDWARE. —Products | | +e TOOLS.—tThere is 
listed under this classification are not | no particular activity in these products, 


| but business is considered normal. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. rity emt 


Circular Saws.—6 in., $2.25 each; 
8 in., $3.00; 10 in. 6. Os 

Cross Cut Saws.—Simonds Crescent 
Ground, Nos. 13, 22, 113, 133, 324 and 
325, 5 ft., $5.40; 5% {t.; 96; 6 %.; $f. 

Electric Drills.—No. 141, $24 each; 
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No. 142, $32; No. 122, $48; No. 562, 
$35.20; No. 382, $41.60. 
Files.—Disston, 50 and 10 per cent 
off list. Nicholson and Black Dia- 
mond, 50 per cent off list. Simonds, 
50 per cent off list. 

Garage Vises.—No. 43, $2 each; No. 
43%, $3; No. 14, $5. 


PAINTING SUPPLIES.—Paints are 
rather quiet and prices of white lead, 
linseed oil and turpentine are un- 
changed this week. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(white and dark greens, 15c. per gal. 
higher); white lead, 14%c. per lb, in 
100-lb. lots; 10 per cent less in lots 


of 500 lb. or more, and extra 4 per 
cent less on lots of a ton or more; 


turpentine, 66c. per gal., in barrel 
lots; raw linseed oil, 17c. per Ib., in 
barrel lots. 


RADIATOR AND REGISTER 
SHIELDS.—Some jobbers are pushing 
these items rather strenuously right 
now, and are reporting a fairly good 
volume of business. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Gem Adjustable Radiator Shields 
with Water Pan Humidifier 


Gold Bar Walnut 
Aluminum Mahogany Ivory 
Each Each Each 
No. 1W $3.50 $4.20 $3.85 
No. 1AW 3.85 4.55 4.20 
NO. BW ...sa 4 3.85 4.55 4.20 
No. 3W .. 4.20 4.90 4.55 
No. 4W ..... 4.20 5.25 4.90 
No. 6W ... 4.55 5.60 §.25 
No. 6W .. 4.90 6.30 5.60 
No. 6BW ... 4.90 6.30 5.60 
No. 7W ... 5.25 6.65 5.95 
No. 8W 5.60 7.00 6.30 


Register shields for floor use, Nos. 
1 and 5, $12 per doz.; No. 10, $10 per 
doz. 

Register shields for wall use, 
2 and 15, $6 per doz.; No. 20, 
per doz. 


ROLLER SKATES.—Activity 
pected to improve as holiday buying 


Nos. 
$5.20 





. | 
1s ex- 


sets in, but this line is rather quiet at 
present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Union Hardware Co. line, No. 2, 
70c. per pr.; No. 3, 75c. per pr.; No. 
10, $1.05 per pr.; No. 5, $1.45 per pr. 

Winslow line, No. 38%, $1.45 per 
pr.; No. 38, $1.60 per pr.; No. 38, rub- 
ber tire, $2.50 per pr. 

Winchester line, No. 3831, $1.35 per 
pr.; No. 3832, $1.45 per pr. 

Chapin line, No. 103, child's skate, 
75c. per pr. 


SASH WEIGHTS.—tThe market is very 
quiet, with prices unchanged at $42 a 
ton, f.o.b. Pittsburgh. 


STOVE PIPE.—Business is only fair, 
and retailers’ stocks are comparatively 
heavy just now. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Lustro stove pipe, 3-in., $6.75 per 
doz.; 4-in., $7.50 per doz.; 5-in., $9.00 
per doz.; 6-in., $10.50 per doz. 

Lustro stove pipe elbows, 3-in, 
$4.50 per doz.; 4-in., $5.25 per doz.; 
5-in., $6.50 per doz.; 6-in., $7.75 per 
doz. 


VENTILATORS.—Demand is reported 
as disappointing by some jobbers, but 
business will undoubtedly improve be- 
tween now and the first of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Continental line: De-Fiekt-Air 
center ventilators) No. 63, 
$2.50; No. 87, $3.00; No. 88, $4.70; No. 
117, $4.35 per doz. net. Continental 
wood frame cloth ventilators, No. 
V-836, $2.00; No. V-923, i No. 
V-937, $2. 20: No. V-949, 3.75: No. 
V-959, $4.40; No. V- 1537, $3.45; No. 
V-1549, $5. 06 per doz. NET. Conti- 
nental metal frame cloth ventilators, 
No. 833, $2.50; No. 837, $2.80; No. 845, 
$3.75; No. 1137, $3.45; No. 1145, $4.40: 
No. 1487, $5.00, and No. 1445, $5.00 
per doz. NET. 

Diamond E, No. 33, $3 per doz.; No. 
01, $4.40 per doz.; No. 02, $4 80 per 
doz.; No. 03, $5.60 ee doz.; No. 1, 
$5.20 per doz.; » $5.60 per doz.: 
No. 3, $6. ” per Ay ; "No. 4, $7.60 per 
doz.; No. 5, $8.40 per doz. 


1929 
eet Ventilators, No. 2, 
$1.75; No. $2.00; No. 4, $2.50; No. 
5A, $3.00; No. 6A, $4 ; No. 6B, $4.50; 
and_ 6C, 5.00. These are ST 


EACH prices and subject to a deal- 
ers’ discount of 33% per cent. 


WIRE PRODUCTS.—Jobbers who re- 
cently reduced prices on plain fence 
wire have been forced to recall these 
quotations, because mill prices have not 
declined in sympathy with nails. Quo- 
tations are now the same as they were 
a few weeks ago. Demand is quiet. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Fence Wire 


per 100 Ib. Annealed Galvanized 
No. a to 9 gage...... $2.90 $3.35 
Oy AD Sick se eunedsenade 2.95 3.40 
No. i pea ealee ha cee 3.00 3.45 
PE ts+aeeneeeewdae 3.05 3.55 
DD sieves kuaneaws 3.15 3.70 
Le | See 3.25 3.90 
SS Berber rere ree ee 3.45 4.20 
SU, MD obese enanedenns 3.65 4.40 


Barbed wire (per 80-rod spool): 


ROE MIRED: 3 ic 6ev obs aren eons 2.74 
DEED BONE. 05 5.0 sow oi0.s 0.2'o sv.5 49-945 2.93 
INE I nn Sb sok ieRce dws aes swe Sa 3.16 
S=POINE CRLEO csscsccssccssescces 2.92 
2-point cattle (special) Sp iaise dae 2.10 


Field Woven Wire Fence (per 100 
rods): 


BONNER Svcés buss se Nsapaneceeee ce $39.80 
MEOLD 34 sh Gebers shea eeene ates 55.80 
ot Ee rr err rrr 27.70 
CUE iss aiseh ub seak sav ane eesue 37.00 
_ 2 RE Sr ere eer crs 35.80 
po das DROLET TEE LOCO EE 49.20 
Poultry and rabbit, No. 14% gage: 
oe EOS Pree reper ree $36.50 
DR EE. Sr 5p Be Gal are <0 bon be eS 44.00 
RED TEED Noes eag sh osessussoeeds 49.50 
Smaller mesh 
SL re ey ies - $37.00 
SU CE 655 peeiscc abacus sccdeee 44.50 
SS SES sy er 52.00 
PH IEEEE ses suueeLausdserers ses oe 60.00 


Steel Fence Posts: 


Galvanized Painted 
Tubular Angle Steel 








SS Se ey eee GO, WEN ass 55 cn0 
6% Jn 55c. each 38c. each 
7 7h 65c. each 40c. each 
BU. Wie! sic cckeceke seaeen cee 45c. each 
soprient nails, base, per keg, $2.65 to 





TWIN CITIE 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, MINN., Nov. 19.—Cold weather merchandise is be- 
ginning to move in earnest, not only in hardware lines, but in all 


other lines as well. 


Glass and putty is selling very well, with other 
cold weather hardware items showing good volume. 


Weather strip, 


window ventilators, heating accessories, are all showing activity in 


retail stores. 


Sporting goods for hunting are still in demand, with some interest 


developing in skates and snow goods. 


this class of trade. 


Stocks are in readiness for 


Radio is claiming even more attention, and this 


year seems to indicate even better sales possibilities than any 


previous one in this line. 
profitable. 


Many hardware stores have found it most 


Prices are firm, showing little tendency to change, and there are 


no changes to report this week. 


AXES.—Sales are showing a steady 
growth. Stocks are well filled, and 
prices are firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 


Single bit, 


base weight, unhan- 


dled axes, $15 to $16.50; double bit, 
20.00 to $21.50; single bit, handled, 
19.25; double bit, handled, $24.25 
doz. net. 


BOLTS.—Call for bolts is steady with 
prices unchanged. 


Winter Lines Are Moving Briskly— 
Prices Are Firm with Few Changes 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 
BALE TIES.—Demand is good, and 
prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Single loop, 9% x 14, $1.51; 9% x 15, 
$1.36; 91% x 14, $1.53 per bundle. 
BRADS.—tThere is a fair demand for 
this time of the year. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Wire brads, in 25-lb. box, at 75 per 
cent from lists. 
BUILDING PAPER.—Sales are fairly 
good, and prices are firm. 


JOBBERS’ eyerTAse. TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Red rosin sized building paper, 
$2.60, and tarred felt, $2.80 cwt., net. 


CHAIN.—Sales show a fairly good call 
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for chains. 
ing into demand with the approach of 
winter driving time. Prices have not 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Log chain, coppered, 4% x 14, $17.75; 
5/6 x 14, $16.75; % x 14, $15.00, log 
chain, self colored, %4% x 14, $16.25; 
5/16 x 14, $15.25; % x 14, 7 50; proof 
coil chain, % in., $14.00; % i $11.25; 
¥% in., $10. 50; %& in., $10. 25 ne. net. 


COAL HODS.—Sales are improving 
with stocks well filled. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Coal hods, japanned, open, 17-in., 
$3.25; 18-in., $3.85; funnel, 17-in., 
$4.30; 18-in., $4.90; galvanized, open, 
17-in., $4.70; 18-in., $5.10; funnel, 
17-in., $5.80; 18-in., $6.30 doz., net. 


EAVES, TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Demand is 
slowing down for the winter. Prices 
show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Eaves trough, 5-in., slip joint, sin- 
gle head, galvanized, in crates, $5.25; 
6-in., $6.40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4-in., $6.85 
per hundred feet; conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


FIELD FENCE.—Call for fencing is 
diminishing as the fall farm work 
draws near its end. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Field fence, 9 ga., top and bottom, 
11 ga., intermediate, 26 in. high, 
$36.69 per 100 rods net, with other 
heights in proportion. 
FILES.—Shops and garages are buy- 
ing steadily for their needs. Prices 
show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Nicholson files, 50 per cent, and 
— brands, 60-10 per cent from 
st. 


GALVANIZED WARE.—Demand is 
good with stocks ample. Prices are 
firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Standard galvanized pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., $4.70; stock 
pails, 16-qt., $4.70; 18-qt., $5.50; 

No. 1, $7.15; No. 2, 


standard tubs, 
$8. No. 3, .35; heavy, No. 1, 
$13. 26; No. 2, "$14. 40; No. 3, $15.60 doz. 
net. 


GLASS AND PUTTY.—This is har- 
vest time in this line with stocks well 
filled. Prices show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
lb. steel drums, $5.35 cwt., net. 


NAILS.—Deliveries 
prices unchanged. 


are fair with 


Auto skid chains are com- | 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Standard wire nails and cement 
coated wire nails, $3.00 per 100-lb. | 
keg, base. } 


PYREX OVENWARE.—Demand i 
good with stocks well assorted. Price 
show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
No. 623, casseroles, $1.00; No. 


| 
casseroles, $1.17; No. 634 casseroles, | 
1.31; No. 212 bread pans, 60c.; No. | 
| 





s | 
Ss 


643 


$ 
200 pie plates, 67c.; No. 209 pie plates, 





60c.; No. 231 utility dishes, 67c.; No. 
24 tea pots, $2.00; No. 26 tea pots, 
$2.33; No. 953 percolator tops, 7c. 
each, net. 


REGISTERS.—Sales show a good vol- 
ume with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 


SANDPAPER.—Call for sandpaper is 
still good with stocks in good condition. 
Prices show no changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No, 1, 78c. per box of 75 sheets; gar- 
net No. 1, $15.68 per ream, net. 


SASH CORD AND WEIGHTS.—Call 
for these lines is beginning to decrease 
as the building season is closing. 
Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Sash cord, best grade, 65c. lb. base; 
second grade, 38c. lb.; third grade, 
27c. lb., base, net, and cast iron sash 
weights, $1.95 cwt., net. 


SCREWS.—Demand remains fairly 
good with stocks well filled. Prices 
have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent; 
flat head brass, 374% per cent; round 
head brass, 32% per cent from lists. 


SIDEWALK SCRAPERS.—Demand is 
beginning to develop for the winter. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Sidewalk cleaners, True Temper, 
7 x 5-in. blade, $7.20; Rough and 
Ready, same size, $5.35 per doz., net. 


SKATES.—The real selling season has 
not yet started, but retail stocks are on 
display, interest is growing. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Ice skates, Nestor Johnson North 
Star, aluminum, $6.75; nickel plated, 
E- 15; Union, No. 590 and 590L, $5.25; 

No. 595 and 595L, $5.25; No. 550, $6. 00: 


pair, net. 

No. 5 Union roller skates, $1.45; 
No. 6, $1.65; No. 4, $1.45; No. 130, 
$1.80; No. 130L, 

Winchester, Boys’, No. WI1B, $1.30; 
Girls’, No. W1G, $1.4 0. 

Chieftain, $1.45 pair, net. 

SNOW SHOVELS.—Demand is sstill 


light in a retail way. Dealers are 
ready for the sales which are sure to 
develop. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Snow shovels, steel blade, straight 
handle, $4.15; D handle, $4.65; gal- 
vanized steel blade, D handle, 15% x 
17-in., $10.00; same, 16 x 21-in., $10.65 
doz., net. 


SOLDER.—Call for solder is steady 
with fair volume. Prices have not 


| changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Warranted half and half solder, 
29e. lb., and strictly half and half 
solder, 30c. lb., in 100-lb. boxes, net. 


STEEL SHEETS.—Deliveries are 
showing a fair volume with prices un- 
| changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. 
Galvanized 
(base) $5.00; 


TWIN CITIES: 


steel sheets, 24-ga. 
black steel sheets, 24- 





ga. (base), $4.15; Armco galvanized 
steel sheets, 24-ga. (base), $6.45 cwt., 
net. 


STEEL TRAPS.—Call for this line is 
still rather light, but dealers anticipate 
the average amount of sales for the 
season. Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Victor steel traps, No. 0, $1.10; No. 
1, $1.38; No. 1%, $2.44; No. 2, $3.36; 
Oneida jump traps, No. 0, $1.59; No. 
1, $1.83; No. 1%, $2.81 doz., net. 


STOVE BOARDS, PIPE, ELBOWS 
AND DAMPERS.—Sales are showing 
good totals in these items. Prices are 
firm with no indications of changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Crystallized stove boards, 28 x 28, 
$16.65; 30 x 30, $19.35; 36 x 36, $27.00 
doz., net. 

Stove pipe, uniform blued, 28-ga., 
knocked down, 6-in., $12.00 per 100 
lengths; elbows, 6-in., common iron, 
corrugated, $1.35; adjustable, char- 
coal iron, $2.00; dampers, cast iron, 
wood handle, 6-in., $1.15; wire handle, 
$1.15 doz., net. 


TIN.—Deliveries are showing a fair 
amount of business in this line. Prices 
are steady with no indications of a 
change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing tin, 20 x 28, 
8 lb. coating, IC, $14.75 box, net. 


WINDOW VENTILATORS.—Demand 
is very good with stocks ready for the 
call. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 
Window _ ventilators: ke oa 
No. 837, $2.80; No. 1137, $3.45; No. 
1145, $4.40; No. 14387, $5. 00; De-Flekt- 
Air, No. 63, $2.50; No. 87, $3.00; No. 
88, - 70; No. 117, $4.35; Diamond E, 
No. 01B, $3.60; No. 01, $4.40; No. 2, 
$4. 80; No. 03, $5.60; No 1B, $4. 40; 
No. i $5.20; No. a $5. 60; No. 3, Tar 
No 3L, $7. 20; 4, .60; 5, 
net. NOW urldbest, 

75; No. 3, $2.00; = * 
5 6A, $4.00; No. 
each list, with 

dealers’ discount of 334% per cent. 


WIRE.—Demand is slowing up with 
the end of the season “just around the 
corner.” Call for fence wire is dimin- 
ishing, and stocks are being graded 
down accordingly. Prices show no 
changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.Q.B. TWIN CITIES: 

Galvanized barbed cattle wire, $2.97 
per 80-rod spool; galvanized barbed 
hog wire, $3.18 per 80-rod spool; No. 


9 (base), smooth, galvanized wire, 
$3.45 cwt., and No. 9, smooth, black 
wire, $3.00. 


WRENCHES.—Sales are showing a 
good volume of busness. Prices are 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineer wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nut, 10 in., $1.70; 12 in., 


$2.60; 15 in., $2.75 each, net. 
Snap-on Wrenches.— Radio and 

electric set, in metal cases, $2.75; 

No. 101, Master Service Sets, $13.75; 


No. 202, Heavy Duty Sets, $3.80; No. 
404 Flexible Socket Set, $8; No. 608, 
Crankcase Drain Plug Soc kets, $3.20; 
No. 90, Square Socket Set, $3.70: No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 33% per 
cent discount. 

Crescent, 6 in., $5.64; 8 in., $6.96; 
and 10 in., $8.64 doz., net 
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NEw YorRK, Nov. 19.—Increased activity in holiday lines began to | 
register with metropolitan hardware jobbers on Armistice day. 
Dealers are purchasing toys, electric appliances, cutlery, juvenile 
vehicles and other Xmas merchandise in large quantities at pres- 
ent. Jobbers continue to report the demand as being little af- 
fected by the liquidation in the stock market, but they do complain 
— the unseasonable weather has retarded sales of many winter 
ines. 

Building operations in the metropolitan territory for the month 
of October gained 25 per cent over the preceding month, according 
to a report issued by the F. W. Dodge Corporation, which says, in 
part: 

“During the month of October the New York State and northern 
New Jersey District had $101,603,100 in contracts awarded for new 
building and engineering work. This total represents an increase 
of 25 per cent over the preceding month’s record but was off 46 per 
cent when compared with the same month of last year. 

“The major items in the September construction record were the 
following: $42,405,900, or 42 per cent of all construction, for resi- 
dential buildings; $16,084,500, or 16 per cent, for public works and 
utilities; $15,151,300, or 15 per cent, for commercial construction, 





and $10,825,600, or 11 per cent, for educational buildings. 
“Contracts awarded since the first of the year amounted to $1,184,- | 
737,300 against $1,540,935,400 for the corresponding period of last 


year, a decrease of 23 per cent. 


“In contrast to other figures the contemplated new work reported 
during the past month show an enormous increase of 239 per cent 
over the preceding months and a 90 per cent increase over October 
of last year, indicating a favorable prospect for increased building 
October contemplated work amounted to $287,- 


in the future. 
436,500.” 


Prices, for the most part, are steady. Recent revisions have been 
Miller Falls, solid center, auger bits have 
been advanced slightly. Eveready Radio “C” Battery, No. 771, 
formerly 42c., has been reduced to 35c. 
formerly $2.10 per dozen, are now $2 per dozen. 
Collections continue to deserve a normally good rating. 


of minor importance. 


Nesco oil cook stove wicks, 





AIR MOISTENERS, RADIATOR. — 
This item is in excellent demand on 
current orders. Prices remain un- 
changed and stocks are well filled. 


JOBBERS’ ag eg ge | i RE- 
TAILERS, F.O.B. NEW YOR 

Nesco Air Moisteners, silver a gold 
finish, $5 per doz. 


ANTI-FREEZE SOLUTION. — Early 
business has been light due to the un- 
seasonable weather. Prices are steady. 


JOBBERS’ ag bag TO RE- 
TAILERS, F.O NEW YORK: 
Eveready Gecpiene, % gal. 
$1.90; gal. cans, $3.60; 1% gal. 
$5.40 each. 


ASH SIFTERS.—This article is fairly 
active at present, although colder 
weather will stimulate the demand. 
Prices remain unchanged and stocks are 
complete. 


JOBBERS’ svete RE- 
TAILERS, F.O.B. NEW Y 

— galvanized ash sifters, $2.00 
eac 


cans, 
cans, 





In lots of 12 $22.50 per 


dozen. 


BOLTS AND NUTS.—The usual activ- 
ity is reported. Prices are steady and 
stocks are of ample size. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts and lag screws, all 
sizes, 60 per cent off list. 
. Stove bolts, 75 and 10 per cent off 
ist 
Machine bolts, all sizes, 60 per cent 
off list. 
Step bolts, 50 per cent off list. 


or more, 


BUTTS.—Normal sales volume is re- 
ported. Steady prices prevail and 
stocks are well filled. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Steel butts, 3 by 3 and 3% by 3%, 
18 cents per pair for less than case 
lots; in case lots, 16 cents per pair; | 
4 x 4, 24% cents per pair in less 


than case lots, and 23 cents per pair 





in case lots. 


CHRISTMAS TREE LIGHTS. — In- | 


, Activity of Holiday Lines Is Feature— 
* Prices for Screen Wire Are Announced 


crease activity is apparent. Stocks are 
adequate and prices are unchanged. 

JOBBERS’ qucTarone TO RE- 

TAILERS, F.O.B. NEW YORK: 

Propp sets, No. 842, 85c.; 
. 78, $2.15; No. 
’ ‘No. ‘3000, 
; No. 306, 87c.; No. 305, 87c., and 
a 310, $1.38. Prices are each and 


‘Noma ottfits, “ ge $3.94; No. 
116, $4.54, and No. , $3. 00. Prices 
are each and no thayg 

Christmas tree lamps, No. 77, 
Mazda assortment (100 in set), ‘$6. 90: 
No. 78, Mazda lamps, 10 in a x, in 
following colors: red, blue, green, 
orange, opal pink, yellow and purple, 
10 to 100, $7.10 per 100; 100 or more, 
$6.90 per 100. 


CLOCKS.—All numbers are active but 
colored clocks are leading in popularity. 
Prices remain unchanged and stocks are 
well filled. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Alarm clocks: America, $1.05; 
America, luminous, $1.58; Sleep- 
Meter, $1.40; Sleep-Meter, luminous, 


$2.10; Ben Hur, $1.76; Ben Hur, lumi- 
nous, $2.46; Big Ben, $2.29; Big Ben, 
luminous, $3. 16; Big Ben De Luxe, 
$2.64; Big Ben De Luxe, luminous, 
$3.52; Baby Ben, $2.29; Baby Ben, 
luminous, $3.16; Baby Ben De Luxe, 
(any finish), $2.64; aby Ben De 
Luxe, luminous, $3.52; Tiny Tim (any 
= $1.50. Prices are each and 


net. 
Auto clocks, plain dial, $1.50 each; 
$1.05 each; 


luminous dial, $2.10 each. 
Watches, Pocket Ben, 
Pocket Ben, luminous, $1.58 each. 
Extras on alarm clocks in lots of 
two dozen, 2% per cent; on lots of 
six dozen or more, 5 per cent. 
FIREPLACE FIXTURES.—A better 
demand is reported this season than 
prevailed last. Prices are without 
change and stocks are complete. 


JOBBERS’ og gh ee | TO RE- 
TAILERS, F.O.B. NEW YORK: 


Andirons, black finish, ‘32. 50 to $6~ 
per pair; black-brass balls, $7.50 to 
$9.75. per pair; Flemish, $5.50 to 


$11.55 per pair; Swedish, "$5. 75 to $7 
per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets, black finish, $4.85 to $ 
per set;  black-brass balls, $6.7 
Flemish, $7.65 to $9 per set; Barat 
antique, brass, $7.65 a $9 per set; 
Swedish, $7.75 per se 

Grate ‘baskets, Rey ‘finish, $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 

Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 
each; Swedish, $8.65 each, and Burnt 
antique, brass, $8.65 each. 


GARAGE SETS.—A fairly active de- 
mand continues to register for this 
item. Prices remain unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Garage sets, $2.40 per set; for six 
or more, $2.10 per set. Garage door 
holders, $1.75 per pair; for six or 
more, $1.60 per set. 


ICE SKATES.—Moderate weather has 
retarded sales to some extent. Prices 
are without recent change. Stocks are 
practically unbroken. 


JOBBERS’ at ag thy I TO RE- 
TAILERS, F.O.B. RK: 
Union ice ae gn outfits, 
men’s No. 90, $5.25; No. 290, $6.00; 
ladies’ No. 90L, $5.25, and No. 290L, 


$6.00. 
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Racing outfits, men’s, No. 95, $5.25, 
and No. 925, $6.00; ladies’, No. 95L 
$5.25, and No. 295L, 5.00. 

Club outfits, men’s, No. 212, $3.75, 
and ladies’, No. 213, $3.75. 

Professional hockey outfits, men’s, 
No. 390, $6.65. 

These prices are net per pair. 
Men’s shoe sizes in all cases are from 
4 to 11, and ladies’ shoe sizes in all 
cases are 3 to 9 


JUVENILE VEHICLES.—The entire 
line is very active on holiday orders. 
Prices are steady and stocks are com- 
plete. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Velocipedes, No. 840, $5.95; No. 841, 
eed No. 842, $6.90, and No. 843, 
8.15 each; No. 850, $7.50; No. 851, 
$7.80; No. 852, $8.15; No.853, $9.70. 
Sidewalk cycles, No. 900. $9.40; No. 
910, ue 65 each; No. 922, $17.50, and 
No. $17.50 each. 

an wagons, No. 750, $1.80 
each; No. 751, $2.25, and No. 761, 
$3.25 each. Doll carriages, No. 200, 
$1.60; No. 216, $3.35; No. 222, $3.90, 
and No. 232, 36. 50. Prices are each 
and net. 

Doll coaches, No. 262, $3.65; No. 
266, $6.25, and No. 270, $10. 95. Prices 
are each and net. 


LAMP CORD.—A normally healthy de- 
mand prevails. Prices are without re- 
cent change and ample stocks are on 
hand. 


JOBBERS’ QUOTATIONS Mh RE- 
TAILERS, F.O.B. NEW YOR 

Lamp cord, prices are per 060 3 
18 ga. 1/32 silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, 500 
brass, white, green and brown, 500 
ft. on a spool, $9.50; silk covered 
twisted lamp cord, white only, 250 ft. 
on a spool, $13; 18 in. 1/64 cotton 
covered lamp cord, maroon, white 
and dark brown, 500 ft. on a_spool, 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white, maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown’ with 

marker, and oak tan with marker, 
500 ft. on a spool, $4.25; 18 ga. 1/32 
cotton twisted lamp cord; green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton, reinforced cord, 250 
ft. on a spool, ‘$16. 50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $18.50 


MAIL BOXES, RURAL.—Sales have 
improved at the prevailing lower price 
Ample stocks are on hand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

No. 2 Government Approved R. F. 
D. Mail Boxes, $2.50 each. 


NAILS.-—Business in this staple line 
is about normal. Some price concessions 
have been reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Wire nails, Standard New York 
Stock extras apply to the following 
base prices in the localities indicated. 
Base price for New York City, 
Brooklyn, Queens, New Jersey and 
Staten Island is $3.45 per keg, in lots 
of 10 kegs or more, $3.35, in West- 
chester County, $3.55 per keg, and in 
lots of 10 kegs or more, $3.45 per 
keg. In Nassau and Suffolk Coun- 
ties, $3.60 per keg, and for lots of 10 
kegs or more, $3.50 per keg. 


POULTRY NETTING. — Orders for 
spring delivery are being booked. Nine- 
teen thirty prices are quoted. 
JOBBERS’ i ag TO RE- 
TAILERS, F.O.B. NEW YORK: 
1 to 12 rolls, 55 per nai discount; 
13 or more rolls, 57% per cent dis- 
count, f.o.b. dealer’s store. 





RADIATOR SHIELDS. — Business is 








brisk in this line. Prices remain un- 
changed and well filled stocks are on 
hand. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Gem Adjustable Radiator Shields 
with Water Pan Humidifiers 


Gold Bronze Walnut 
Aluminum Mahogany Ivory 


Each Each Each 
No. 1W_....$3.50 $4.20 $3.85 
No. LAW .. 3.85 4.55 4.20 
No. 2W . 3.85 4.55 4,20 
No. 3W . 4.20 4.90 4.55 
No. 4W . 4.20 5.25 4.90 
No. 5W 4.55 5.60 5.25 
No. 6W - 4.90 6.30 5.60 
No. 6BW . 4.90 6.30 5.60 
No. 7W - 5.25 6.65 5.95 
No. 8W 5.60 7.00 6.30 


ROLLER SKATES.—Indoor ring skat 
ing is responsible for a fairly active 
demand in certain territories. Prices 
are steady and stocks are complete. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Roller skates, Union line. extension 
web heel and ‘toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates asscessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 19c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
65c. per 100, and toe clamps, 12c. per 
pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball 
bearings, $1.45 per pair; Redskin line, 
for boys or girls, 85c. per pair. 

Chicago line, No. 181, $2.65; No. 
183. $2.75; No. 185, $2.75; No. 101, 
$1.33; and Nos. 103 and 105, $1.38 per 
pair. 


ROOFING., — Considerable activity is 
reported in this line. Unchanged prices 
prevail and adequate stocks are avail- 
able. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS. F.O.B. NEW YORK: 

Roofing Certain-Teed, 1 ply, $1.21; 
2 ply, $1.57, and 3 ply, $1.84 per roll. 

Major Slate Surfaced Roofing, Red, 
$1.98; Blue-black, $1.93, and Green, 
$1.93 per roll. 

Corporal Tale Surfaced Roofing, 
1 ply, 94 cents; 2 ply, $1.17, and 3 
ply, $1.39 per roll. 

Guard roofing. 1 nly, $1.03; 2 ply, 
$1.35, and 3 ply, $1.66 per roll. 

Certain-Teed, Slate Surface Roof- 
ing, Red. $2.11; Blue-black, $2.11, and 
Green, $2.11 per roll. 

Slater’s felt, 87 cents per roll. 


SASH CORD.—Activity is normal in 
character. Prices were recently low- 
ered. The prevailing reduced prices are 
quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Sash cord, Samson Spot, No. 7, 
62c.; No. 8, 61¢c.: Aetna. No. 7, 29c. 
ner Ib.; No. 8, 28c. per Ib. Phoenix, 
No. 7, 43c. per Ib.; No. 8, 42c. per Ib. 


SCREWS.—Demand is normal. Prices 
are without change and stocks are well 
filled. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Wood screws, flat head, _ bright 
iron, 45 and 10: round head, blue, 40 
and 10: round head, iron, nickel 
nlated. 25 and 10: flat head. galvan- 
ized, 17% and 10: flat head, brass, 
37% and 10: round head. brass. 32% 
and 10. These discounts avply to 
new standard screw lists. Full pack- 
age lots take an extra 5 per cent. 
Machine serews, flat and round 
head, brass. 60 ner cent discount. 
Iron, 60-71% per cent discounts. 


SLEDS. 
sponsible for a light demand, although 








JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50; No. 
2, $3.163,; No. 3, $4.00; No. 4, $4.3314: 
No. 5, $5.8314; ‘Ir. Racer, $3. 50, and 
Racer, $4.33%4. 

Fire Fly, “No. 9, $1.14; No. 10, 
$1.36%4; No. 11, $1.71; No. 12, $1.9334, 
and Racer, $1. "9834 

Allen sled oi og No. 1, $1.00 each. 

Perfection adjustable sled back, 
No. 10, $1.06 each. 


JOBBERS'’ eh FN sg aie, RE. 
TAILERS, F.O Ew 

ALL PRICES. ARE EACH “AND 
NET. 

Stove pipe, black iron, 28 gage, 12 
lengths in a bundle, 4 in., 12c.; 4% 
in., 138%c.; 5 in., 15c.; 5% in., 164c.; 
and 6 in., 19c. 

Stove pipe elbows, black iron, 28 
gage, 12 in a bundle, 4 in., 15c., 4% 
in., 15%c.; 5 in., 16c.; 5. i. 1G 
and 6 in., 18c. 

Pipe dampers, “se iron, wood han- 
dle, 4 in., 914c.; 4% in., 10c.; 5 in., 
10c.; 5% in., lic.; - € in., 11% c.; 7 in., 
16%c., and 8 in., 26%4c.. 

Flue stops, tin rim, lacquered, 
diameter, 8 3/16 in., 12 in a box, 64c. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3i4e.; 4% in., 
8i4c.; 5 in., 3%4e.; Bi in., 4 1/6c.; 
6 in., 4 7/12. c. and 7 in., Be. 

Stove pipe wire, plain iron wire, 
50 ft. in a box, 12 boxes in carton, 
19 gage wire, 40c. per carton, and 18 
gage wire, 45c. per carton. 

Stove lifter, nickel plates, cold 
spiral loop handle, 12 in a box, 6%c. 
each net. Stove pokers, nickel plated, 
cold spiral handle, 12 in a box, 4 x 
18 in., 6%c. each; % x 24 in’, 15c. 
each. Never Break Poker, 19c. each. 

Furnace pokers, wrought iron, 3 ft., 
$e:;, 4 ft., 84c.; 5 ft., $1.00, and 6 ft., 


Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, japanned, round han- 
dle. 3 in a bundle, 8 in. handle, 52c.; 
12 in. handle, 6c.; 15 in. handle, 9c. 
Galvanized, one piece steels, round 
handle, 3 in a bundle, 12 in. handle, 
7c.; 14% in. handle, 11c.; extra heavy, 
japanned, scoop, 6 x 9 in., round 
handle, capped end, 25% in. overall, 
3 in a bundle, 11%4c.; Never Break, 
6 in a bundle, 38c. 

Stove boards, 30 x 36 n., $1.48: 30 
x 42 in., $1.77; 18 x 18 in.. 60c.; 24 x 
24 in., 73c.; 26 x 26 in., 80c.; 28 x 28 
in., 90c.; 30 x 30 in., $1.05; 32 x 32 
in., $1.25, and 35 x 35 in., $1.55. 


TIRES AND TUBES.—tThis line 
rather quiet. Prices remain unaltered. 


JOBRERS’ ip Ah Oo A iy TO RE- 
TAILERS, F.O.B. NEW YORK: 

Mansfield tires, 4 ply, balloon type, 
29 x 4.40, $7.40; tubes, $1.50; 30 x 
4.50, $8.25; tubes, $1.60; 29 x= 4.95, 
$9.55; tubes, $1.70; 29 x 5.00, $9.90; 
tubes, $1.75; 30 x 5.00, $10.20; tubes, 
$1.80; 31 x 5.00, $10.65; tubes, $1.85; 
32 x 5.00, $11.75; tubes. $1.90; 28 x 
5.25, $11.10; tubes, $1.85; 30 x 5.25, 
$11.90; tubes, $2.00: 31 x 5.25, $12.35; 
—— $2.05; 29 x 5.50, $12.65; tubes, 


Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35: 
30 x 6.00, $16.15: tubes, $2.25; 31 x 
6.00. $16.65; tubes, $2.30; 32 x 6.00, 
$16.96; tubes, $2.40; 33 x. 6.00, $17.55: 
tubes, $2.55. 

Tire display racks, $10.00 each. 

Prices in all instances are each. 


JOBBERS’ ae ca TO RE- 
TAILERS, F.O.B. NEW YORK: 

Child’s garden sets with 18 in. 
handles. Net. No. 1 10c. each: No. 6, 
17c. each, and No. 9, 30c. each. 

Arcade toy lawn mower, No. 564, 
55e. each, in lots of 12 or more, 50c. 
each; No. 565, &5c. each; in lots of 
12 or more, 75c. each. 


there is some activity on holiday or- 
ders. Prices are steady. 


STOVE GOODS.—An excellent demand 
is reported for practically the entire 
line. Ample stocks are on hand at un-- 
changed prices. 


is 


TOYS.—Substantial improvement in the 
demand is reported. Prices are steady 
and stocks are considered adequate. 
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Bissel’s top carpet sweepers, Lit- 
tle Helper, 16%c. each; Little Gem, 
31%c. each; Little Jewel, 831¢c. each; 
and Bissel Junior, 1.33%%c. each. 


TRAPS, GAME.—A good demand is re- 
ported. Prices are unchanged and 
stocks are complete. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
= game traps, ve. 0, $1.20; 
No. $1.50; No. 1%, $2.70, and No. 
2, $3. 70. Prices are net per =o. 
Victor jump traps, No. 0, $1.75; No. 
1, $2.00; No. 1%, 05, and Ro. 2, 
$4. 80. Prices are net per dozen. 


VENTILATORS.—Trade is brisk in this 
line. Through an error old prices on 
the “De-Flekt-Air” line were quoted 
last week. The current advanced prices 
are quoted herewith. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Continental ventilators, De-Fliekt- 
Air (metal center), No. 63, $2.60; No. 
87, $3.20; No. 88, $5.00, and No. 117, 








$4.70. These prices are net per 
dozen, 

Continental wood frame _ ventila- 
tors, No. 83 15; No. 923, $2.15; 
No. 937, $2.35; No. 949, $4.00; No. 959, 
$4.65; No. 3.65, and No. 154 
$5.3 These prices are net per 
dozen. 

Continental metal frame, cloth 
ventilators, No. 833, $2.65; No. 837, 
$3.00; No. 845, $4.00; No. 1137, $3.65; 
No. 1145, $4. 65; No. 1437, $5.35; and 
No. 1445, $6.00. These prices are net 
per dozen. 

Diamond E_. ventilators, No. 01, 
~ 36; No. 02, $4.80; No. 03, $5.58; No. 

$5.20; No. 2, $5.60; No. 3, $6.39; 
No. 4, $7.59 No. 5, $8.40. Prices are 
net per dozen. 

bathroom 


Diamond E ventilators, 
size, No. 01B, $3.60; No. 1B 
Prices are net per dozen 

Liberty all steel louver “ventilators, 
No. 33L, $4.50, and No. 37L, $5.00 
Prices are net per dozen. 

Wurldsbest window ventilators, No. 
2, $1.75; No. 8. $2.00; No. 4, $2.50; 
No. 5A, $3.00; No. 6A, $4.00; No. 6B, 
$4.50, and No. 6C, $5. 00. These prices 
are list each and subject to a deal- 
er’s discount of 33% per cent. 


WEATHERSTRIP.—Moderate weather 


$4.41. 





has retarded the usual activity. Prices 
remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Weatherstrip, Home Comfort, ma- 
roon or white, $30 per thousand feet; 
competitive grade, maroon, $16.50 per 
thousand feet, and white, $18 per 
thousand feet. 

Felt weatherstrip, 60 cents per 
carton. Wool Weatherstrip, No. 25, 
80 cents per carton, and No. 75, 
$2.00 per carton. 


WIRE CLOTH.—Prices for the 1930 
season are quoted herewith. Orders for 
spring delivery are being booked. 


JOBBERS’ pgp ed TO RE- 
TAILERS, F.O.B. NEW RK: 
First quality, Black, 12 piney $1.85; 
First quality, Galvani zed, 14 mesh, 
4 Competitive Quality, Gal- 
vanized, 14 mesh, $2.15; First Qual- 
ity, Bronze, 14 mesh, $5. 80; Competi- 
tive Quality, Bronze, s mesh, $5.75; 


First Quality, Coppe 14 mesh, 
$e:40; Competitive Quality, Copper, 
5. 


Prices are quoted for 100 sq. ft., 
f.o.b. dealer’s store. March ist dat- 
ing is allowed. 





BOSTON: 


(Boston office of HARDWARE AGE) 


BosTON, Nov. 19.—November is half passed with its upsetting in- 


fluences on business as a result of stock market conditions. 


Jobbers’ 


sales in this period were disappointing only because they had been 
set at a much higher mark to shoot at, a point which is all the 
more stressed because sales the past week show a slight falling off. 
It is a felt that retailers are more conservative than before; that cur- 
rent orders passing through jobbing houses are smaller than they 
should be; that perhaps buying power has been diminished; that 
retail collections from charge customers are slower than usual. 

On the other hand, we have the Government for authority that de- 
posits in New England savings banks are increasing while those in 
other sections of the country are decreasing. We have the average 
New England stock market investor reinvesting in securities now 
that those of other sections of the country have sold out at loss; we 
have retail hardware dealers meeting their obligations more prompt- 
ly than they have in months; we have a better general retail New 
England trade than at this time last year, yet it should be added that 
big sales are the result of inducements to the buying public; we have 
workers in New England still employed at good hours and wages; we 
have a bunch of farmers, thanks to current poultry, butter, cheese, 
egg and potato prices, making money. It therefore appears that the 
New England retail hardware dealer has little to shake his confi- 


dence in the future. 





AIRCRAFT.—Of the many kinds of 
toys available today, aircraft are about 
as popular as any. As a matter of fact, 
certain local jobbers maintain aircraft 
have sold better than most kinds. Fur- 
ther, the call for the better class of 
merchandise is fully as great, if not 
more so, than for the cheaper models. 


JOBBERS’ eg ed TO RE- 
TAILERS, F.O.B. BOSTON 

Aircraft Builders.—No. OOAB, $8 per 
doz., net; No. 0AB, $16; No. 1AB, $28; 
No. "2AB, $40. 

Glide-O-Planes.—No. 00GP, 80c. 
doz. net; No. OGP, $2; No. IGP, cal 





Spirit of St. Louis.—No. $1 
each list; No. 951, $1.50; No. 362, $3; 
No. 953, $5. 

FI ing Planes.—No. 955, $1 each 


y. 
list; No. 956, $1.50. 
Hangar Sets.—No. 958, $1 each list. 
ae Beacon Lights.—No. 959, $3.75 each 
Reeseraitien Sets. — Zeppelin, No. 
os, ——— list; No. 961, $1.50; No. 

Discount.—33% per cent. 
Aeroplanes.—No. 1011, $4 per doz. 
net; Zeppelins, No. 1017, $4; No. 2017, 
$8. Combination aeroplanes and 
Zeppelins, No. 2019, $8; C-Er-Fly, 
No. 10, $8. 


AUTOMOBILE ACCES SORIES.— 


| 





Savings Bank Deposits Are Increasing — 
Dealers Are More Conservative in Purchases 


Manufacturers and jobbers have adopt- 
ed a retail price list for tires and tubes, 
and have discontinued the former deal- 
ers’ list. In addition, yearly quantity 


| discounts on goods aggregating $500 


and upward are allowed. In adopting a 
retail price list it is hoped and intended 
that retail distributors will be placed in 
a position to make a profit on such mer- 
chandise. Retailers in numerous in- 
stances are taking advantage of current 
conditions to cover their requirements 
because spring datings still hold good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Tires.—Competitive, clincher, extra 
heavy, ee — —" x 3%, $5.60 
each, list; 31 x 4, $9.40; 32 x 4, $10.10. 
Discount 12% and 10 ae cent. 

Tires.—Mansfield line heavy duty 
cord, clincher, 30 x 3%, $7.25 —. 
list; straight side, 30 x 3%, $9.8 31 


x 4, $12; 32 x 4, $12.80; ay 315.65; 
32 x 4%, $17.30; 33 x 4%, $18; 34 x 4%, 
$18.60; 33 x 5, $23.50. Discount 12% 


and 10 per cent. 
Tires.—Mansfield line, truck, 8-ply 


4%, "$24.55; 30 x 5, $28.40; 34° x 5, 
$33.70; 35 x . 34.50. 10-ply, 32 x 6, 
$47.15: 36 x 6, $51.80; 38 x 7, $72.60. 


12-ply, 36 x s $94.85; 40 x 8, $101.80. 
Discount 30 per cent. 
Tires.—Mansfield line, balloon, 4.40- 
4 $7.80 gach, list; 4.50- *~ $8.85; 5.00- 
$11; 5.25-1 $12.35; 25-20, $13.25; 
5 0. 19 $14.10; _ heavy / Boag 6- ply, 4 40- 
21, 11.50; 5.25-21, $16.35; 5.50-20, 
$17.85; 6.56-19, $22.30; 7.30-20, $34.50. 
Discount 12% and 10 per cent. 
Tires.—Mansfield line, balloon, 
double service, 4.50-21, $17.45 each, 
list; 5.25-21, $25.45; 6.50- 18, $33.75; 
6.50- 20, $34. 50; 6.50- 21, $36.15. Dis- 
count 30 and 10 per cent. 
Chains. —30 x 3%, $4.50 a pair, 
$5 


. 29 x’ 5.25, $6.75; 30 x 


. $6.75; ae 5.25, $7. One to nine 
pair: discount 30 per cent; 10 to 49 


pair in one shipment, 35 per cent 
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discount; 50 pair in one shipment, 40 


per cent discount. 
BATTERIES.—Despite the fact that 
all-electric receiving sets are in order, 
the number of so-called old fashioned 
battery sets is still tremendous. And 
because of the broadcasting of foot- 
ball games batteries evidently are be- 
ing used up faster than usual. At 
least current demands being made on 
jobbers for batteries, particularly the 
better or higher priced ones, has been 
very good of late. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Batteries. — Radio, wet, No. 
A6RHAZ7, $13 each list; No. BARC120, 
$17.50; No. BLK120, $15; No. BARC- 


100, $15. Discount 50 per cent. 
Batteries.—Columbia, dry cell, in 
lots of 50, 32c. each net, freight al- 
lowed. Hot Shot, in barrel lots, No. 
1461M, $1.65 each net; No. 1562M, 
7 In less than 
N er es No. 

1562M, $2.07; No. 1662M, $2.4 

Radio. —Dry cell, in lots “y 50; No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 5, No. 767, less than unit packages, 
$2.06 each net; unit packages, $1.92. 
.vo. 770, less than unit packages, $3; 
unit packages, $2.80. No. 772, less 
than unit packages, $2.06; unit pack- 


ages, $1.92. Storage batteries, 6 to 9, 
$9.75 — net; 6 to 11, $11.10; 6 to 
13, 


BLANKETS.—Weather conditions have 
been against the sale of blankets, yet 
sales the past week showed quite an 
improvement. It is assumed that the 
buying is belated and prompted by the 
realization that blankets will be re- 
quired in a rush by the public before 
Dec. 1. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 
Blankets.—Stable, kersey; 76 in., 
$1.60 each net; heavy burlap lined, 76 
in., $2.20; extra heavy burlap lined, 
72 in., $2.25; 76 in., $2.35; 80 in., $2.50; 
84 in., $2.60; heavy burlap lined with 
ity "wide web, 80 in., $2.50; 84 in., 
0 


Planet, 80 x 84 
Quatz, 84 x 90 in., 
Rain- 


Blankets.—Street, 
in., $2.20 each net; 
$2. 75; Ranger, 84 x 90 in., $3; 


bow. 84 x 90 in., $3.50; Summit, 84 
x 90 in., $4.90; Perry, 84 x 90 in., 
$5. For lining and leathering, $2.50 


per blanket should be added to the 
cost. 


CELLO GLASS.—We have arrived at a 
time in the year when cello glass should 
begin to sell more freely. That fact is 
reflected in a better movement of goods 
out of jobbers’ stocks. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 

Cello Glass.—In 100 ft. rolls, 36 
in., 12c. per sq. ft. net, in 50 ft. 
rolls, 12%c.; 50 ft. rolls, 28 in., 
In ordering 10 100-ft. rolls 
equivalent, a discount of ‘%c. 
sq. ft. is allowed. 


KEGS.—A lot of retailers a year ago 
thought that 1928 would just about 
wind up the demand for kegs. Strange 
to say, kegs have sold better in 1929 
than expected, and jobbers have had to 

replenish stock to cover retail needs. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. BOSTON: 
Kegs.—Oak, varnished, 5-gal., 

each net: 10-gal., $1.70; 15-gal., 

30 gal. 


2N-gal., $2.25; 25-gal., $2.65; 
$2.85: 50-gal. (not varnished), $3.9 


NAILS.—The wire nail market is show- 
ing considerable fluctuation. According 
to jobbers, the trouble lies with the 
mill. First prices are marked up and 





then down. The recent advance of 5c. 
a keg, base, has been rescinded. List 
prices, both store and mill, just now are 
back on their recent low level, so the 
net reduction on this movement is 
minus 20c. Prices on other kinds of 
nails do not change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Nails.—Wire, from store $3.20 per 
keg base; from mill, in car lots, $2.45 
per keg base, f.o.b. Pittsburgh; in 
less than car lots, 2.70. _Cement 
coated nails, in car lots, $2.75 per 
keg base, f.o.b. Pittsburgh; in less 
than car lots, $3. Cut nails; from 
store, $4.25 per keg base; galvanized 
cut nails, from stock, 8d, and smaller, 
$6.25 per 100 Ib. base; "darger sizes, 
$6.85. Mill shipments, 8d, and smaller, 
$5 base; larger _ sizes, 35. 
Hardened steel floor, direct ship- 
ments, $7.60 f.o.b. Wareham, Mass.; 
from store, $8.10. Western cut nails, 
direct shipments, in less than car 
lots, $3.50. Tremont cut nails, direct 
= $3.95 per keg, f.o.b. Ware- 
am. 


NUT CRACKERS AND PICKS.—Pre- 
sumably because of the fast drawing 
near of the Thanksgiving season there 
appears to be more doing in this class of 
merchandise, say jobbers. It apparent- 
ly is certain that retail stocks are small 
and that there is a call for the class of 
goods carried by the average retail 
dealer. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Nut Crackers. — With icks, No. 
272, $3 a doz. sets net; No. 80, $9. 
Crackers, No. 46, 85c. a doz. net; No. 
F. $1.35; No. 21, $2.75. 


PERCOLATORS.—Some of the leading 
manufacturers of percolators are offer- 
ing their most attractive numbers at 
slightly reduced prices, and retailers in 
no small numbers are taking advantage 
of current prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOST 
Percolators. gg oi ag yo & 
Clark line, No. 69, $2. 75 each, roti 


No. 466, $2.75; No. 76, $2.75; No. 
$3.10; No. 476, $3. 10; No. 479, $3. rt 


POULTRY SUPPLIES.—In common 
with other wire mill products, poultry 
netting staples have been marked down 
5e. by jobbers, closely following an ad- 
vance of that much. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Incubators.—No. 40, $1.75 each pet 
style E, No. 14, $11. 50; No. 16, $19.25; 
17, $25.73; No. 1, $16.25; No. 2, 
5;’No. 3, $40.43; ‘No. 4, $47; No. 
90. 


Brooders.—Oil burners, No. 27A, 
200 chicken capacity, $12.25 each net; 
No. 28A, 350 chicken capacity, os: 
No. 80, 350 chicken capacity, $13.2 
No. 81, 500 chicken capacity, $15. 05: 
No. 101, 500 chicken capacity, $18.5 
No. 102, 1000 chicken capacity, $22. 0B: 
350 chicken 


Coal burners, No. 117, 
capacity, $11. 55 No. 118, 500 chicken 
capacity, $15.05; No. 119, 1000 chicken 


capacity, $18. oh Electric burners, No. 


90, 50 chicken capacity, $10.15; No. 
91; 100 chicken capacity, $13.83; No. 
92, 200 chicken capacity, $17.33; No. 


93, 300 chicken capacity, $20.65. 
Poultry Netting.—From stock, hex- 
agon, galvanized after weaving, 50 
and 10 per cent discount. Direct mill 
shipments, galvanized after weaving, 
50 and 60 per cent discount. 
Staples. — Galvanized, in 100 Ib. 
kegs, $6.05 per cwt.; in 10 lb. cartons, 
$7.30; in 1 Ib papers, $8.30; in % Ib. 
papers, $9.05; in %4 lb. papers, $10.80. 
Direct shipments, in car lots, $4.30 
per ewt.; in less than car lots, $4.55. 


ROASTERS.—A somewhat better, al- 
though by no means active, demand for 
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the various kinds of roasters on the 
market is noted. The average retailer 
is ordering conservatively yet at the 
same time endeavoring to have a va: 
riety of sizes and styles on hand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Roasters. — Wagner, cast iron, 
round, No. 1267, $1.82 each net; No. 
1268, $2.10; No. 1269, $2.38; No. 1270, 
$3.43. Universal, aluminum, No. §91, 
$3.31; No. 892, $4. 05; No. 893, $4.36. 


SHOT.—Jobbers intimate that a change 
is in the making on shot prices, but 
they are not prepared to give details. 
Judging from the recent action of the 
lead market it is assumed the change, 
if any, will be downward. 


JOBBERS’ agile Lh TO RE- 
TAILERS, F.0O.B. BOSTON 

Shot.—Air rifle, 5c. size, "$3.85 per 
case net; Boy Scout, 10c. size, $4.25 
per case; B shot and larger, $2.65 
per bag (25 Ib.). 


SLEDS.—Despite the lack of snow in 
New England some of the largest retail 
sellers of sleds are placing flattering or- 
ders with jobbers in Boston. It is as- 
sumed here that such buyers are rely- 
ing on jobbers rather than buying from 
manufacturers direct, as is their usual 
custom. The average little retail 
dealer has no interest in sleds at the 
moment. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


rage li gg ong 8 Me 99, $10.80 
per doz. net; No. $12; No. 150, 
$14.40; No. 200, 318: a 250, $20.40; 


Flexible Fliers, No. 
3.17; No. 3, 


Framed sleds, No. 52, 
$17.40; Clipper, No. 2, 
$14.40: No. 6, $18. Baby sleighs, No. 
0, $10.80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 


VENTILATORS.—On certain types of 
Continental De-Flekt-Air ventilators 
slightly higher prices are being asked. 
Otherwise, however, this class of mer- 
chandise remains unchanged in price. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0O.B. BOSTON 
Continental ventilators, De-Flekt- 
Air (metal center), No. 63, $2.50; No. 


87, $3.00; No. 88, $4.70, and No. 117, 
$4.35. These prices are net per 
dozen. 

Continental wood frame ventilators, 


No. 836, $2.15; No. 923, $2.15; No. 937, 
$2.35; No. 949, *$4.00; No. 959, $4.65; 
No. 1537, $3.65, and No. 1549, $5.35. 


These prices are net per dozen. 

Continental metal frame, 
ventilators, No. 833, $2.65; 
$3.00; No. 845, $4.00; No. 1137, $3.65; 
No. 1145, $4.65; No. 1437, $5.35, and 
No. 1445, $6.00. These prices are 
net per dozen. 

Wurldsbest window ventilators, No. 
2, 7 No. 3, $2.00; No. 4. $2. 50; 
No.: $3.00; No. 6A, $4.00; No. 6B, 
$4. 50, cal No. 6C, $5. 00. These prices 
are list each and subject to a deal- 
er’s discount of 3344 per cent. 

Diamond E cloth window ventila- 
tors, adjustable, No. 01B, $3.60; No 
1, $4.40; oy 02, $4.80; No. 03, $5.60; 
No. 1B, $4.40; No. 1, $5.20; No 2; 
$5.60: No. 3, $6.40; No. 3L, $7.20; No. 
4, $7.60, and No. 5, 40. 

These prices are net per dozen. 

Diamond E, adjustable cloth louver 
Ha tg metal frame, No. 6, 
$6.80; No $8.00, and No. 8, $10.00. 
Same with “temnae wire louver venti- 


cloth 
No.837, 


lators, all metal, No. 9, $10.00, and 
No. 10, $12.00. These prices are net 
per dozen. 

Liberty Louver’ ventilators, all 
metal, No. 33S, $3.20: No. 33L, $4.00, 
and No. 37L, $4.80. These prices are 
net per dozen. 














60 


HARDWARE AGE for NOVEMBER 21, 


1929 





CINCINNATI: 


CINCINNATI, 


market continues at about the same rate as October. 


(Cincinnati office of HaRDWARE AGE) 


Nov. 19.—Demand for hardware articles in this 


District job- 


bers indicate that the demand for staple articles is being well sus- 
tained and that seasonal merchandise is reacting noticeably with 


weather conditions. 


Among the staple goods, flashlight batteries 


are displaying unusual activity and jobbers report that the year’s 
business in this item will be larger than last. 


Seasonal merchandise is selling in spurts. 


As the weather be- 


comes brisker, the demand for cold weather articles increases sud- 
denly, but when weather conditions moderate the demand dimin- 
ishes accordingly. Despite this fluctuation, the average volume of 
business in these items is about on a parity with that of October. 
Prices continue at the present levels and no changes are antici- 


pated in the near future. 


Although recent recession of stock market prices has caused a 
tightness in the money market, a careful watching of accounts by 
both jobbers and retailers is tending to keep the credit situation in 


fairly satisfactory condition. 


AUTOMOBILE ACCESSORIES.—Ties 
and tubes continue to show a good 
sale, although seasonal items fluctuate 
with weather conditions. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Balloon Cord Casings 


High Medium Low 

Grade Grade Grade 
2 eee $11.55 $7.40 $5.95 
Lo! ee 12.45 8.25 6.60 
Se ee 13.65 9.85 bem 
a ee 14.15 10.25 8.40 
LO ae 16.55 12.30 10.10 
BERD 6:00:0000% 19.45 14.35 11.85 
eee 19.95 14.75 12.20 

High Pressure Cords 

ut Meee $4.50 
eS) ree $10. 00 $7. 50 5.25 
OS eer 0.90 8.90 
PE rs Gacbebsoee 14.20 1 50 9.50 
ere 20.00 15.60 12.85 


Balloon Inner Tubes 





These prices subject to @iscount ‘of 
7% per cent on tires and 10 per cent 
on tubes. 

oa Cloths.—Blue Ribbon (re- 
tail 25c $1.80 a dozen. Lastic (re- 
tail 50c° $3.60 a dozen. Kozak (re- 
tail $1.00), $7.20 a dozen. 

Polish.—HLF ae ox %, pint, 
50c.; 1 pt., $1.00; 1 $1.50, 40 per 
cent off; Duco auto ie. 6 oz., 50c.; 
? $1.00; 1 qt., $1.50, 33% per cent 
off. 


BOLTS AND NUTS.—Sales volume i 
fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


Cut thread carriage and machine 
bolts, 60 per cent off list; rolled 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove 
bolts, 20 per cent off list; square, 
hexagon and tap nuts, 60 per cent 
off list. 


| 





BOYS’ WAGONS.—There is no change 
in this item. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Bunny wagon, 85dc. each; grey- 
hound No. 483, $3.10 each; greyhound 
No. 493, $2.85 each; greyhound No. 
497, $3.75 each; greyhound No. 697, 
$4.45 each; greyhound No. 293, $3.25 
each; scooter No. 108, $1.15 each; 
scooter No. 109B, $2.60 each. 


BUILDERS’ HARDWARE.—Demand 
is being sustained at a good level. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Sash Weights.—Sash weights, $1.75 
per doz, 

Inside Sets. — Square bevel inside 
sets in case lots, $4.50 per doz. 

Butts.—3% in. old copper and dull 
brass butts, 14c. per pair in case 
lots; sand blast, brass finished butts, 
18c. per pair in case lots. 


CROQUET SETS.—A 
demand is noted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


No. 05, four-ball set, $1.25; No. 10, 
six-ball set, $1.65; No. A, eight-ball 
set, $1.95; No. 3, eight-ball sets, $3.80; 
No. 1, eight-ball set, $2.80. 


DENATURED ALCOHOL AND ANTI- 
FREEZE MIXTURES.—Demand on 
the whole is still very good, although 
some fluctuation with weather condi- 
tions is noted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


Denatured alcohol in from 1 to 4 
drum lots, 61c. a gallon; in from 5 to 
9 drum lots, 59c. a gallon; in 10 drum 
lots or over, 57c. a gallon; in gallon 
lots, 72c. a gallon; in cases of 10 gal- 
lon lots, 71c. a gallon. 

Note. — The above prices are for 
August, September and October de- 
liveries. For November delivery 
there is an added charge of lic. a gal- 
lon, and for December deliveries 2c. a 
gallon. There is a charge of $6 a 
drum, but this amount is refunded 
when the drum is returned. 

Eveready Prestone.—1% gal. cans, 
4 to case, broken cases, $3.80 a gal.; 
full cases, $3.60 a gal.; 1 gal. cans, 


slackening of 


— to case, broken cases, $3.80 a gal.; 
full cases, $3.60 a gal.; % 
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gal. cans, 





Sales Volume Retains Recent Levels 
Seasonal Merchandise Is Active 


12 to case, broken cases, $4.00 a gal.; 
full cases, $3.80 a gal. 

Ivo. —In one gallon cans, $1.85 a 
gal.; in 2 gallon cans, 3% gallon 
cans, 30 gallon and 50 gallon drums, 
$1.80 a gal. 


FIRE SHOVELS.—Demand is fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

No. 80, 50c.; No. 54, 70c.; No. 56, 
80c.; No. 56 Galvanized, 85c.; Never- 


break, 16 inch 
FLASHLIGHT BATTERIES.—Sales 


volume is good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

2 cell baby flashlight battery, 13c. 
each; 2 cell tubular battery, 13c. 
each; 3 cell tubular battery, 19%c. 
on? small or large monocells, 6%c. 
each. 


ICE SKATES.—Dealers are beginning 
to increase calls for this item. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Common, 86c. a pair; Nickel Plated, 
$1.22 a pair; Hardened runner, $2.20 
a pair; Ladies, $1.20 a pair; Hockey, 
$1.15 a pair. 


LANTERNS.—Demand is fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Hot Blast Lanterns. — Little Star 
lanterns, $7.75 per doz.; Victor lan- 
terns, $8 per doz.; Monarch lanterns, 
$8 per doz.; O. K. lanterns, $9.25 per 
_ No. 2 Royal lanterns, $9.75 per 


oz. 
Cold Blast Lanterns.—Junior, $8.50 
per doz.; Junior brass, $15.75 per doz.; 
Junior brass, nickel plated, $20 per 
doz.; Little Wizard, 0 per doz.; 
Little Giant, $11 per doz.; No. 
Blizzard, $13 per doz.; No. 2 D- Lite, 
$13 per doz. 
Wagon Lanterns. — Junior Wagon 
with bull’s eye lens, $17.25 per doz. 
Mill Lanterns. — Watchman’s mill 
lanterns, $25 r doz.; Underwriter’s 
mill lanterns, $27 per doz.; No. 
Blizzard mill lanterns, $39 per doz. 
Wall Lanterns. — No. , $35 per 
; No. 25, $37 per doz.; No. 30, $37 
per doz.; No. 60, $9 each 
Platform Lanterns. — Imperial, $15 
ach: No. 1 Climax, $5.50 each; No. 


ea 
2, $6 each; Nos. 1 and 2 Climax 
Nested, $11.50 each. 

Display Stand and Assortment 


Lanterns.—No. 26 display stand, $4 
each; No. 26 display stand and as- 
sortment (12 lanterns), $14 each. 

Note.—A special allowance of 25c. 
per doz. is made on shipments of 3 
doz. or more. 


MOPS.—Sales volume continues to be 
fair. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 
Betty Bright self-wringing mop No. 
10, $8 per doz.; Betty Bright self- 
wringing mop head No. 20, $4 per 
doz. 


NAILS.—Demand is being sustained at 


a fair level. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


Common wire nails, $2.85 per keg. 


PYREX WARE.—Demand for these 
items continues to be good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


Round Casseroles.— No. 621, 60c. 
each; No. 622, $1 each; No. 623, $1.17 
each; No. 624, $1.33 each 
Square Casseroles. — No. 653, $1.17 
each. 
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When the money a-foot blocks the 
money on wheels 


T’S a pleasant sight, isn’t it, to see a The motor age has come so fast that 
crowd before your window? It shows in many ways we haven’t caught up to it. 
that some one’s done a good job of win- we put our signs on the high-road to 


dow dressing; that you’re displaying 
timely items; that you’ve caught the pub- 
lic interest. You know full well that j 
some of those eager window shoppers sale—our windows. 

will step inside—that their interest will It’s time we put the upper part of our 
result in sales. 


catch the motorist’s eye, but we forget 
him at a place much nearer the point of 


windows to work. Put a sign across the 
But how about the motorist passing by top so that he who rides may read, “WE 

or sitting idly waiting for the signal to SELL KLEANBORE CARTRIDGES.” 

change? What can he see over the heads 

of the crowd? Have you anything to H( 22 

sellto him? Is there more money a-foot 4 : 


or on wheels? President 











REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 0766 


Manufacturers of Arms, Ammunition, Cutlery, and Cash Registers 
C. 1929 R. A. Co. 
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Oval Casseroles.—No. 632, $1 each; $2 each; MX201A general purpose 
No. 633, $1.17 each; No. 634, $1.33 tubes, $1.25 each; MX201B general 
each. purpose tubes, $2.50 each; MX200A 

Round Pie Plates. — No. 206, 17c. detector tubes, $3.50 each; MxX240 
each; No. 208, 50c. each; No. 209, high Mu tubes, $2 each; MX112A 
60c. each; No. 210, 67c. each; No. 211, power amplifiers, $2.25 each; MX171A 
Tse. each, ; power amplifiers, $2.25 each; MX280 

Round Pudding Dishes.— No. 021, full wave rectifiers, $3 each; MX281 
40c. each; No. 022, 57c. each; No. 023, half wave rectifiers, $7.25 each; 
67c. each; No. 624, 80c. each. MX226 amplifiers, $1.75 each; MY227, 

Square Pudding Dishes.—No. 053, detectors, $2.50 each. 
67c. each. These prices are subject to 50 per 

Oblong Bread or Loaf Pans.—No. cent discount on Marathon tubes and 
213, 17c. each; No. 212, 60c. each; No. 40 per cent discount on Arcturus and 
14, $1 each, leverready Raytheon tubes. 

PAINT SUPPLIES.—tThere is no| ROLLER SK ATES.—There is no 
change in this item. change in this item. 

JOBBERS’ QUOTATIONS TO RE- JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: TAILERS, F.O.B. CINCINNATI: 

Ready mixed house paints, $2.75 Nos. 4 and 5, $1.35 per pair; No. 6, 
per gal.; linseed oil, single barrels, $1.43 per pair; No. 181, $2.65 per pair; 
79c. per gal.; turpentine, in 2 barrel No. 183, $2.75 oad 4 No. 185, $2.75 
lots, 63c. per gal.; white and red lead per pair; ot 101, $1.32 per ‘pair: Nos. 
in 500 Ib. kegs, 13%c. per Ib.; less 10 103 and 105, $1.37 per. pair. 
per cent. 

RADIO BATTERIES.—Business vol- | ROOFING =MATERIALS.—Sales are 
a ae 7 pec: TO RE 
J - 

JOBBERS’ QUOTATIONS TO RE- ‘ 

TAILERS, F.O.B. CINCINNATI: pone ty ae cee chenm " 
* ~— LIg Sta ara, 

—— —— 85c.; medium standard, $1; heavy 

Jess unit in unit standard, $1.20; Light Holdfast, $1; 

N pce k Medium Holdfast, $1.35; Heavy Hold- 

_ Stock No. e. pxe. fast, $1.60; K red and green slate 
Super B bat., No. 2138. ¥33° 20 $2.97 surface, $1.80 
Super B bat., No. 22308. 2.22 4 Roofing Coating.—Coal tar, refined, 
B batteries, No. yall a 175 Ib., 12%c.; in 5 1b. cans, 914c. per Ib.; 
 meceeaen —.. 1.88 1.75 barrel lots, 28c. per gal.; coal tar, 
B batteries, No. whee "O6 crude, in barrel lots, 24c. per gal.; in 
B batteries, No. 2158.... 1.31 1,22 half barrel lots, 26c. per gal 
B batteries, No. 2156.... 1.31 1.22 “Ro fi Bats it 3 eo 

35 ofing Cement.—Liberty, elastic, 
Cc ea =. + shee = "35% Ib., 12%c.; in 5 Ib. cans, 914c. per Ib.; 
A batteries, No. 6...... “ eee 7 in 10 lb. cans, 9c. per Ib.; in 25 Ib. 

Note.—Nos. 21308, 5308, 2158 and cans, 8c. per lb. Certain-teed ce- 
2156 are in unit packages of 5; Nos. ment, 36 Ib. to the case, $4.25 per 
22308, 10308 and 2308 are in unit case; in 5 Ib. cans, 12 cans to the 
packages of 6; No. 2370 is in unit box, 8%c. per Ib.; in 10 Ib. cans, 6 
packages of 10; No. 6 is in unit pack- cans to the box, 744c. per Ib, 
ages of 50. 

, s— is at fair rate. 
RADIO TUBES.—Cooler weather is | SCREWS.—Demand is at fa 
. ° b d df tub JOBBERS’ QUOTATIONS TO RE- 
bringing out a better demand fer tubes. TAILERS, F.O.B. CINCINNATI: 

JOBBERS’ QUOTATIONS TO RE- Flat head bright screws, 50, 10 and 
TAILERS, F.O.B. CINCINNATI: 10 off list; flat head blued screws, 50, 

MX199 general purpose tubes, $2 10 and 5 off list; round head blued 


each; MV199 several purpose tubes, screws, 50 and 10 off list; round 


head brass screws, 40 and 5 off list; 
os wire goods, 85, 20 and 5 off 
ist. 


SLEDS.—Demand is fairly well sus- 


tained. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Fleetwing.—32 inch, $11.20 a doz.; 
36 inch, $14.00 a doz.; 40 inch, $19.50 
a doz.; 45 inch, $21.20 a doz.; 51 inch, 
$25.20 a doz.; all prices quoted are 
net. 

oe Flyers.—3344 per cent off 


STOVE PIPE.—This item continues to 


show fair sales volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Security Pipe.— 28 gage blue, 6 
inch, $14.20 ond 100 joints; 28 gage 
polished, 6 inch, $20.00 for 100 joints. 

Security Elbows.—28 gage blue, 6 
inch, $1.50 a doz.; 28 gage polished, 
6 inch, $2.30 a doz. 


VENTILATORS.—Sales volume is fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 

Continental, Deflektair, metal cen- 
ter, No. 87, 8 x 37, $3.00 a doz.; No. 
117, aL. = 37, $4.35 a doz. 

Diamond E, No. 02, $4.80 a doz.; 
No. 2, $5.60 a doz.; ‘No. 3, $6. 40 a 
doz.; No. 4, $7.60 a doz. 


WEATHERSTRIP.—Jobbers report 


that sales volume is good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CINCINNATI: 


Wood arid Rubber.—No. 0, $16.40 
for 1000 feet; No. 1, $16.40 for 1000 
ft.; No. 1%, $18.30 for 1000 ft.; No. 
2, $21.00 for 1000 ft.; No. 7, $38.75 
for 1000 ft. 

Wood and Felt.—No. 71, $17.25 for 
1000 ft.; No. 71%, $24.25 for 1000 ft.; 
No. 75, $39.50 for 1000 f 

Nu Strip.—In 500 ad, 5 $15.75 
for 1000 ft. 

Dust Seal.—In 500 foot reels, $26.75 
for 1000 ft. 

Heat Seal.—In 500 foot reels, $31.00 
for 1000 ft. 








A Business Conditions Retain Stability— 
AT LAN 1; 4 Collections Have Shown Improvement 


(Atlanta office of HARDWARE AGE) 


ATLANTA, GA., Nov. 19.—The general business situation as re- | 
ported by Atlanta hardware jobbers, has retained a somewhat grati- 
fying degree of stability despite adverse conditions in the weather 
due to higher temperature and recent rains throughout the section. 

There are no changes of consequence in prices reported at this 
dating. Items leading in sales at this time are: axes, game traps, 
air rifles and roofing. 

Collections have shown improvement. 

JOBBERS’ QUOTATIONS TO RE- 








AIR RIFLES.—Orders_ increasin 
, . asing, | TAILERS, F.0.B. ATLANTA, GA.: 
prices steady. Each 
JOBBERS’ QUOTATIONS TO RE- America, _ plain, colors and 
TAILERS, F.O.B. ATLANTA, GA.: 1 —_— corases eo eee ae 
No. 20 Daisy, $7. 20 per doz.: No. merica, iuminous ME. wessecess -58 
12, $12.00 per doz; No. 11, $16.00 per Big and Baby Ben, piain...... 7 
doz.: No. 3, $24.00 per doz.: No. 25, Big and Baby Ben, luminous... 3.16 
$40.00 per doz.; No. 30, $20.00 per doz. a See Sey Nek ES Swe, 
acuittle Daisy pop guns, $3.20 per ee. in colors and _ nickel - 
9 ye Oe Re Myo! «Gl By See essen eer euee . 
yrs mas’ grit. om a gp Be my Big and Baby Ben, luminous... 3.50 
$3.50 per 100 tubes; 4 0z., $4.50 per Ben Hur, luminous, in colors | 
100 tubes; 2%- -OZz. steel shot, $3. 00 per and nickel finish ............ 2.46 
100 tubes. Ben Hur, plain, in colors and 
a nage A a. bastaveesrt bebe? 1.7 
eep ONE ME wes cadb dees 1.40 
ALARM CLOCKS AND WATCHES. Sleep Meter, luminous ........ 2.10 
Calls for alarm clocks and watches con- Relat tea eee colors. . ae 
tinue good with prices firm. Glo Ben watches, Rasieres*-- 1.58 
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AXES.—Deliveries show a steady de- 


mand—prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

Single bit, base weight, unhandled, 
$14.65 to $16.00 per dozen. Double bit, 
$19.65 to $20.50 per dozen. Single bit 
with No. 1 handles, $18.90 per dozen. 
Double bit with No. 1 handles, $23.90 
per dozen. 


BACK BANDS.—Sales are normal 
with stocks well filled. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


Per Doz. 


i _ shop hook back band 
No. a2 ‘shop hook back ‘band 
5 er es . 
No. Ri9 shop hook back band.. 5.00 
Humane back band ............ 4.50 
eo Bang back band with boss 


No. 
No. 
No. 
No. 





BOLTS AND NUTS.—There is a steady 


demand for this line. 
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DOUBLY GUARANTEED 
















GUARANTEED ROPE 


MADE BY COLUMBIAN ROPE COMPANY. 
as AUBURN, N.Y, 





By the Red, White and Blue 
Tape-Marker 


and the 
Red, White and Blue 
Surface Markers 


And it’s a Guarantee that can’t be missed. In all Columbian 
Tape-Marked Pure Manila Rope, 34 inches in diameter and 
larger, the red, white and blue surface markers stand out con- 
spicuously. 


Not only do they differentiate it from every other rope, but 
they tell the rope buyer that the rope is Columbian—doubly 
Guaranteed. The red, white and blue surface markers indicate 
that within one of the strands is the famous Columbian T'ape- 
Marker, which contains the manufacturer’s signed Guarantee. 
For years, this has been the Hall-Mark of Quality and the 
buyer’s surest guide for selecting the rope from which he could 

Red always obtain his money’s worth in value and service. 


Blue Now it is possible to distinguish Guaranteed Columbian 
Rope at a glance. Look for the red, white and blue surface 
markers. They are definite evidence that the rope in which 
they appear possesses all the latest features known to rope 
making—and it is tangibly Guaranteed. 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y., “The Cordage City” 


Branches :— New York Chicago Boston New Orleans Philadelphia 


COUUMBIAN®::ROPE 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
Cut thread carriage and machine 


bolts, 60 per cent off; rolled thread, 
60-10 per cent off; lag screws, 60 per 
cent off; hot and cold pressed nuts, 
50-10 per cent off; stove bolts, 75 per 
cent off. 

CLIPPERS.—Demand continues fair 


with stocks ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
Brown & Sharpe—Bressant or nar- 
row plate—$4.50, less 25-10 per cent. 


American Gentleman, $3.00, less 
33% per cent. 
COAL HODS.—Volume in this line 


continues ‘to climb. Stocks are well 
filled and prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 

No. 16 galvanized hods, $4.00 per 
doz.; No. 17 galvanized hods, $4.50 per 
doz.; No. 18 galvanized hods, $5.00 
per doz.; No. 15 Jap hods, $3.00 per 
doz.; No. 16 Jap hods, $3.25 per doz.; 
No. 17 Jap hods, $3.50 per doz.; No. 
18 Jap hods, $4.00 per doz. 
Yo. 45, $3.00 per doz.; 
$4.00 per doz.; No. 214, $3.50 





No. 25, 
per doz. 


COTTON COLLARS.—Orders are 


creasing on this item—stocks well as- | 


sorted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA 


Per | 
Samford OONRTB ....6sscscsee> $10.00 
Lankford Jr. collars ............ 8.50 
Oe a ee ees 13.00 
Dil Beck CURED 6..0csccccscnre 6.50 


COTTON ROPE.—Fall business is good 


—stocks well assorted—prices 26c. to | 


32c. per pound. 


ENGLISH POTS.—This item is moving | 


in increased activity. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, 
§ gal. 
10 gal. 
12 gal. 


F.0.B. ATLANTA, GA.: 





FILES.—Orders are good, prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. ATLANTA, GA.: 

Simonds files, list, less 50 per cent; 
Black Diamond, list, less 50 per cent; 
Great Western, list,’ less 60 per cent; 
Royal, list, less 70 per cent. 


FIRE PCKERS.—This line continues to | 


move rapidly—prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. ATLANTA, GA.: 


No. 10, 4% x 20, 85c. per doz.; No. 
10, % x 26, $2.00 per doz. 
FORKS.—Good business is reported. 


Stocks are well assorted and prices 
firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 


4-tine manure forks with 4% ft. 
strapped handles, $10.50 doz.; 5-tine 
manure forks with 4% ft. strapped 
handles, $12.50 doz.; 6-tine manure 
forks with 4% ft. strapped handles, 
$1.50 doz.; 4-tine spading forks, 
$9.00, $11.00; $12.50; $21.00 per doz.; 
3-tine hay forks with 5 ft. handles, 


$9.50 oa ete per doz.; 10-tine seed 


forks, é per doz.; 12-tine seed 
forks, $30.50 per doz.; 10-tine coke 
forks, $27.50 per doz.; 12-tine coke 
forks, $30.50 per doz.; 8-tine stone 
forks, $21. 7 pe 3 doz.; 10-tine stone 
forks, $26.75 per doz.; 12-tine stone 
forks, $31. 00 per eng 
FURNACE SCOOPS.—Orders are in- 


creasing on this item. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 
D handle, competitive grade, $6.00 


Reading matter continued on page 66 


in- | 


| per doz. Good grade, $8.00 to $12.00 


per doz. 


| GALVANIZED WARE.—Business 
good—prices unchanged. 


JOBBERS’ QUOTATIONS TO R=- 
TAILERS, F.0.B. ATLANTA, GA.: 


| No. A tubs, $4.00 per doz.; No. 0, 
| $5.20 per doz.; No. 2, $7.20 per doz.; 
| No. 3, $8.40 per doz. 

| 8 quart galvanized pails, $1.98 per 
| $2.24 per doz.; 12 


10 
14 quart, $2.76 


uart, 
per doz.; 


doz.; 

quart, $2.4 
| per doz.; 16 quart, $3.34 per doz. 
| 10 quart galvanized fire pails, round 
} bottom, stenciled, $4.50; 12 quart, 
| $4.75 per doz. 
| 5 gal. garbage cans, $6.35; 7 
| $8.75; 10 gal., $9.25 per doz. 


GAME TRAPS.—Demand is improving 
as the season advances. Stocks well 
filled, prices firm. 


| 
JOBBERS’ QUOTATIONS TO RE- 
|  TAILERS, F.0.B. ATLANTA, GA.: 


gal., 


a No. 0, $1.10 per doz.; Victor 
No. 1, $1.40 per doz.; Victor No. 1%, 
$2.20 per doz.; Victor No. 2, $3.36 per 
doz.; Victor No. 3, $5.48 per doz. 


| GRINDSTON FIXTURES.—Orders 
| are good on aa item. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 

| Per Doz. 
Common fixtures 6. 

Ball bearing 


| HANDLES.—Fall demand is good and 
| prices are the same. 


JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.0.B. ATLANTA, GA.: 
| 


No. 1 D spade shovel and scoop 
with steel D, $4.00 doz.; No. 1 D cot- 
ton seed fork with steel D cape strap 
and ferrule, $6.50 doz.; No. 1, D spad- 
ing fork handles with steel D cap 
| strap and ferrules, $6.00 doz.; No. 1, 
4% ft., bent shovel handles, $4.00 per 
! 
| 


doz.; No. 1, 4% ft., bent spade han- 


dies, $3.50 per doz.; No. 1, os; 
| plain manure fork handles, $2.50 per 
| doz.; No. 4% ft., with cap strap 


| and ” ferrule, $4.00 per doz.; No. 1, 


| 6 ft., rake handles, $3.00 per doz. 


| HARNESS GOODS.—Orders continue 


| to come in steadily—prices unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 





Per Doz. 
1 in. bridles with cupped blinds.$12.50 
1% in. bridles with cupped 
| DE dates en Ch Rwa ween eanene 4.50 
| 14% in. bridles with pigeon —_ 
blinds PPE ere . 20.00 
1% in. bridles with square 
blinds less reins ............. 10.00 
| Leather Lines 
| t Per Doz. 
| 1 in. x 14 check lines.......... $36.00 
| 1 in. x 16 check lines.......... 39.00 
| 1% in. x 16 check lines........ 45.00 
| 1% in. x 18 check lines........ 51.00 
| 1% in. x 16 check lines........ 48.00 
| 1% in. x 18 check lines. .. 54.00 
| 1 in. single wagon lines........ 24.00 
| LAN” ERNS.—Orders are _ increasing. 


Stocks well assorted and prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA. GA.: 


Per Doz. 

Se nen $22.25 
SS A ey Be ae 8.25 

EN east Behan is bie hob ae se 8.25 
Blizzard regular fount ......... 13.50 
BREE WOUND. So ivvinvdanienunwews 8.50 


MEAT AND FOOD CHOPPERS.— 
| These items are moving very rapidly. 
| JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. ATLANTA, GA.: 
$18.90 per 
$23.10 
$29.40 


| 
| 
| 
| Monarch 
| 


| No. 1 
doz.; No. 
| per doz.; 


Food Choppers, 
2 Food Choppers, 
No. 3 Food Choppers, 
per doz. 
No. 323 Meat Choppers, $2.28 
No. 333 Meat Choppers, $3.85 each: 
No. 331 Meat Choppers, $3.50 each. 


| 
| POST HOLE DIGGERS.—Orders 
| creasing. Stocks adequate. 


each; 


in- 


| 








\ 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. ATLANTA, GA.: 


$14.00 and up. 


RCOLING.—Demand 
Prices are the same. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 
1 ply smooth surface, $1.00 per roll; 
2 ply smooth surface, $1.20 per roll; 
3 ply smooth surface, $1.40 per soll; 
oo or red slate surface, $1.95 per 
roll. 


SAWS (CROSS CUT).—Sales have in- 
creased. Stocks are full and prices 


steady. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. ATLANTA, GA.: 


Simonds Crescent ground cross cut 


is very good. 


saws. Nos. 13, 22, 113, 133, 324, 325: 
i. Seer ere $5.40 
AS 5 RRS iS Ape ees ees -00 
SRS SSSR ee ee 7.00 
. — cross cut “saws, Nos. 4, 5, 
 - 
EMA ee . $5.40 
DEL Gusgeeceeescaeucsatetanses 6.00 
SOP te err 7.00 
i a cut saw handles: eg 
ines sew teres chee wagewese o> c. 
No. | eee rer ry ee 45c. 
PAO. SR eee Cases wath eres eT eN 3% 32c. 


SKATES.—Good business is reported 
on roller skates and stocks have been 
meee refilled. 
BBERS’ QUOTATIONS TO RE. 
TAILERS. F.0.B. ATLANTA, GA.: 


No. 5 Union roller skates, $1.75; 
No. 6, $1.75; No. 4, $1.65; No. 130, 
$2.00; No. 130 L, $2.15. 
Skate keys, 30c. per doz.; 
wheels, 10c. extra. 
Boys’, No. W1B, $1.15; Girls’, 
W1G, $1.20. 


SOLDERS.—Orders steady with prices 
firm. 
JOBBERS’ Q 


extra 
No. 


OTATIONS TO RE- 
TAILERS, F.0.8; ATLANTA, GA.: 

Half and half solder, 36c. per lb. 
Acid core solder (in 1 lb. spools), 66c. 
per lb. Acid core solder (in 5 Ib. 
spools), 6lc. per lb. No. 4 babbitt, 
10c. per lb. Anti-Friction babbitt 
metal, 18c. per Ib. 


STOVES, OIL, COOK.—Seasonable 
temperature continues to stimulate 
sales on this item, and good business 
is eo met with well assorted stocks. 


BBERS’ QUOTATIONS TO RE- 
TAILERS. F.0.B, ATLANTA, GA.: 


Nesco Perfect Cook Stoves.—De- 


mand is steady, prices firm. , 
Each 
Mo. St). 2 beer Weikiaeetsasx $6.65 
PO. BIB 2 DUPMOED cick cic ccacdse 12.20 
INO. S13. BS DUPMETS occ scicsc cv ccc 15.84 
No. 214 4 burners .......... . 20.27 
No. 450L 4 burner built-in oven. 40.54 
No. 400L 4 burner built-in oven. 37.05 


When high shelf is wanted add 


as follows: 


Each 
DO. L108 2 WUT nos cv iveses $3.80 
MO, 1308 SB WUPMOIBs6 sis ccis cc aes 4.75 
MO, 2108 4 DORM. ccc ccvccce 5.70 


Perfection.—Oil range, white porce- 
lain with built-in oven No. 339 with 
5 Superfex burners, $143; No. 279, 
$123. Oil ranges, black Japan, gray 
enamel trimmings . Bay pig ne No. 

67.50; (4 burners), 
00, No. 87, $57.5 


t 74, 4 burners $31.00; 
No. 73, $24. 25; No. 72, 50. 

Dealers’ discount on a purchases 
of less than $100, 30 per cent; on all 
net purchases including and follow- 
ing $100 qualifying order, 33% per 
cent. On all purchases amounting 
to $250 or more during calendar year, 
annual bonuses of from 2 per cent 
to 10 per cent will be paid accord- 
ing to volume of business. 

Puritan.—Oil range, white porce- 
lain with built-in oven, No. 
$131. Oil ranges, black Japan, gray 
enamel trimmings. 

5 burners, No. 129, $88; No. 59, $71. 
4 burners, No. 127, $75; No. 57, $60. 

Stoves, No. 44, 4 burners, $31; No. 
43, 3 burners, $24.25; No. 42, $18.50. 

Puritan discounts the same as on 
Perfection stoves. 
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THE SYMBOL 
OF QUALITY 
IN CHAIN 








if THE SYROWG [s) 
LA LINK OZ INDUSTRY | 


THE CHAIN INSTITUTE 


_ Every locality 
iia a ready-made market for 


aes ACCO No. 120 Log Chain 


Hammock Chains 


















to a Boulder dragging and stump pulling are only two of a thousand 
Dog and Kennel Chains uses for this general utility chain. 
—a. ACCO No. 120 Log Chains are made to withstand hard abuse. 

Well Chain Each link is uniform in strength and size. Grab and slip hooks 
Trace Chains are correctly shaped. The malleable swivel is free acting and as 
je ae strong as the chain itself. 

Breast Chains Display this profitable ACCO Chain Specialty ... there is good 

Halter Chains profit in every sale. 

Coil Chain, Welded 
and Weldless AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 
World’s Largest Manufacturer of Welded and Weldless Chains for All Purposes 
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Ovens, Perfection.—No. 211, 
burner, plain door, “2 e: No. 2G. 
glass door, $2.85; 142G, 3 


burner, glass drop hiekt “36. 70. 

Puritan.—No. 42G, 2 burner, glass 
drop door, $5.75; No. 42, 2 burner, 
steel drop door, $5.50. 

Dealers’ discount on Perfection and 
Puritan ovens the same as on Per- 
fection stoves. 

Wicks.—Oil Stove Wicks.—Perfec- 
tion and Puritan, $3.60 per doz. 
$43.20 per gross. 

Dealers’ discounts the same as on 
Perfection stoves. 

Perfection. — Portable kerosene- 
burning room _ heaters, No, _ 1690, 
green and white porcelain, Pyrex 
globe, $17; No. 1526, black Japan, 
Pyrex globe, $10.25; No. 1530, black 
drums, nickeled trimmings, $9.50; 
ad black drums and trimmings, 

Dealers’ discounts the same as on 

Perfection stoves. 


STOVE BOARDS.—tThis item is very 
active. Stocks well assorted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 
No. 3 crystallized rod. lined, 24 x 


24, $12. 25 per doz.; 26 x 26, $14.60 wl 
doz.; 28 x 28, $16.00 Der doz.; 3 
33 x 33, $23. 25 per 


30, $29.70 per doz.; 
doz.; 36 x 36, $27.50 per doz. 

Crystallized paper lined, 24 x 24, 
$7.40 Te doz.; 20 x 26, $8.10 per doz.; 
28 x 28, $9.10 per doz.; 30.x 30, $10.70 
per do 0z.; 32 x 32 $12.60 per doz.; 35 
x 35, $15.70 per doz. 

Mahogany or walnut wood lined, 28 
x 28, $16.96 per doz.; 30 x 30, $19.65 





per doz.; 33 x 33, $23.25 per doz.; 
36 x 36, $27.40 per doz. 
STOVE LID LIFTERS.—Orders are 
good. Prices firm. 


* _ JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. ATLANTA, GA.: 


No. 08, 75c. per doz. 
STOVE PIPE DAMPERS.—Demand 


for this item is excellent. 


JOBBERS’ QUOTATIONS te 4 — 
TAILERS, F.O.B. ATLANTA, GA.: 


Per doz. 
> ONE. . 6 csescces sacnee® $1.25 
BAS -WNCR: GAMPOTS. 660s ccccescsves 1.30 
SS. eae er 1.40 
ZT. SRO GRIEG occ koncis cu ssceege 2.00 


STOVE PIPE AND ELBOWS.—The 
approach of winter has resulted in an 
improved demand. Prices are -steady. 
JOBBERS’ QUOTATIONS TO RE.-. 
TAILERS, F.O.B. ATLANTA, GA.: 
Per 100 
29 gage 5 inch pipe... 12.0 
29 gage 6 inch oe i- 
29 gage 7 inch pipe., 
29 gage 7 x 6 inch pip 
1 piece corrugated cihows. 30 





i te SS oe Sas oh ss oie 1,25 
1 piece corrugated elbows, 30 
"| A ee gas pee .35 
1 piece corrugated elbows, 30 
gage 7 inch..65..0c0. Seea ess 1.95 
WELL WHEELS.—Business is only 


fair. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. ATLANTA, GA.: 


8 inch well wheels, $6.50 per doz.; 
10 inch well wheels, $7.50 per -doz.; 
12 inch well wheels, $8.60 per doz.; 
14 inch well wheels, $9.60 per doz. 


WIRE PRODUCTS.—Considerable ac- 
tivity is reported in this line. Stocks 
are adequate. and prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. ATLANTA, GA.: 


Plain Smooth Wire Black Galvanized 

Gage Per 100 lb. Per 100 Ib. 
8 gOS $3.50 $4.00 
ARE eee 3.55 4.05 
| reer 3.60 4.10 
(SSS ee ee oe 3.65 4.15 
BO Dewndnss cowansgeoves 3.90 4.45 
Ee arenes” AS 4.20 4.85 
Barbed Wire.—Per 80-rod ol. 
2-point light cattle, $2.75; 2-point 
light hog, $3; 4-point heavy 7 

“ 75;. 4-point ~~ hog, $3.95. 

oven Wire ence.—Per 20- Eod 
m 726-14, $5.25; aes 12, $6; 939- ‘11, 


$7.85; 1446- 12%, $11 


Poultry and Rabbit-—14 gage fence 
per 10-rod roll, 1635-14, $4; 1918-13, 
$4.85; 2158, $5.50, 


Steel Fence Posts.—‘‘T’’ galvanized 
5 ft., 55c. each; formed painted, 35c. 
each; “‘T’’ galvanized, 6%-ft., 65c. 
each; formed painted, 45c. each; ‘‘T’’ 
galvanized, 7144-ft., 70c. each; formed 
painted, 50c. each; “‘T’’ galvanized, 
8-ft., 75c. each; formed painted, 55c. 





Verified Retail Store News 


ARIZONA 
Tucson—J. Knox Corbett Lumber & 
Hardware Co. plan a new 100 by 10 ft. 
building for the corner of Sixth Avenue 
and Seventh Street. Present building 
will be used for storage. 


CALIFORNIA 

Lonc BeacH—S. F. Hansen has succeeded 
Thomas H. Bendlage at 3328 East Sev- 
enth Street. 

Pato Atto—Palo Alto Hardware Co., W. 
B. Allen, proprietor, plans a new store 
building on Bryant Street. The company 
is now at 278 University Avenue. 

SonomMA—Mission Hardware Co., A. Pi- 
nelli, proprietor, has taken over the busi- 
ness of Taylor & Pinelli. 


COLORADO 
Arvapa—Arvada Hardware Co. has been 
formed by L. M. Morales and others. 
Deer Trait—Deer Trail Hardware Co., 
W. H. Pundt, has succeeded to Shelby 

Robb. 
CONNECTICUT 
DansurY—The Hyman Hardware Stores 
have opened a store at 274 Main Street. 
Hartrorp—D. Wingard, 1119 Main Street, 
plans an expansion into another building. 


FLORIDA 


Ortanpo—Colonial Hardware Co. has re- 
cently been incorporated. 


IDAHO 
NampA—Harper Stores Co. opened here 
recently. ILLINOIS 


CarLyLE—Henry Bassler Hardware store 
has taken over the business of Fred 
Feulner. 

Atton—Ross & Titchenal Hardware Co. 
has opened at 2520 College Avenue. 


‘CotumBIA Crity—Jones 





Cuicaco—Mid-City Hardware & Cutlery 
Co., Jacob Diamond, proprietor, has 
opened for business at 408 S. Halsted 
Street. 

Cuicaco—Frank W. Wahlin is now locat- 
ed at 2237 Belmont Avenue, having 
moved from 2216 Belmont Avenue. 

HinspateE—J. & H. Bohlander have sold 
their business to Kastner Hardware Co., 
Chicago, Ill., who contemplate opening 
the store again in the near future. 

YaLeE—Floyd G. Cramer has succeeded to 
L. J. Hiles of this city. 


INDIANA ‘ 
ConversE—Don W. Miller has opened a 
store here, succeeding Hunt Hardware 
Co. 
Larwitt—H. A. Hayden is remodeling his 
store building. 
Gary—Gary Hardware Co., 
way, is now incorporated. 
WotcortviLLE—H. U. Trittipo & Co. have 
succeeded to the business of the late 
Frank Sanders. 
Co., 


1624 Broad- 


Hardware 
Inc., has been incorporated recently. 

GRANDVIEW—Titus & Lloyd Hardware Co. 
have succeeded W. C. Griffith. 

Fort Brancu—O. L. Brenton has opened 
a hardware store here. 


IOWA 


Bristow—Bristow Hardware Co., John 
High, proprietor, will soon occupy a new 
building. 

Wuitren—C. B. Ruby has been succeeded 
by J. W. Wilcox. 

Des Mornes—Durrie Hardware & Variety 
Store is now located at 211 Euclid Ave- 
nue, hhaving moved from 203 Euclid 
Avenue. 





KANSAS 


Junction Ciry—Geary County Lumber Co. 
is adding paints and builders’ hardware. 

McPuHerson—Graeber Imp. & Hardware 
Co. has succeeded the Hawley Hard- 
ware Store. 

KENTUCKY 

BarpwELt—W. L. Lynch is now proprie- 
tor of Bardwell Hardware Co., succeed- 
ing F. M. Dorroh. 

Wa .ton—Franks & Fry are adding a new 
store front. 

MASSACHUSETTS 

Lee—J. T. Leahy, 60 Main Street, has 
made extensive alterations. 

WaterTOwN—Young Hardware & Radio 
Co. opened here recently in the Town- 
send Block. 

WorcesTtER—Meacham Supply Co. has 
been opened here at 322 Franklin Street. 


MAINE 

Fort FarrriELpD—John Watson Co. is en- 
larging its store and adding a furniture 
department. 

MISSISSIPPI 

Wiccins—Noll P. Davis of Pine and 
Front Street, has purchased the business 
of E. R. Smith. 

BitueE Mountain—Lee Godwin has sold 
his business to W. L. Robertson, who 
will continue it. 

MINNESOTA 

CLoogvet—Koski’s Bros. Hardware Co. 
has succeeded to the business of A. G. 
Thompson. 

MONTANA 

Hosson—Cowan Bros., Inc., purchased the 
business site of Montana Lumber & 

(Continued on page 69) 


Reading matter continued on page 68 























1929 67 


HARDWARE AGE for NOVEMBER 21, 








‘hiieadtbis Nails 


all nail users are well pleased with 
nails they can depend upon. 


With a stock of American Nails you 
are sure to give your customers qual- 
ity. The common nail—like common 
sense—is not so common. A nail is a 
nail—they all look alike until put to 


American Nails are loyal servants 
and you want to sell a product that 


actual use. You can be sure of cus- 
tomer satisfaction when you sell 
American Nails. They do the work 


gives the customer this assurance. 
Write for particulars—also for the 
“Manual of Carpentry.” It is handy 





right—do not bend. Carpenters and to have in the store. 


Cement Coated Wire Nails 
Pearson Cement Coated Nails have been the 
standard of quality ever since Cement Coated 
Nails came into use. All users of Coated Nails 
who have regard for quality will specify Pearson. 







American Wire Tacks and Peerless [% 
Tacks combine all the essential 4\° 
features of good tacks and are 
sold under our guaran- 
tee of full weight 
and full count. 
























American Steel & Wire Company 


Subsidiary of United States Steel Corporation 
208 S. La Salle Street, Chicago 30 Church Street, New York 


Other Sales Offices Boston Cleveland Worcester Pittsburgh Buffalo Detroit Cincinnati 
Wilkes-Barre St.Louis Kansas City Minneapolis-St. Paul Birmingham Atlanta Memphis Dallas Denver 
U. S. Steel Products Company: San Francisco, Los Angeles, Portland, Seattle 


Baltimore 
Salt Lake City 
Export Distributors: United States Steel Products Co., 30 Church St., New Y ork 


Philadelphia 
Oklahoma City 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 











“Did you tell her when you proposed 
that you weren’t worthy of her? That 
always make a good impression.” 

“Well, I was going to. But she told 
me so first.” 








“At last I have put my troubles be- 
hind me,” remarked the philosophical 
motorist as he stowed away his in-laws 
in the rumble seat. 





The government reports more than | 
500 broadcasting stations in_ this 
country, not counting those that lean 
over back fences. 





Ma—“I want to speak to you about 
Junior. He doesn't like to work and 
gets that Jones boy to do everything 
for him. I don’t want to have a lazy, 
good-for-nothing son.” 

Pa—‘“Lazy? My stars! 
executive ability.” 


| 
He shows | 





Millionaire—“I owe all my success 
to only one thing. Pluck, just pluck.” 

Questioner—“How do you find the 
right people to pluck?” 





“That new clerk you’ve got seems 
to be a steady young fellow.” 

“Yes, if he was any steadier he’d be 
absolutely motionless.” 





She: “Where is your chivalry?” 
He: “I turned it in for a Buick.” 





Flossie—‘“Is horse-back riding help- 
ing Miss Stout to reduce?” 

Fleecy—“Yes, she began to fall off 
right away.” 





Judge: “Well, John, I can give you 
this divorce but it will cost you three 
dollars.” 

John: “Three dollars, boss?” 

Judge: “That’s the fee.” 

John: “Well, boss I don’t b’lieve I 





wants no divorce. There ain’t three 
dollars difference “tween dem _ two 


wimmen.” 


Don’t kick a man when he is down— 
he may get up. 





“Be observing, my son,” counseled 
Willie’s father. “Cultivate the habit of 
seeing and you will become a success- 
ful man.” 

“Ves,” added Willie’s uncle. “Don't 
go through life like a blind man. Learn 
to use your eyes.” 

“Little boys who are observing get 
on much faster than those who are not,” 
Aunt Jane put in. 





The youngster took their advice to 
heart. A day passed and once more he | 
stood before the family council. | 

“Well, my son,” said his father, 
you been using your eyes?” 
nodded. 

“Tell us what you've learned.” 

“Uncle Jim’s got a bottle of whiskey 
hid behind his trunk,” said Willie. 
“Aunt Jane’s got an extra set of false 
teeth in her dresser, and pa’s got a deck 
of cards and a box of chips hid behind 
Emerson’s Essays in the bookcase.” 

“The little sneak!” exclaimed the 
family with one voice. 


“have | 
Willie 





The office boy entered the sanctum 
of the small-town newspaper and said: 
“Say, boss, there’s a tramp outside who 
says he hasn’t had anything to eat for 
six days.” 

“Bring him in,” said the editor. “If 
we can find out how he does it we can 
run this paper for another week.” 





Two ladies stopped at a livery stable 
and asked for a gentle horse to drive. 

The liveryman brought out one, say- 
ing: “This horse is perfectly gentle so 
long as you don’t let the rein get under 
his tail.” 

Within a few hours they returned. 
“How did you get along?” asked the 
liveryman. 

“Oh, we got along just fine. Had a 
couple of showers while we were out, | 
but we took turns holding the parasol 





over the horse.” 


Jones—“Have you seen one of those 
instruments that can tell when a man 
is lying?” 

Smith—‘“Seen one? 
one!” 


Heck, I married 





A little fellow left in charge of his 
tiny brother called out: “Mother, won't 
you please speak to baby? He’s sitting 
on the flypaper- and there’s a lot of flies 
waiting to get on.” 





Shipwrecked Sailor—‘“Why does that 
big cannibal look at us so intently?” 

His Companion (cheerfully )—‘“I ex- 
pect he’s the food inspector.” 





Sarcastic Husband—“Goodbye, don’t 
work yourself to death while I’m at the 
office.”’ 

Ditto Wife—“Goodbye; dear. Pleas- 


ant dreams.” 


Shears—Have you noticed how Pe- 
grew talks with a New York twang? 

Sawbuck—Yes, he bought his false 
teeth through a New York mail order 
house. 


“Nature is the world’s greatest 
artist,” says a writer. But it must be 
confessed that she is quite incapable of 
copying the pictures on seed packets. 





If the Government is sincere in the 
hunt for a stronger adhesive for stamps, 
it could examine whatever it is Willy 
leaves on the piano keys. 





“I guess we'll make port,” remarked 
the sailor as he tossed in another hand- 


| ful of raisins, 





May I hold your Palmolive? 
Not on your Lifebuoy! 

I guess I’m out of Lux. 
Yes, Ivory formed. 
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Verified News of Retail Stores 
(Continued from page 66) 


Hardware Co., which was recently de- 
stroyed by fire. 


MISSOURI 


GRANDVIEw—Grandview Hardware Co. has 
been organized here by John N. Maddin 
and others. 

HotpeEN—C, F. Scarliffe has opened a 
hardware store in the Affeld building. 


NEW MEXICO 

FARMINGTON — Farmington Lumber & 
Hardware Co. has succeeded Loucks & 
Loucks. 

NEW JERSEY 

East OrANcGE—Theodore J. Kramer, Inc., 
has opened a store at 18 Washington PI. 
It is a branch of the Bloomfield, N. J., 
store. 

Rep BANK—Robert Donovan has sold his 
hardware business at 38 Monmouth 
Street to Joseph R. Bennett & Co., re- 
tail dealer of Highlands, N. J. The 
store will be continued. 

New Brunswick—Strong Hardware Co., 
291 Burnet Street, is discontinuing its 
Branch store at 3 Livingston Street. In 
1930 this firm will be 100 years old. 


NEW YORK 

New York City—Standard Hardware Co. 
is now located at 928 Eighth Avenue, 
having moved from 922 Eighth Avenue. 

New York City—Franks Hardware Sup- 
ply Co. Inc. by Jacob Zuckerman, 
proprietor, is now located at 1302 Sixth 
Avenue. i 

New York Ciry—Samuel Greenspan Co. 
is now located at 494 Eighth Avenue. 

New York City—Jerome Hardware Sup- 
ply Co. has opened a store at 1320 Je- 
rome Avenue. 

New York City—Chanin & Max, 4027 
Broadway, have opened a branch store 
at 4799 Broadway. 

BurraLo—Black Rock Hardware Co., Inc., 
has opened at 1918 Niagara Street. 

Yonkers—J. Sipkin & Sons have opened 
at 129 Riverdale Avenue. 


NORTH CAROLINA 


Concorp — Yorke & Wadsworth have 
moved to a larger building on S. Church 
Street. 

Wi_miInctonN—N. Jacobi Hardware Co. 
has opened another retail store at 123 
N. Front Street. Headquarters are at 12 
S. Front Street. 


NORTH DAKOTA 

FLAsHeR—Jarrell Hardware, a branch of 
the Bismarck, N. D. store, has opened 
here. 

OHIO 

CLEVELAND—National Hardware Co. has 
moved from 6526 Lorain Avenue to 6534 
Lorain Avenue. 

CLEvELAND—W. B. Greenfield has opened 
a store at 4505 Pearl Rd., succeeding 
J. M. Yasco. 

LyncHBURG—Wm. Talmage has succeed- 
ed to the store of Arthur Cochran. 

Mapison—I. & J. Hardware has succeeded 
Kimball Bros. Earl J. Johnson and 
David S. Ingall are the owners. 





Dazey Churns 


sold only through 


Jobbers «4 Dealers 





The DAZEY has been the leading 
Churn for many years and has 
always been sold through legiti- 
mate Jobbers and Dealers. En- 
dorsed by Good Housekeeping 
Institute, State Agricultural Col- 
leges, and Scientific Buttermakers 
everywhere. It is strictly a 
Be core Churn. Only the best 
materials are used and carefully 
assembled. Made in sizes to suit 
everyone’s requirements, from 2- 
quart to 10-gallon. The extension 
of electric power lines into rural 
districts has opened up a new field 
for DAZEY Electric Churns. 


DAZEY SHARPIT 


All purpose household Sharpener. Re- 
quires no skill. The original Sharpener 
of its type. Patented grinding i 
Attractively finished in rust-proofelectro 
plating. Furnished with removable, re- 
versible clamp. 





Order from Yeur Jobber 


Dazey Churn & Manufacturing Company 


St. Louis 

















ON THE OUTSIDE 
LOOKING IN— 


\ay 


Even the inquisitive youngster with 
snub nose pressed against your window 
is a prospect for a pair of skates or a 
camp axe. 

The commuter, the farmer, the house- 
wife, all who pass your windows judge 
you and your merchandise by your 
window displays. 

‘Business goes where it is invited—,” 
and you will find the window display 
ideas appearing constantly in HARD- 
WARE AGE of great assistance. 


Don’t neglect your best invitation to 
new and increased business. 
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A NEW TOOL 
THAT 
EVERYONE 
WANTS 


It’s easy to sink screws deep, even in the 
hardest wood, with the Nemco Ratchet 
Screw Driver set. You get a tremendous 
leverage both for screwing in and for 
loosening imbedded screws. 


A solid steel core gives added strength and 
the handle is insulated for electrical and 
automotive work. 


Blades are interchangeable and made of 
tempered tool steel. 


Write for prices and name of nearest jobber. 


NEMCO ENGINEERING CO. 


Grand Rapids Michigan 
Tool Makers Since 1918 





\\ Screw Driver 
* Sets 





Heavy duty set 
Retail price $2.75 
Each set packed in 


display 


container 


as shown 



























Ask for Literature 











The Sign of Good Shovels 


Your Jobber will supply you, 


INDIANA ROLLING MILL CO. 


New Castle, Indiana 











HOW TO USE TOOLS 


(Continued from page 29) 


A plane is no more than a chisel with a protecting 
frame built around it. In using a chisel one should cut 
with the bevel toward the waste wood in all cases; the 
straight side following the line. With this tool it is 
even more essential to cut with the grain rather than 
into it. To ignore or disregard this and attempt to cut - 
against the grain is just like rubbing a cat’s fur in the 
wrong direction. If we keep it up long enough the 
cat will bite and-so will the chisel. The best trick with © 
a chisel is to take off very small chips at a time, rather 
than attempt to cut the whole waste in a single chunk. 

The same is true in whittling with a. jack-knife or a 
draw-shave. Always cut with the grain. Pencils are - 
made so that you will sharpen them with the grain. If 
you go the other way, the entire length may split in 
halves. 

The correct use of sandpaper, humble article that it 
seems, is an art. In its many grades of coarseness and 
fineness it is a marvelous substance for cutting and 
finishing rounded corners, smoothing out defects, re- - 
moving old paint and varnish before refinishing. If 
the home carpenter would use more sandpaper in pre- 
paring surfaces before painting, his ultimate results 
would often be improved a hufdred per cent. 

It is exceedingly important to rub sandpaper with the 
grain. Have you ever seen a table-top whereon the 
sandpaper had been rubbed back and forth across the 
grain; or in circles upon it? All stains strike into the 
ugly scratches left by cross-grain rubbing and there is 
no remedy but a complete refinishing job, done with the 
grain. 

There are saws made especially to cut across the grain - 
when we shorten a plank, and others to cut with the 
grain when we divide a plank. So it goes. Understand- 
ing how to work with the grain of wood is as important 
as understanding how to work with the grain of people. 

The hardware dealer is the home owner’s good friend. 
He knows tools and what they are for. It pays to buy 
the best steel and care for it. And it pays also to con- 
fide in the dealer, to be frank and tell this experienced 
man exactly what we need to do with our tools and rely 
on him to give us the right ones. 

When these bits of advice have been followed, one 
should-then provide a safe and convenient storage place 
for keeping the tools. A chest when varnished, painted 
or lacquered, is as ornamental as it is useful. Include 
a stout lock for the chest also! 


AROUSE THEIR INTEREST 


Of course we cannot expect people to be interested before they 
know what it is all about, before we have told them what we 
have, in an interesting manner, and, if possible, have shown it 
to them and explained its merits in a thorough attempt to in- 
terest them. If our prospect maintains the “not interested” 
attitude after we have done that, and is decisive about it, prob- 
ably we should accept temporary defeat—at least in some cases. 
But we should never let the prospect get away with a “not 
interested” at the beginning of the interview.—The Brooklyn 
Demonstrator. 
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Can the Manufacturer Help the 


Independent Hardware Dealer ? 
(Continued from page 41) 


be one for the whole store as far as spring and summer 
months are concerned. 

Point No. 2: the plan must not be a mere copy of 
chain store methods. It must advise the dealer how he 
best can compete, but it must capitalize the natural 
advantages of the independent retailer. 

With these points in mind, you will understand a brief 
explanation of this plan which tells just what forms 
of advertising the independent hardware dealer should 
use—direct mail, store appearance, display, handbills and 
newspaper advertising (the latter in some localities only ) 
—with the reasons for each one. Then taking up these 
mediums one by one, the plan provides a definite direct- 
mail campaign, consisting of simple post cards and let- 
ters, giving a wide enough variety so a dealer can 
select pieces that fit his particular store. Since it is a 
spring and summer campaign, and since the product is 
garden hose, several of the pieces feature hose; but 
since it is primarily a plan for the store, most of the 
pieces mention garden hose only in an incidental way. 

Another medium emphasized is the handbill—and this 
commonplace article is shown to be just as effective, 
and just as attractive in appearance if properly pre- 
pared, as a good newspaper advertisement. 

Newspaper advertising is explained—the dealer is told 
definitely when and where he can use it effectively. 

And finally, getting down to garden hose specifically, 
proved methods of selling are described, with a method 
of meeting chain store competition as far as Goodrich 
hose is concerned. 

An essential feature of the plan is that the dealer 
who adopts it must be willing to make a reasonable 
investment in advertising, and the proper amount for 
such investment is carefully treated. It is as bad to 
spend too much for advertising as for rent. But it is 
just as bad a mistake to spend too little. It is the 
belief of this manufacturer, that no plan which involves 
giving away a great deal of free advertising material 
as a reward for selling goods will ever be of real benefit 
to the dealer. Whether the dealer buys it through the 
manufacturer or from some other source, makes little 
difference so long as he carries the plan through vigor- 
ously, except that the manufacturer should help him to 
get it at lower cost than if he had to buy in small 
quantities individually, selling it at somewhat less than 
the manufacturer’s own cost. 

In any event, such advertising prepared by any manu- 
facturer, together with selling points on his product, 
makes up a merchandising program which should be 
worth study by any dealer. And even though the specific 
examples given in the selling points refer to one par- 
ticular product, they will, if they are sound, apply to 
any number of items in the store. 

It is the writer’s belief that coming years will see 
many such plans developed by manufacturers, which 
will make the independent dealer stronger, more aggres- 
sive and more competitive than ever before. 

















LITTLE 
f) GIANT 


|| WEED 
i \CUTTER 


| A practical tool for cutting 
weeds—cuts them quickly 
and easily. 


The user doesn’t waste time 
shaking weeds out of it. 


|: Blade is made of Cutlery 

| Steel 11” long and 2” wide. 
| It is Oil Tempered and De- 
| tachable. Shdnk is T-Steel, 
{|| made extra strong to pre- 
| vent quivering. Handle is 
| Second Growth Ash, 28” 
| long. Packed one-half dozen 
| in burlap. Weight—42 Ibs. 
! per dozen net, 47 Ibs. gross. 








| The great efficiency of this 
| ‘Weed Cutter is due to the 
| wonderful cutting quality of 
IJ the blade. 
a liberal profit. 


A ready seller at 










Write for Trade-prices. 


North Wayne 


Tool Company 
Oakland, Maine 


Sales Office: 
6331 Tireman Ave. 
gy. Detroit, 
>. Mich. 
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Thousands of deal- 
ers say “The easi- 
est selling item in 
the Store.” A high 
grade, quick profit 
item selling at the 
popular price of 
$1.00. 


If your Jobber can- 
not supply you, 
send a trial order 
for one dozen to- 
day and we'll ship 
at once with usual 
discounts. 


: | 
EASY 
COMPACT HANGER 


is strongly built of steel, finely fin- 
UH ished in Japan and will last a life- 
cgi! time. Will not rust. A dozen or 
‘lf more garments can be hung on this 
popular priced HANGER, yet when 
not in use it folds to less than 5” of 
J space. Can be attached anywhere, 
44} creating a dozen times more storage 
'} space. Invaluable in Home, Office or 


Club. 
Retail Price $1.00 
i, re Manufactured by 
"| EASY HONE COMPANY 
16 West 22nd Street, New York, N. Y. 


Distributors and Sales Agents write for 
Exclusive Territory and Discount on this 
fast selling specialty. 











EASY TO HANDLE AND EASY TO SELL 











Spring Hinges of Quality 


~(CRICAGO) - 
SPRING HINGES 


A Few Prominent Buildings 
Equipped with Chicago Spring Hinges 
New York Central Bldg., New 

York 
Equitable Trust Bldg., New 

York 
Grant Building, Pittsburgh. 
Stevens Hotel, Chicago. 

New Civic Opera Bldg., Chicago 
Union Station, Chicago 
Breakers Hotel, Palm Beach. 
Russ Building, San Francisco. 

There must be a rea- 
son why Chicago Spring 
Hinges have been se- 

Sinih Bbae lected for these fine 
Adjustable Clamp Flange buildings. 

Is it not because the Owners, Architects and 
Contractors, who strive to build with credit to 
their name or profession, have found Chicago 
Spring Hinges best suited for the buildings 
which they plan and erect? 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S. A. 














Don’t Bite Off More Than You 
Can Chew 


(Continued from page 31) 


steps. \What I mean by this is to think first of what will 
happen, then if this happens, what will come next. Then 
if that happens next, what will happen thereafter, and 
so following the line of thinking just as far as one 
humanly can. This kind of thinking is laborious. If 
you haven’t done it, just try it. In order to help your- 
self think, take a pad of paper-and a pencil, when you 
are confronted with a problem as to what to do and 
start with the facts that you have, and then follow on 
through the various steps, entering each step on paper. 

For instance, suppose I should do this. All right, in 
that case, what will the other fellow do? Then if he 
does what I think he will, what will I do next? The 
American people are optimists. The optimist does not 
think it necessary to think in steps. He just feels good, 
conceives a plan or an idea and he is off like a shot to 
carry the plan through. He doesn’t figure out just 
where it will land him in the last analysis. 

That is the way it has been in the stock market. Thou- 
sands of people just jumped in. They didn’t stop to 
think. They didn’t figure out where they would be if 
certain things happened. They never thought that far, 
and these people are now seeking assistance from other 
people who did more thinking. 

I know a man who this week, through no fault what- 
ever of his own, went to a bank to borrow a large sum 
of money. It was necessary to borrow this money to 
help someone else. This man had gilt-edge securities, 
but, of course. they had declined upon an average of 
about 50 per cent. In other words, their value was cut 
about half. The bank said they would loan him money 
on these securities, if he would put up a margin of 40 
per cent. This meant that his original dollar was first 
cut to fifty cents, and then figuring the 40 per cent 
margin, twenty cents more was taken off the fifty cents, 
so his securities on the basis of making a loan were 
worth to him just thirty cents on the dollar. It took 
a great quantity of securities to get a little money. The 
rate of interest was high, and in addition to this, the 
banker, a good friend of this gentleman, told him it 
would be necessary for him to carry a cash balance of 
20 per cent of the loan with the bank. In other words, 
instead of getting a dollar, as a matter of fact, he got 
only eighty cents. This 20 per cent of the thirty cents 
mentioned above, makes six cents, which deducted from 
the thirty cents makes twenty-four cents, which he 
actually got in the way of a loan on his gilt-edge 
securities. 

No one thirty days ago here on Wall Street would 
have imagined that such a situation would ever exist in 
so short a time, but that is what is happening here to- 
day, and the borrowers, even on such terms, feel very 
thankful. 

What is the moral? It is simple. Don’t bite off more 
than you can chew. An old suit that is paid for is more 
comfortable than a new one when you owe for it. The 
most valuable thing in the world is independence, and 
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the price of independence is to live within your means 
and build up a surplus for a rainy day. 

There is nothing new whatever about all of this. You 
remember when Mr. Micawber set out from England 
for Australia with his family to start a new life, he 
remarked, “To earn twelve pence and spend fourteen 
pence means misery. But to earn twelve pence and 
only spend ten pence means happiness.” This is not the 
exact quotation, but Mr. Micawber, who was always an 
optimist, and who was always waiting for something to 
turn up, should have known. 


Western Grass Shears No. 200 


The Western Grass Shear No. 200 with 5% in. blades is being 
distributed by Wiebusch & Hilger, Ltd., 106 Lafayette St., New 
York, N. Y., for Keiser Mfg. Co., Reading, Pa. 

There is a separate spring between the handles of this item 
which gives added life to the spring and gives positive spring 








action. A bolt and nut across the bow contrels the opening 
of the blades and prevents them from springing apart and over- 
lapping the wrong way. The bolt and nut also tends to control 
the set of the blades and to keep them at the proper cutting 
angle. Shanks and bow are enameled red. 


Replacement Handle for Percolators 


This replacement handle has been developed to furnish an 
inexpensive repair handle for the popular, one-bracket perco- 





NO 5071 ADJUSTABLE 
HANDLE FIRE-PROOF 
Patent No. 1,389,336 





The manufacturer, The Baker, McMillen Co., Akron, 


lators. 
Ohio, states that with its Nos. 5005 and 5007 handles, and this 
new handle, 95 per cent of all percolators on the market can 
be repaired. 


Hardware Age at the Hampton Institute 


Students at The Hampton Normal and Agricultural Institute 
in Hampton, Va., who are taking courses in retail merchandising, 
use Harpware AcE and other trade publications as supplements 
to their text books. 

These students are taught the principles of salesmanship and 
study the various problems encountered by all merchants. Store 
location, variety of stock, collections, buying, store management, 
use of trade publications and arranging of windows are also 
reviewed. 

Charles H. Welch, of the School of Business at Hampton 
Institute writes, “Without a doubt, Harpware AGE is one of the 
best trade papers that we receive.” 









“GEM” 


Adjustable 
RADIATOR SHIELDS 


When all five handsome finishes of 
“GEM” Adjustable Radiator Shields— 
Gold Bronze, Aluminum, Ivory, Walnut 
and Mahogany—are on display, they 
make a very impressive showing. A 
line so attractive is a fine sales builder. 
10 popular sizes including Water Pan Humidifier, 
adjustable to radiator top widths, 6” to 13”; 
lengths, 11” to 65”. Retail at $5. 00 to $10.00. 
Beh & Co., 1140 Broadway, New York, 




























Buy from your jobber 





We specialize on Counter-sunk 
washers in all sizes 


FORMED of 
SOLID STEEL or Brass 


Made in steel or brass, both solid and hollow. 


Massachusetts Machine Shop, Inc. 
817 Albany Street Boston, Mass. 





















Bad Weather Makes This 
Product aGOOD SELLER 










HE ill winds of winter blow the hardware 
dealer many extra profits provided he car- 
ries a complete stock of Hall 
ssnow shovels. Hall’s Snow- 
drift and’ Blizzard snow shov- 
els are big winter sellers. 
Light, easily handled, built to 
endure hard usage and priced 
to sell at a good profit. 

HALL MFG. COMPANY, Cedar Rapids, Ia, 











Write for Free Catalog of Trade-building Items 




















on pipe, rod or shafting held in a vertical position is often 


a great convenience. This is only one of the many positions 
in which the pipe jaws of the NuTYP Vise can be instantly 
locked. 


The Oswego Tool Company, Oswego, N. Y. 
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AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
AND SOUTHERN HARDWARE JoBBERS’ ASSOCIATION 
Joint ConveENTION, Galveston, Tex., April 7, 8, 9, 10, 
11, 1930. Charles F. Rockwell, secretary-treasurer, 342 
Madison Avenue, New York City. 

ARKANSAS RETAIL HarpWARE ASSOCIATION CON- 
VENTION, Marion Hotel, Little Rock, May, 1930. Exact 
date to be decided later. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 

CALIFORNIA RetTaiL HARDWARE AND IMPLEMENT 
AssociaTION, San Francisco, Feb. -11, 12, 13, 1930. 
Headquarters, Hotel Whitcomb. LeRoy Smith, secre- 
tary, 112 Market Street, San Francisco. 

ILtinois RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Hotel Sherman, Chicago, Feb. 11, 
12, 13, 1930. Paul M. Mulliken, managing director, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Manufacturers Building, Indiana State Fair 
Grounds, Indianapolis, Jan. 28, 29, 30, 31, 1930. G. F. 
Sheely, secretary, 911-913 Meyer Kiser Bank Building, 
Indianapolis. 

IowA RetatL HARDWARE ASSOCIATION CONVENTION 
AND Exnuisition, Hotel Savery and Des Moines 
Coliseum, Des Moines, Feb. 11, 12, 13, 14, 1930. A. R. 
Sale, secretary, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Brown Hotel, Louisville, Jan. 14, 15, 16, 
17, 1930. J. M. Stone, secretary, 200 Republic Building, 
Louisville. 

MIcHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Grand Rapids, Feb. 18, 19, 20, 
21, 1930. Headquarters, Hotel Pantlind. Exhibition 
will be held at the Klingman Exhibition Building. A. J. 
Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles 
H. Casey, manager, 2344 Nicollet Avenue, Minneapolis. 

Mississipp1 Retail HARDWARE AND IMPLEMENT 
AssociaTION CONVENTION, White House, Biloxi, June 
16, 17, 18, 1930. Guy Nason, secretary, Starkville. 

Missourt Retail HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, New Hotel Jefferson, St. Louis, 
Jan. 28, 29, 30, 1930. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

MonTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CONVENTION AND ExuisiTIon, Billings, Feb. 3, 4, 5, 
1930. H. A. Caraway, manager of exhibits, Billings. 
A. C. Talmage, secretary, Bozeman. 

MountTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jan. 21, 22, 23, 1930. Place 
to be decided later. W. W. McAllister, secretary, 
Boulder, Colo. 

NaTIONAL RetatL HarpWaRE ASSOCIATION COoN- 
GRESS, St. Louis, Mo., June, 1930. Herbert P. Sheets, 
Managing Director, 130 E. Washington Street, Indian- 
apolis, Ind. 

Tuirp ANNUAL NaTIONAL House FuRNISHING Ex- 
uiBIT, Chicago, IIl., Jan. 19 to 29, 1930. Headquarters 
Palmer House. Warren Edwards, secretary, 105 West 


Adams Street, Chicago, IIl. 
NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 


TION, Omaha, Feb. 4, 5, 6, 1930. Headquarters, New 


COMING HARDWARE CONVENTIONS 


Paxton Hotel. Exhibition at Municipal Auditorium. 
George H. Dietz, sec., 414-19 Little Building, Lincoln 

TERCENTENARY CONVENTION AND EXHIBIT OF THE 
New ENGLAND HARDWARE DEALERS ASSOCIATION, Me- 
chanics Building, Boston, Mass., Feb. 20, 21, 22, 1930. 
Headquarters, Hotel Statler. George A. Fiel, secretary, 
80 Federal Street, Boston 9, Mass. 

New York StaTE RETAIL HARDWARE ASSOCIATION 
CoNVENTION, Rochester, Feb. 4, 5, 6, 7, 1930. Conven- 
tion sessions and exhibition will be at Edgerton Park, 
Headquarters, Seneca Hotel. John B. Foley, secretary, 
510 Hills Building, Syracuse. 

NortH Dakota Retait HarpwareE ASSOCIATION 
CONVENTION AND ExursiTion, Fargo, Feb. 11, 12, 13, 
1930. Exhibit will be held at the City Auditorium. 
Charles N. Barnes, secretary, Grand Forks. 

Onto HarpwareE ASSOCIATION CONVENTION AND 
EXHIBITION, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. 
James B. Carson, secretary, 315 Mutual Home Build- 
ing, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
ConvENTION, Oklahoma City, Jan. 28, 29, 30, 1930. 
Chas. L. Unger, secretary, 207-208 Bloomfield Building, 
Oklahoma City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
AssocIATION, INc., CONVENTION AND EXHIBITION, At- 
lantic City Auditorium, Atlantic City, N. J., Feb. 11, 12, 
13, 14, 1930. Sharon E. Jones, secretary, 610 Wesley 
Building, Philadelphia. 

SoutH Dakota Retait HARDWARE ASSOCIATION 
CoNnVENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles 
H. Casey, manager, 2344 Nicollet Avenue, Minneapolis. 

SoUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, February, 1930, exact date and place 
to be announced later. H. L. Boyd, secretary, Spring 
Arcade Building, 541 South Spring Street, Los Angeles. 

SOUTHERN HARDWARE JoBBERS’ ASSOCIATION AND 
AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Jotn’t ConvENTION, Galveston, Tex., April 7, 8, 9, 10, 11, 
1930. Sidney St. J. Eshleman secretary, Hibernia Bank 
Building, New Orleans, La. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, comprising the state associa- 
tions of Alabama, Florida, Georgia and Tennessee, At- 
lanta, Ga., May 13, 14, 15, 1930. Walter Harlan, secre- 
tary, 701 Grand Theatre Building, Atlanta. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Houston, Jan. 21, 22, 23, 
1930. Dan Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Richmond, Feb. 13, 14, 1930. Thos. B. Howell, 
secretary, Richmond. 

West VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION AND ExuHrsiTIon, Huntington, W. Va., Jan. 21, 
22, 23, 1930. James B. Carson, secretary, 315 Mutual 
Home Building, Dayton, Ohio. 

WIsconsIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND ExuIBITION, Auditorium, Milwaukee, Feb. 
4, 5, 6, 7, 1930. B. Christianson, secretary, Stevens 
Point. G. W. Kornely, exhibit manager, 1476 Green 
Bay Avenue, Milwaukee. 














HARDWARE AGE for NovEMBER 2%. 





“I 
wr) 


1929 




















Compare... 


American Swiss Tools 
with other makes 


Note their uniform quality and- 
hardness. American Swiss tools are 
made of superior grade steel heat 
treated by special processes. 





Note their appearance and finish. 
Each American Swiss tool 1s sepa- 
rately inspected by alert inspectors. 


Any American Swiss tool not up 
to the highest standards is subject to 
return at our expense. 


It will pay any dealer who is sell- 
ing to quality trade to investigate 
American Swiss tools. Over thirty 
years of quality file and tool making 
have helped us to hold prices to 
surprisingly economic levels. 


Write for catalog and prices. 


American Swiss File & Tool Co. 
400 Trumbull St. Elizabeth, N. J. 


American Swiss 
Mechanics’ Hand Tools 
and Knurls 


Blow Pipes, Brass Drills, Plug Punch Oct. Solid Screw Driver Bits 
Bobs, Plumb, Brass Drills, Stone Punch, Center Screw Driver Double 
Chisels Drills, Star Punch, Prick ni 

Grinders, Valve Punch, Pin Screw Driver Ratchet 


Cotter Pin Extractors 


Hammers, Tile Punch, Drift Sets, Knurl 

Countersinks, Rose Holders, Kourl Punches, Arch Sets, Nail 

Cutters, E. W. Hooks, B Punches, Metal Sets, Rivet 
Dresser Knurls Punches, Saddlers’ Steels, Scraper 
Cutters, Washer Pinch Bars Scrapers, Bearing Wrenches, Brace 


ne 
Wheel Punch Oct. Pin Wrenches, Socket 


Scrapers, Oval 


Dressers, E. 





TRADE \ 


Manufacturers of American Swiss Files Since 1899 























REG. IN U.S. PAT. OFF. 








ty ly fi ye 


No. 04942—2 inch 





Pe VERY No. 04942 Lock may look the 
same, but there are 40,000 different com- 
binations, so even though you sell hundreds 
of 04942, your customer may be sure that 
his combination is different from all others 
around him. 





No. 04942 is good looking— 
popular priced—and espe- 
cially made for locker use. 
Black and White Dial 
Nickel Plated Knob 
Steel Wire Shackle 
40,000 Combinations 
Stock a small supply initially, 
and see how quickly they sell 
when displayed. 


The EAGLE 
Quality Line 


Night Latches 
Trunk Locks 
Front Door Sets 
Cabinet Locks 
Store Door Sets 
Padlocks 

Wood Screws 
Stove Bolts 











EAGLE LOCK CO. 
GENERAL SALES OFFICE 
26 WARREN ST., 


NEW YORK REG. IN U.S. PAT. OFF. 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
WORKS AT TERRYVILLE, CONNECTICUT 
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AUGER BITS 








Meet Our 
HEAD INSPECTOR! 


The micrometer, familiarly known as 
“Mike”, is head inspector at the Jennings 
plant. 


Every auger bit is sized with micro- 
metric accuracy. The inspection is held 
down, not to 32ds and 64ths, but to thou- 
sandths of an inch. 


For all fine cabinet, furniture and pat- 
tern making—wherever accuracy and 
clean boring are vital—you can depend 
on the genuine Russell Jennings Auger 
Bits. The full name is always on the 
shank. 


The Russell Jennings Mfg. Co. 


Chester, Conn. 

















Two Popular =,’ 
Specialties fj 


made to a Fa 
° i 
Quality VY 


Standard 
y RIXSON 





y Olive 
J Knuckle 
¥ Hinge 
¥ This practical example of the Olive 
ff Knuckle type is presented in a popu- 
lar form which broadens its use. It 


oe is now specified for apartments, hotels and 

7 s residences, even those of moderate cost. 

<n While made in a choice of metals, its adapt- 

“. S cability to interior decorating schemes is great- 

est in the sand blasted 

finish. This finish can 

easily be painted to 
match interior trim. 





. 
i 
“XN 
ih. 
hh 
fie 
RIXSON 
ae Friction 
Say 
A highly efficient popularly 
priced device which holds in- if 
swinging windows in any posi- ¥ 
tion up to 180° (trim permit- 
ting). Six one-inch friction ya 


You geta 
general idea 
on this page of 
two of the many 
Rixson Builders’ 
Hardware Specialties 
v4 which are habitually 
specified by leading 
architects. For complete 
information on the full line 
ff write us, or see the Rixson 
Catalog in Sweet’s. 


/ The Oscar C. Rixson Co. 
rf 4450 Carroll Ave., Chicago, IIl. 


de New York Office: 101 Park Ave., N. Y. C. 
Philadelphia Atlanta New Orleans 
/ Los Angeles Winnipeg 


discs restrain doors against J 
drafts, or provide adjustable 
positions for transoms, etc. / 
Easily applied in many 

cases where more expen- i 
sive equipment is not a 
logical choice. J 














Builders’ Hardware 


Casement Operators & Hinges 
Concealed Transom Operators 
Floor Checks, Double Acting Adjustable Ball Hinges 


Overhead Door Checks 
Floor Checks, Single Acting 


Butts, Pivots and Bolts 


Olive Knuckle Hinges 
Door Stays and Holders 


Friction Hinges 
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THE MYERS 
HOUSE PUMP DISPLAY 








FOR COUNTER,WINDOW 
OR OUTSIDE DISPLAY 









For years, Myers House Pumps have held a position 
of leadership. Everybody knows how well they are 
built and the kind of service they render. Far above 
the average in design, finish and special features they 
are sold at a price that has a dealer profit tacked to it. 
Styles and sizes for inside or outside installations, force 
or lift, brass, brass lined or polished cylinders, plain or 
cock spout, with or without set length—you’re always 
sure of profitable house pump business when you sell 
the Myers Line. 



















Catalog and prices on request. 


THE F.E.MYERS & BRO.¢S. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Pu , 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN, FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS, Etc. 
















Use the 


cardboard or paper. 


many more customers. 


pays for itself. 


Use the coupon below. 





Send to your nearest office— 


Send complete information. 








STENCILLOR 


and your tickets will cost only the price of the 


You will have handsome signs and more of them. 
That means saving money and attracting just so 


You may soon charge off the Stencillor. It quickly 


DISPLAY MATERIAL COMPANY 


774. Grand Avenue, St. Paul, Minnesota 


Eastern Agents: Display Material Co., 99 Beekman St., New York, N. Y. 
Canadian Agents: Display Card Co., Ltd., 206 King St., West, Brockville, Ont. 
Central States Agents: Stencillor Sales-Supply Co., 361 W. Ontario St., Chicago, Ill. 


Attach this coupon to your firm letterhead 
Yes, we want to know more about this Stencillor. 


MOE: Wy-4 nesclalalt- aleve voto aie ate ork ote bie feos 


UN arc Aioelethos cl eceas bRgis ala wate wee 
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eae cine IE eh 


Wt ORO fy Seng te 


S Sheets Ae MN ose 


No. 220 


All you can possibly 
seek in sturdy, prac- 
tical quality, precise 
uniformity and su- 
perior finish—is em- 
bodied in the entire 
line of GRIFFIN Hinges 
and Butts. 7, 7, + + 


“Manufacturing Coa 


E AE, — 
= 


New Y 45 W: 
Chicago, 555 W. Rendotsh St. 


Boston, 76 
San deny B St. 




















Specially Treated 





Genuine Wood Pulp 
Fibre Spittoons and Pails 


(Indurated) 


These Spittoons are rapidly replacing metal ones 
being almost noiseless and mtich easier to flush 
and keep clean. Their smooth surface never mars 
woodwork or furniture. Light to handle. Three 


(3) sizes—9 to 12% in. 


Our Fibre Pails are popular 
with Factories, Mills, and 
for general home use. Par- 
ticularly adapted to acids, 
dyes, water and food prod- 
ucts. Absolutely waterproof. 
No seams. Will not rust, 
split or leak. Sold by Lead- 
ing. Jobbers. 

New Catalog just off the press 


shows full line of over 20 items. 
A postal card will bring one. 





Almo Trading & Importing 
Co., Inc. 
61 East 11th St. New York 


























TABLES SELL 
Holiday Goods 


ay 





There’s still time to prepare 
your store for the Christ- 
mas rush. Heller Double 
Duty Display Sales Tables 
dress up your store and dis- 
lay your goods with that 
irresistible appeal. They pay 
for themselves quickly in 
extra sales and_ profits. 
Beautifully and substantially 
made and finished. 


Tear out this ad and pin 
to your letterhead stating 
size of store. We will send 
you table catalog No. 76A, 
and will be glad to help you 
plan your store arrangement 
—No obligation. 


W. C. Heller & Co. 
700 Bryant St. 
Montpelier, Ohio 





HELLER 


BUSINESS BUILDING 
STORE EQUIPMENT 


or 
20 Vesey St. 
New York City 
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Bath Room Fixtures 


Demand already created. 





Reputation firmly established. 


Quality proved through long years of use 
in millions of homes. 

Service—the kind that SOLID BRASS, 
Highly Polished and Chromium-Plated, or 
White Enameled Bath Room Fixtures alone 
can give. 


Send for the New we Catalog and 
Latest Trade-Price List. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 


BABCOCK 


SPRUCE LADDERS 


Order for Spring We Pay the Freight 
LADDERS AT ATTRACTIVE PRICES 
Write for Our Booklet and Latest Prices 
Prompt Shipment 


W. W. BABCOCK CO., Bath, N. Y. 
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It Never Fails to Hold 


When Slipknot 
Friction Tape is 
applied _ properly, 
you can stake your 
last dollar it will 
stick and hold se- 
curely. 


IPK 
FRICTION 
TAPE 


Its large sale is 
due to its strength 
and adhesive qual- 
ities. 

It retains its ad- 
hesiveness in all 
kinds of weather 
and unlike some 
tape it does not 
dry out. 


Put up especially 
for the Hardware 
Trade. Sizes: 1, 2, 
4 and 8 ounce rolls 
in attractive Orange and Blue packages. Also in 1 and 2 
oz. rolls in Counter Display Cartons (see cut). 


2 
SLIPKNO 
ON 





A trial order will make you a steady buyer, because it 
sells readily and satisfies completely. 


SOLD THROUGH JOBBERS 


Also manufacturers of Rubber Heels and Composition Taps 


Plymouth Rubber Company, Inc. 
1000 Revere St. Canton, Mass. 














FORSTNER 
Labor Saving 


AUGER BIT 







Bores Any Arc 
of a Circle 





Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
tibbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








Every bale of Su- 
perior Brand 
Hexagonal Netting 
unrolls straight, 
flat and true. Try 
it and prove it 
yourself. 


Straight selvage. 
Evenly woven 
mesh. Heavy gal- 
vanizing. 


Consumers look 
for the netting 
with the Rooster 
trade-mark. 


G. F. Wright Steel 
& Wire Co 


Worcester, Mass. 











Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 


lines handled by the Hardware Wholesalers. 


For example, on pages 7 to 79 it indicates by the key 
numbers 2 and 36 which hardwate wholesalers handle 
“auto accessories and supplies” and ‘mechanics’ and car- 
penters’ tools.” 


Then, the Hardware Retailers on pages 80 and 353 who are 
rated I, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail hardware trade of the U. S.; and they 
too handle the products just mentioned. 


CONTENTS OF VERIFIED LIST 

Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and Foreign. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen’s calls. Every manufac- 
turer’s sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
Tenth Edition. 


It really is 16 directories in one. 
Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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With 
Cold-Chisel Jaws 


Diamond Adjustable 
Wrenches are drop forged 
from high grade tool steel— 
carefuly hardened and 
drawn in oil. Jaws as strong 
and hard as a cold chisel. 
Won’t chip or break. 


Designed especially for 
mechanics—perfectly shaped 
to handle easily—grip like 
a vise. 


DIAMOND 








the best | o 








WRENCHES 


Diamond Adjustable 
Wrenches are the most com- 
plete line made. A wrench 
for every purpose—eleven 
sizes, single or double end, 
full or semi-polished. 


Write for catalog—we’ll 
tell you about our dealer 
help—display boards—cir- 


culars, etc. 


Diamond Calk Horseshoe Co. 
4622 Grand Ave., Duluth, Minn. 





Spring 





are fe) 








co are 
the best 























of People are Pushing 


Them 


whenever they open a door 
Follow the line of least resistance 


use BOMIMEP always 


They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 

















Bursting out 
for greater hack 
saw profits ! 


Attractively packaged—well 
advertised—backed by a sales 
plan that will introduce them 
to your trade and build up a 
steady volume sale—Lenox 
hack saw blades will be one 


of your most active lines. 
“The Tools in the Plaid Box” 


American Saw & Mfg. Co. 


Springfield, Mass. 














HAND POWER 
ELEVATORS 


These smooth running 
Kimball machines of 
which there are thou- 
sands in successful op- 
eration come sawed, 
drilled and equipped 
with all fittings ready 
for instant installation 
by anyone handy with 
saw and hammer. 

Roller bearings and 
high leverage ratio 
make this one of the 
smoothest, fastest hand 
power machines on the 
WI oa ee ba we 
Write for Hand Power 

Elevator Folder. 


Kimball Bros.Co. 


Builders of Elevators for 46 Years 


1117-41 South Ninth St. 


Council Bluffs, Iowa 
2-29 





A little giant -safe, 
efficient aud fool- 
proof, easy to install 
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Nothing like this 
to attract attention © 
: and make sales 


j Than 


This little blue Display Case contains 
12 cards, 2 sizes 


Moore Push-Pins 
Glass Heads—Steel Points 
8 cards 


Decorative Moore Push-Pins 


Popular sizes, 4 colors 
18 cards 


Moore Picture Hangers 


3 sizes 













Wherever this new Style ‘S’* Counter Display has 
been displayed, it has made immediate sales. Your 
jobber can supply you promptly with case and also 
refills. Extra profits in each case. 


MOORE PUSH-PIN COMPANY 


Wayne Junction, Philadelphia 
Established 1900 








Poultry Supplies 








Grit Feeder Dry Mash Hopper 


MOE’S LINE — 


A Big Complete Line of Poultry Equipment. 
Popular with the users, and a satisfactory, profit- 
able line to sell. 


Write for New Catalog and Prices 


HoEFT & COMPANY 


2305 Davis St. North Chicago, Il. 














The 
Acknowledged 
best and most 

practical 
Traveling-Hanger 
for Women 
and Men 


The extra-special 25 Cent Article with a large 

profit. 

; Carton containing one dozen (5x10x2 inches) 
i. 


Sample cases of 50 dozen Cartons (22x15x22 
inches), Gross weight 58 kilos, Net weight 48 
kilos, including packing f.o.b. Hamburg. 
Measurements of Hanger: Open 16.5 inches, 
Closed 9 inches. 


SINRAM & WEND - Hameln, Germany 


Founded 1899 

















CORBIN 


Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Serews 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Stove and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E. Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 


t 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 
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| PROTEXIT 


Patent applied for 


Protexit, made of live rubber com- 
pound, is a new article, but a good 
seller with liberal profit. It is a 
simple, useful, unique device that en- 
ables fastening food grinders, and 
similar devices, to enameled tables, 
(or other tables), easily, quickly and 
securely, avoiding mars, cracks, slip- 


ances. A 
display card with six Protexit at- 
tached is supplied with each order 
for one dozen or more. Sells on 
sight. Advertised in Good House- 
keeping and approved by its Institute. 

Price to dealers, $4.00 per dozen, 
2% 10 days, 30 days net—your mar- 


gin 52%. Send order thru your Job- 
ber, or direct to 


J. HILGERS & CO., Manufacturer 


Dept. 55 Binghamton, N. Y. 














Millers Falls Plane Irons 


_Do you keep a stock of Plane Irons as well as 
Planes? They constitute a profitable line in them- 
selves. 

Millers Falls Plane Irons are made of the ‘finest 
tool steel available. They need less reconditioning. 
Just the thing for customers who use the best. 


MILLERS FALLS COMPANY 


Millers Falls, Mass. 


New York: 28 Warren St. Chicago: 9 So. Clinton St. 
Cable Address: MILLERFALL NEW YORK 


1 A CATIO 
1 DEALERSHIPS should be made 


promptly to The Frederick Co.. 
100 West Monroe Bldg. Chicago, Il. 


A Maytag Product 











One of the many at- 
tractive numbers of 
“The Line Com- 
plete” is illustrated 
here. 

You will 
also find an 


unusual 
choice of 














Full Ball 
Bearing. 


Airplanes, 
Bikes, and 
other  chil- 
dren’s ve- 


hicles. S lA , : , 


THE AMERICAN NATIONAL CO. 


TOLEDO, OHIO 
MEDD POA 
















‘*‘ PEERLESS” Handcuffs 










Weient 12 Ounces 


SWIVELED — SwiveLED te 
2. 
4 <7 7 +, v 





tio 














You can buy many handcuffs at a Lower Price, but you cannot 
buy better handcuffs at any price. 


Ask Us for Details 


PEERLESS HANDCUFF CO. 
SPRINGFIELD, MASS. 





The Garage Door 


Particular drivers have searched WITH 
long and tirelessly for an effi: PHENIX 
cient holder—one reasonably BOLTS 


priced and so carefully de- 
signed it will do all that eager 
car owners ask of it. Holder 
No. 52, made by Phenix Manu- 
facturing Co., builders of better 
screen, storm window and gar- 
age protection. 





PHENIX MFG. CO. 


032 Center Street, Milwaukee, Wis. 











Speed Up the Wheels 
of Industry 


Write to your jobber today for any 
of the merchandise advertised in 
these pages. Don’t wait for the 


jobber’s salesman. You may forget. 


























ARMSTRONG BROS. 
Knife Blade Cutter Wheels 


Carefully machined from selected Alloy Tool 
Steel, heat treated, hardened and oil tem- 
pered, these improved design (Knife Blade) 
cutter wheels cut much faster, require less 
power and last longer than ordinary wheels. 


Smooth or Knurled Edge 


These wheels can be bought at all leading 
supply houses for all makes of pipe cutters. 
Made with smooth or knurled edges. 


Write today for Catalog P-10, 
showing and describing ARM- 
SThONG BROS. Line of Better 
Pipe Tools. 















Armstrong Bros. Tool Co. 
“The Tool Holder People’ 
314 N. Francisco Ave., Chicago, U.S.A. 













“The LaSalle” 
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Starrett Steel 
Tape No. 


The ; 
most popular 


low priced 
tape is the 


Sell Starrett Too 


2553 











It is easier and more 
profitable to sell them 
what they want. 


Judging from our volume 
of business they want 


IVER JOHNSON 


Single and Double Barrel Shot Guns, “Hammer the 
Hammer” Revolvers, and the new Iver Johnson 
Safety Rifle. 


Iver Johnson’s Arms & Cycle Works 
Fitchburg, Mass. 


Chicago . 
108 W. Lake St. 





San Francisco 
717 Market St. 


New York 
151 Chambers St. 











Osborne High Grade Punches 





Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. 


Arch Punches 
Revolving Punches 


Also: 
= Workers’, and Upholsterers’ and Plumbers’ 
‘ools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 


We stand back of every tool we make. Try us. 


Write for Catalog. 


0. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Trimmers’ 





EXTENSION BLADES 
AND HANDLES 


All sizes to meet all requirements—as given below: 
Every Knife guaranteed to make good, or we will. 
Handles 35’’, 4¥%4’’ long 


Blades—Round, Bevel, Curved 
Widths 000 to 2 Length 3%”, 434” 
Get our prices and complete catalog 


ROBT. MURPHY’S SONS CO., Ayer, Mass. 


Also makers of Sloyd, Rubber, Roofing, Pruning Knives, ete. 


Lance, Sharp, 








COLDWELL 


CU 


Economical — Dependable — Reason- 
able. Light weight, substantially built, 
easily handled. Free from trouble 
and delays. Special designed motor. 
Abundance of power. Cuts close to 
trees, etc. Mows and rolls simul- 
taneously. Timken Tapered Roller 
Bearings. 


Motor Lawn Mower 
and Roller 








Coldwell Lawn 
Mower Co. 
Newburgh, New York 


Dependable 
Lawn Mowers 


Hand—Horse—Gasoline 
Electrie 





Robertson “Horseshoe Magnet” Hammer 
THE HAMMER 
THE TACK 


























The best permanent magnet hammer on the market. 
A PRACTICAL, AND SUPERIOR TACK HAMMER 
FOR USE IN MANY TRADES AND IN THE HOME. 


Awarded Silver Medal Panama-Pacific Exposition 


Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 596 Atlantic Ave., Boston, Mass. 
Sole Manufacturer ; 






















ANCHOR BRAND 


CHISELS 


made in 


Eskilstuna 


SWEDEN 

Home of the Worlds Finest Steel 
A AA 
Sponsored by 

JOHANESON, WALES 
& SPARRg, INC. 

















YS cusiion TIRE 


NIA) 
{ii 





ANN 


STORE LADDERS 





























Insure perfect shelf service for any 
line of merchandise. Deep tread steps, 
aay spaced, with convenient full 

length handholds on both sides of 
ladder permit mounting or descending 
with ease. Both hands free to remove 

or replace sto k without danger of fall- 
Ing. Cushioned Tired Trolley and Truck Wheels elim- 
inate noise and prevent vibration. Erection as simple , 
as A,B,C. Utilize small space. Make top shelves 
Safely available for stock purposes. One style— 
neat of design—nicely finished :—any height ceil- 
ing. Thousands in use. Circ on request. 


mE FEMYERS & 3RO.co. 
» ASHLAND, OHIO. 


J 
-—~ 

















{I 
OPT 






& 





PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 





—— —_ 
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CLOTHES 
WRINGERS 


with the features of the latest 
washing machine wringers. 


LOVELL MANUFACTURING CO. 
ERIE, PA., U.S. A. 














oe E-Z 97 
WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 
Him to Weld Steel 
as Easily as Iron 


IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND Co. 
_ FORT WAYNE, IND. 

















Style B 


CAROLUS CUTTERS 


The Style B is the r y ny Mm BE, 
Betis Cut making a 2 in 1 Tool. Carolus also offers Style N 
ht and End Cut with Nut Splitter. Steel Plates hold 
Jaws, Fer ade in SIX SIZES and THREE STYLES. 
uy the *%, These Tools are Time Savers. 
If your jobber cannot supply you, write us direct for Litera- 
ture and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 
Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 


Confidence in PAampion, 


Brand 


Tungsten Lamps is shown by 20,000 
retailers and 500 jobbers who sell them. 









Consolidated Electric 
Lamp Co. 
140 Maple St., DanVers 


Mass. 
“Licensed under the General Elec- 


tric Company’s Incandescent Lamp 
Patents.” 























GET YOUR STOCK OF THE NEW 


VOLLRATH WARE IN COLOR 


READY FOR THE CHRISTMAS TRADE 


There’s going to be a big demand this year for the 
new Vollrath Ware for Christmas gifts. Useful, beau- 
tiful, a gift that delights every woman who sees it, 
Vollrath is one of the best selling Christmas items 
in the hardware field. Are you prepared for this 
business? We will be glad to suggest a stock of the 
best selling items and colors. THE VOLLRATH 
COMPANY, Established 1874, Sheboygan, Wisconsin. 


STRATTON?! 


GooD 


For eg OD 

Utensils, Electri- 

Sal mas 

Buancing, bot | HANDLES 
dried. Plain, or Enameled 


IN COLORS 
Stratton Mfg.Co., Stratton, Maine 








\ 


SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


Nate) = an OO) 0D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
*tThere IS a Difference in Sash Cord’”’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling informatiyn 


\ 
















BURNLEY 


TheSoldering 
Paste that has 
satisfied cus- 
tomers for over 
TO} 23 years. 


SEY 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 


Reey SoupeRG past] 





Sample free 
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lassified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 
ROR: 5s 55056094060 4060.06 
Each additional inch.............. 4.00 


Positions Wanted Advertisements 


oeeee + $5.00 50% off rates quoted 





Address your advertisements and replies to 





Bet Solid, Minimum of 5 lines... .$3.00 
Each additional line............ .60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional line............ 80 
Average 10 words to a line 
Allow One Line for Keyed Address 





Discounts for Classified Advertising 
4 insertions, 10% yoy 8 insertions, 15% 
o 


Remittance Must Accompany Order 


Hardware Age, Classified Onger 
tunities, 239 West 38th St.. New 
York City 





Harpwars Acs is published each Thursday. 


Forms close Nine Days previous to date ef 
publication. 





Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 








BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





FOR SALE at Phoenix, Arizona, one of the largest established ma- 
chinery and supply businesses in the Southwest which is now enjoying a 
profitable business in pumping, mining and industrial machinery and 
supplies. This concern is now sole factory agents and distributors for 
some of the largest nationally known manufacturers having an established 
A-1 financial rating and is well known throughout territory served. Reason 
for selling, owner has other interests demanding attention. Address Ma- 
chinery, P. O. Box 1978, Phoenix, Arizona. 





MANUFACTURERS REPRESENTATIVE established 1912, substan- 
tial rating with offices and show room is desirous of securing a high grade 
distinctive line of Hardware and novelties of real merit sold to department 
Stores, House furnishings and Hardware trade in Greater New York. 
Address Box I-602, care of Harpware Ace, New York City. 





FOR RENT in the heart of the New York Wholesale Hardware District, 
office space or storage space or both with facility available to handle tele- 
hone messages, stenographic details and warehousing of merchandise. 
The advertiser is a manufacturer’s representative. Rent will be reason- 
able. Address Box 1-585, care of Harpware Ace, New York. 





FOR SALE—Hardware Store in Metregolitan District selling paints, 
plumbing supplies, hardware, housefurnishings, etc. odern Heller fix- 
tures. Best reasons for selling. Stock will inventory about $5,000. Won- 
derful opportunity to buy a live business. Address Box 1-586, care of 
Harpware Ace, New York. 





FOR SALE—Having discontinued our Branches we offer for sale one 
set of modern type swinging panel door hardware shelving, rolling ladders, 
tool racks, show cases, safe and cash registers. Walberts & Timberlake, 
Columbus, Kansas. 





HELP WANTED 


WANTED Experienced Hardware man selling to Jobber & Chain Stores. 
If proven business getter will have chance to become partner in organiza- 
tion. State experience and references. Address Box 1-601, care of 
Harpware Ace, New York. 








A large importer of highgrade hardware wants energetic Sales Repre- 
sentative in Minneapolis to cover the Northwestern territory. Address 
Box I 603, care of Harpware AGE, New York City. 





HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 














SALES ACCOUNTS WANTED 


MANUFACTURERS’ REPRESENTATIVE, Young man, capable, 
experienced salesman 10 years with nationally known manufacturer, . past 
two years as Assistant Sales Manager. Desires one or two lines of merit 
to hardware and sporting goods jobbers. Illinois, Wisconsin, Minn., Iowa, 
Nebraska, Kansas, and Missouri. Thoroughly acquainted with trade. Best 
references. Address J. Boyd Johnson, 2114 Carroll Avenue, Chicago, 
Illinois. 








SALESMAN wants lines or articles to sell on commission. Within 
parcel post zones one and two delivery prepaid. Well known to the trade 
with six years experience calling on hardware and variety stores in Chicago. 
and subusbs. Address Box I 600, care of HArpware Ace, New York. 





EXECUTIVE SALESMAN desires immediate connection with manu- 
facturer, selling to Hardware Jobbers, Chain Stores, Drug Chains, and 
large Department Stores in New York. Excellent references; commission: 
basis only. Address Box I-590, care of Harpwarge AGge, New York. 


SALES REPRESENTATIVES WANTED 








POSITIONS WANTED 


EXPERIENCED SALESMAN knowing wholesale and retail hardware 
trade in Metropolitan New York intimately. Seeks position either salary 
or commission with drawing; accustomed to five thousand annual earnings; 
now employed; good appearance, capable, dependable; age thirty-five, 
drives good car, Christian, married, references. Address Box 1-583, care 
of Harpware Ace, New York. 








_EXPERIENCED SALESMAN with foliowing among hardware and 
Electrical jobbing trade East of the Mississippi river would be pleased 
to hear from manufacturer of small and major electric appliances: at 
Se Address Box I-595, care of Harpware AcE, New 
ork City. 





EXPERIENCED SALESMAN with following among hardware jobbing 
trade, department store, and housefurnishing jobbing trade desires to 
hear from manufacturer of children’s wheel goods; at present employed. 
Address Box 1-596, care of Harpware AGE, New York City. 








SOMEWHERE south of the Mason-Dixon Line is a Manufacturers’ 
Agent calling on the Hardware, Paint and Glass trade who is looking for 
our high grade line of Glass Cutters, Glaziers’ Tools, etc. We have a 
real proposition to offer a consistent worker. State territory covered and 
lines handled. The Fletcher Terry Company, Forestville, nn, 





WANTED—One of the large manufacturers of Builders’ Hardware 
making a complete line, desires sales representative on a commission basis 
for the territories now open, being States of North Dakota and South 
Dakota, States of Missouri, Arkansas: States of Nebraska and Kansas 
and the State of Iowa. Address Box I-594, care of HARDWARE AGR, 
New York City. 





ROPE SALESMEN WANTED in all territories—100 per cent pure 
Manila rope 17c. lb. basis. Fast selling side line, five per cent commis- 
sion. UNITED FIBRE COMPANY, 82 South Street, New York City 
(Foot of Wall St., and East River). 


COMMISSION SALESMEN IN EACH STATE for manufacturer o1 
eand tools and hardware specialties. Advise territory covered and houses 
‘evresented. Address Box H-638, care of Harpware Ac. New York City 











Are You Looking for 
REAL Sales Representatives? 





The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with 


It .costs little to tell them your story. 
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Quick Results From the Classified Section 











Hardware Age, 239 West 39th St., New York 


‘‘Classified Opportunities Section”’ 


OOO GG 
PRO OO OOOO PPG 
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THE ADVERTISERS 


INDEX is 


published as a convenience and not as a part of the advertising contract. 


Every 


No allowance will be made for errors or failure to insert. 


care will be taken to index correctly. 
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Rose & Brothers, Wm.......... 
Pees 2 COG. wiccdicceccess = 
Ruby Chemical Co............. — 


Russell, Burdsall & Ward Bolt 
ET OO Rane eS atesecea ies eine és - 


Russell Cutlery Co., John...... - 
Rutland Fire Clay Co......... ~- 


S 
S. & A. Metal Products Co., Inc. - 


ae a | 
eo. SEC ee ee re — 
Samson Cordage Works........ 85 
Sanoltn Co., PtGssc cic iccvcewes 9 
EE 5 OP RM no da0s 5 b:aace-es 8 
Sceete - Mis: Coiisics ccc scccswes 
Schollhorn Co., William........ 


Schrade Cutlery Co............ 
CO POM COi ca caves ow, 
Segal Lock & Hardware Co..... 


Shapleigh Hardware Co...... 


beet: oe. Bs Gece kicwcaacvs 
Sheffield Bronze Powder & Sten- 
7 Sv Sennen Eiaieecdewaca 19 
Shelby Spring Hinge Co..... . 
Sherman Mfg. Co., H. B....... 
Showcarder, Ine. ........000.0. 
Sdway Topline Co: cccscccesee 
ae ee - 
Simonds Saw & Steel Co..... 
Simonds-Worden-White Co. 
Sinram & Wend............... 82 
Si Ea 
Smith, Inc., Landon P......... 
Smith & Sons, Inc., Seymour... 
| ee Oe 
poraeene COem oy kadiwcaun ces - 
Sportsman Seat Mfg. Co....... 
Standard Gas Equip. Co........ 
Standard Pressed Steel Co.. 
standard ‘Tool €0.<...4 6006.6. 
Stamley Works 2... cccicaccenss 
meeerete. Cis BS eis c ctwcas 84 
Beenras & Coe... Be Gone voce cues - 
Sterling Woodenware Co....... 
Stewart Iron Works........... ~- 
peraten Mite. Chie <5. coh cae sc 85 
Superior Laboratories ......... -- 
oO Oa! a — 
a SOs Na Sea a — 





Reynolds Wire Co............. — 


Taintor Mfg. 


Tilley Ladders 


Toledo Pressed 


Tremont 


Trimont Mfg. 


Tubular Rivet 


Turner Brass 


Union Fork & 


V-W_ Ventilator 
Valentine & Co 


Vichek Tool Co 


Wagner Electric 


Warren Mfg. C 


> 


Washburn Wire 


tion 


Whiting Adams 


Wilson-Imperial 


Wiss & Sons C 


Wood Shovel & 
Wooster Brush 








Technical Glass 
Templeton, Kenly 


Three-In-One Oil 


Nail Co 


Trow & Holden 
& Stud Co....... 
Tucker Duck & Rubber Co. 
WM it cess 
Turner, Day & Woolworth Han- 
Cg See 


Hoe 
Union Hardware Co........ 

Union Steel Products Co....... 
Union Twist Drill 
United Business Publishers, Inc. 
U. S. Cartridge 
U. S. Chain & Forging Co.... 
U. S. Leather Co 
Universal Fixture Corp......... 
Up-to-Date Machine 


Vaughan Novelty 
Vaughan & Bushnell Mfg. Co 
Verified List ... 


Vollrath Co. .... 
Voos Brothers ... 


Walworth Co. ... 
Washburn, E. G., 


Western Cartridge 
Western Importing 
Wheeler Metal Products Corpora 


Whiskete Mfg. Co.. 


Whitman & Barnes, 
Wickwire Brothers 
Wickwire-Spencer 


Worthington Co., 
Wright Steel Wire Co., G. F... 80 
Wrought Washer 


Yale & Towne Mfg. 


ae eee 
& Co., Ltd 

CO ies dadice 
« Fee Sis kad 


Toledo Metal Wheel Co........ 
Steel Co. 
Toledo Wheelbarrow Co..... 


Works..... 


Cm is 


Steel Co.. 


Winchester Repeating Arms 


ae 


Witt ‘Cornice Co... i550 
Witte Engine Works..... 
Wolverine Supply 
Wolverine Tube Co 
Woodfix Products 
Tol C6, «3: 


George....... 
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Tire Chain Repair Links 


ERE is the link your customers want. 

Fills the bill—broken tire chains fixed in 
a jiffy and fixed for good. Quick, strong, dur- 
able—outpulls and outlasts any chain of equal 
size. Made of the toughest known steel— 


KILBORN STEEL 


K. & B. Drop Forged Repair Links have a 
brass pin—do not rust at joint. Specify bright 
or galvanized, according to demand. Write 
for prices. 

The “Green Line” includes also best qual- 
ity mechanics’ Screw Drivers, Cold Chisels, 
Drills, Punches, Box Hooks and many others. 


Send for Complete Catalog. 


THE KILBORN & BISHOP CO. 
196 Chapel Street New Haven, Conn. 


Manufacturers of the 


“GREEN LINE” TOOLS 


Reg. U. S. Patent Office 














DOMES of 
SILENCE 












i -REFILLS? 

Retail \..) D 19 Assort- 

at =] ment: Packed 

¥, gross sets: 

10c mf 

= and %". $9 

for per gross 

Set sets. 
of 
4 





D-19 Assortment 


EASY TO SELL 


Domes of Silence are easy to sell when dis- 
played on your counter. Anyone can put 
them on furniture. They slide smoothly 
and silently, save floors and rugs, and give 
everlasting service. 

If your Jobber cannot supply you—write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 


SSS SS 


mee 








1 1A box chock 
oe oe full of friend- 
ship for your 
store. 


| Tote 


inl 


inlet 





How many tacks in a box? Just so many 
emissaries of either good will or indiffer- 
ence. 


Every Atlas box is “chock full” of good 
honest quality tacks. Just so many clean 
cut, sharp, serviceable tacks that please 
every customer. 


A box “chock full” of friendship for your 
store, and for your other merchandise. 


Stock them. You will never lose a friend 
through an Atlas tack or small nail. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 














KIMBALL ELEVATORS 











1117-41 Ninth Street 














Anes 


-LicHT ELECTRIC ELEVATORS 


Kimball Light Electric Elevators operate at 


a low cost. There is a light electric built for 
your requirement as to size, speed, etc. 

Write for particulars on these machines. 
They come sawed, drilled, fitted, ready for 
assembling. 


KIMBALL BROS. CO. 


COUNCIL BLUFFS, IOWA 
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CHAIN STORE ...A chain salesman 
.--A stock department ... A visible 
inventory and an attractive advertising 
display all in one! 


The Hodell Chainstore is a convenient 
floor merchandiser that stocks, displays, 
and sells a complete line of chain. Made 
entirely of steel and accommodating 
standard size steel reels which turn easily 
in their sockets. On top of the chain store 
is a measuring guide and a shelf for the 
display of packaged items. There are three 
different standard assortments of Hodell 
coil chain, any one of which constitutes 
a complete stock. Three assortments of 
dog leads in assorted Duco colors come 
with each chain store. 


We want to put one of these Hodell 
Chainstores in YOUR store. It puts 
chain in a position to sell faster. Let 
us tell you how to get a Hodell 
Chainstore. Send the coupon for details. 


SHS SCHAL)I PROVVETS CS! 


COOPER AVE. AND PENNA. R.R. ..- CLEVELAND, OHIO 





Established 1886 












THE CHAIN PRODUCTS COMPANY 
Cooper Ave. and Penna. R. R., Cleveland, Ohio 


Name 





The Hodell Chainstore is a good idea. Send me complete details. 


My jobber is 





Address —~ Chay ee ere 
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A tree Gilt of Greater Sales 











Y PRESENTING this handsome Salon Mirror Tray to your cus- 
tomers—free, without any added cost—you add an extra desir- 
ability to the silverware it displays. By presenting you with 
this tray—equally free and without cost—we present you with 
greater sales. 


ONEIDA COMMUNITY, LTD. ONEIDA, N.Y. 
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COMMUNITY 





